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FOUR WAYS 


YOUR CUSTOMERS HEAR ABOUT 
MICROMETRIC CARBON PAPER 
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2 e@ ONE SECRETARY TELLS ANOTHER... 
They're talking about the way Micrometric carbon 
paper makes neater typing easy. 


I. NATIONAL ADVERTISING ... Again this 
appears in The Saturday Evening Post, Newsweek, 
Purchasing, school and insurance publications. 






& 

.. LOYALTY TO THE WEBSTER NAME 
... For 50 years, business has looked to Webster for 
the finest quality and the latest improvements. 


f. YOUR RECOMMENDATION ... Micro- 
metric’s extra feature gives you the edge over com- 
petition. Your customers will come back for more. 


AlL FOUR LEAD TO MORE BUSINESS AND MORE PROFITS / 


Made by the manufacturers of MULTIKOPY Carbon Paper and STAR BRAND Typewriter Ribbons 
































{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 
covered by Copyright, 1940, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 


for honest differences of opinion, the publishers obviously cannot 
offer their services in resolving any disagreements which result 


customers. They do, however, 
A 
Aceo Products, Inc.... 153 
Ace Fastener Corp............ . 60 
146 


Acme Staple Co. nn 
Acme Visible Records, Inc......... 64 


Adams, Henry T., Mfg. Co. 159 
Aigner, G. J., Co. 74 
Allen & Co. 157 
Allen-Wales Add. Mach. Corp...159 
Allied Carbon & Ribbon Corp...158 
All-Steel-Equip Co. ...101 
Alma Desk Co.... 136 
Amer. Autmtic. Electric Sales 
Gs ae idee tonne : 124 
Amer. Number. Machine Co.....163 
Amer. Writing Machine Co....... 66 
Ames Supply Company.............. 58 
Anderson-Hickey Co., Inc......... 151 
Armstrong & White 161 


Artility Metal Products, Inc..... 75 
Art Metal] Construction Co. . 98 
Art Steel Co., Inc. 
Atlas Duplicator Supply Co. 12 
Automatic File & Index Co. 86 


Autopoint Co. 108 
B 
Bankers Box Co 148 
Bankers & Merchants Stamp 
ae 52 
Barkley, C. L., & Co. 141 
Bassick Company —— 
Bentson Mfg. Co 152 
Better Packages, Inc. 159 
Bickett, L. M., Co. 161 
Blaisdell Pencil Co. 155 
Bright Chair Co. 144 
Bristow, Stanley R. 156 
British Stationer 162 
Brown, L. L., Paper Co. 115 
Browne-Morse Co. aanee 
Buckeye Ribbon & Carbon Co...144 
c 
Cardinal Supply Co. ....163 
Cel-U-Dex Corp. 162 
Champion Fastener Corp. 132 
Clarotype Co., The ‘ 160 
Cloyes Gear Works 160 
Codo Mfg. Corp. sisisihaaaa i 
Cole Steel Equipment Co., Inc...108 
Collier-Keyworth Co. 132 


Columbia Rib. & Car. Mfg. Co... 47 
Columbia Stee] Equipment Co... 61 
Cook, The H. C., Co. 137 
Corona Typewriter wrens” | 
Corry-Jamestown Mfg. Corp. 73 


Cramer Air-Flow Chairs 139 
Cross & Brown Co. ae 
Crown Ribbon & Carbon Co.....161 
Cushman & Denison Mfg. Co.....162 
D 
Daco Card & Index Co. 163 
Darnell Corp. . 160 
Dawn Mfg. Corp., The 130 


Dick, A. B., Co. 43 


Doppelt, Chas., & Co. 134 
Downey, C. L., Co. ...126 
E 
Eaton Paper Corp. 151 
Efficiency Equipment Co.. ...160 
Ehrlich Upholstery Works........154 
Elliott Address. Mach. Co........... 163 
Elliott-Fisher . Back Cover 
Esterbrook Steel Pen Co. 107 
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through the journal. 


F 
Faber, A. W., Inc. 
Faries Mfg. Co. 
Faultless Caster Corp. 
Fox, Geo. E., & Co. 
Fritz-Cross Co. .... 
Fulton Specialty Co. 


G 


Gaylo Mfg. Co. 

General Fireproofing Co. 
Globe-Wernicke Co. 

Graff, Geo. B., Co. 

Guide System & Supply Co. 


H 


Hall-Welter Co. 

Hano, Philip, Co. 
Hanson Scale Co. 
Harding, Milo, Co. 
Harriman-Welts Products 
Harter Corporation, The. 
Heyer Corporation, The 
High Point Bd. & Chair Co. 
Hileo Corp. “ 
Hotchkiss Sales Co. 

Hotel Lenox 


Co. 


Imperial Desk Co. 
Imperial Mfg. Co. 
Imperial Methods Co 
Indiana Desk Co. 
Industrial Tape Corp. 
Ink Specialties Co. 
Internat’! Typewriter 
change 
Interstate Metal Products Co. 
Invincible Metal Furniture Co. 


Ex- 


J 


Jasper Chair Co. 

Jasper Office Furniture Co. 
Jasper Seating Co. 

Johnson Chair Co. 


K 
Kellogg, A. W., Sales Co. 
Kilian Mfg. Corp. 


to 


91 
150 
159 
80 
142 


126 


138 

53 
123 
145 
106 


130 


92 


...142 


129 


. 56 


165 
133 
128 
151 


155 


120 
71 
84 
140 
105 


155 


102 
136 
lll 


94 
143 
152 


135 


159 
145 


L 
Leopold Co., The..... 124 
Lyon Metal Products, Inc. 113 
M 
Macey Co., The 116 
Manifold Supplies Co. 57 
ae ‘ sate 159 
Massillon Wire Basket Co. 158 


(S-W Loose Leaf 


Master-Craft 
Div.) i 77 


Meilicke Systems, Inc. 160 
Meilink Steel Safe Co. 114 
Melind, Louis, Co. 149 
Metal Office Furniture Co......... 98 
Metalstand Co. ...... ..156 
Meyer & Wenthe.... 134 


Mimeograph, The : 43 
Mimeo Repair Co...... ..158 
Mitchell Binder Co. 156 
Mittag & Volger, Ince.... as 95 


Moore Push-Pin Co. 161 
Morse, J. S., Typewriter Co.....163 
Multipost Co. 150 
Munson Supply Co. 138 
Murphy Chair Co. 137 
N 
Nat'l Brief Case Mfg. Co 149 
National Business Show Co. 65 
Nat'l Passbook & Supply Co.....163 
Neva-Clog Products, Inc. 85 
New Indiana Chair Co. 140 
tt) 
Old Town Ribbon & Carbon 
3 eee oie , 59 
Orthograph Co., The nee 
Oxford Filing Supply Co ... 55 


P 
Pacific Cb. & Ribbon Mfg. Co... 79 
Peerless Key-Imperial Mfg. Co. 71 


Peerless Steel Equip. Co. 128 
Pelouze Mfg. Co. 155 
Phillips Process Co 151 
Prestovac Corp. 97 
Pronto File Corp. 108 
Pruitt Co., The 161 








THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
various commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 


of its 





In the execution 


this bureau calls upon 








Because of the ground 


undertake to guarantee transactions between advertisers and 


from relations established 


Q 
Quality Park Envelope Co. 78 
R 
Raleigh Upholstery Co., Inc.....157 
Regal Typewriter Co. 127 
Reliable Tw. & A. M. Corp.......159 
Rex-O-graph Co. ..... ietecnee 
Rite-Rite Mfg. Co. 82 
Rivet-O Mfg. Co...... 163 
Roberts Numbering Mach. Co...118 
Rockwell-Barnes Co. ake ae 
Rotospeed Co., The 131 
Royal Metal Mfg. Co. 104 
Royal Typewriter Co... ..164 
Ss 
St. Johns Table Co. 153 


Security Steel Equipment Corp. 81 


Sengbusch Self Closing Ink- 
ween OO cc aot 
Shaw-Walker Co. madsen 44 
Sheaffer, W. A., Pen Co.............158 
Shepherd Chair Co. PaO ae: 160 
Sheppard, C. E., Co..... soeee 1 85 
Sherman-Manson Mfg. Co......... 83 
Shipman-Ward Mfg. Co............. 110 
Sibley, Edw. L., Mfg. Co........... 120 
I GO, BRB eR a iiniittersecess 51 
ee, fe ee 109 


Smith, L. C., & Corona Type- 


OID GIRS > haiti ce cecctectosecteiceuc 45 
Speed Key Mfg. Co.............-........ 161 
Speed-O-Print Corp. .. .147, 148 
Speed Products Co...................... 125 

133 


Spencerian Pen Co. 
Standard Office Products Co.....143 


OOTMNE, TEs Biisg DO i svicccncsccecicesesicnee 112 
Sturgis Posture Chair Co........... 129 
Sundstrand ................. ..Back Cover 
Superior Type Co. cicsatncecas eee 
T 
Technygraph, The ..................... 156 
Toledo Metal Furniture Co.........131 
Torit Mfg. Co........ asa ----- 158 
Triner Scale & Mfg. Co...... 146 
Troy Sunshade Co. 159 
U 
Ulrich Planfiling Equipment 
Co. biennale 144 
Underwd. Elliott-Fisher 
secseeseeeeee Back Cover 


Union Rubber & Asbestos Co...163 
U. S. Tw. Ribbon Mfg. Co.......154 
Universal Office Equipment Co...160 


ve 
Vail Manufacturing Co. 117 
Van Dyke Industries ..100 
Varat, Murray Co. ..158 


Victor Adding Machine Co.. 
hitsinipbaiigstitalianbtiaia 87, 88, 89, 90 
Victor Safe & Equipment Co... 96 


Vogel Peterson Co. ...................... 130 
w 
Wabash Cabinet Co., The 21 
Wagemaker Co. eciencaee 
Warshaw Mfg. Co. lenin 144 
Webster, F. S., Co. SaaS so) 
Weis Mfg. Co... 67, 68, 69, 70 
Wholesale Typewriter Co...........112 
Wiggins, John B., Co................. 162 
Wilson Memindex Co................... 161 


+4 
Yawman and Erbe Mfg. Co.......119 














For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 

obligation. 


Adding Machine Parts 


Amer. Writing Machine Co 66 
Ames Supply Co 58 
Cloyes Gear Works 160 
Shipman-Ward Mfg. Co 110 
Adding Machine Rolls & Paper 
Rockwell-Barnes Co 99 


Adding Machines 
Allen-Wales Add. Mach. Corp 159 


Sundstrand Back Cover 


Victor Adding Mach. Co 


87, 88, 89, 90 


Adding Machines (Stylus) 
Reliable Typewr. & A. M. C 159 


Adding Machines, Rebuilt & Used 


Morse, J. S., Typewr. Co lt 
Pruitt Co, The 161 
Reliable Typewr. & A. M. C 159 
Univ. Office Equip. Co 160 


Adding Typewriters 
Underwood Elliott Fisher Co 


Back Cover 


Addressing Machines 
Elliott Address. Mach. Co 163 


Addressing Machines, Used 
Pruitt Co., The..... 161 
Univ. Office Equip. Co. 160 


Adhesives 
(See Inks, Adhesives, etc.) 


Arch and Clip Board Files 
Amer.-Aut. Elec. Sales Co 124 
Armstrong & White lf 
Cushman & Denison Mfg. Co 162 
Globe-Wernicke Co... 12 
Rockwell-Barnes Co. 99 
Shaw-Walker Co 7 76 
Yawman & Erbe Mfg. Co. 


Autographic Registers 
Hano, Philip Co. ‘ 92 


Ball Bearings for Drawer Slides, ete. 
Kilian Mfg. Co......... 14 


Banker’s Note Cases 
Art Steel Co. 158 
General Fireproofing Co 52, 53 
Globe-Wernicke Co 123 
Victor Safe & Equip. Co............. 96 


Bank Passbooks & Check Cases 
Nat'l Passbook & Supply Co. 163 


Billing Machines 
Underwood Elliott Fisher Co 
. ..Back Cover 


Binders, Catalogue and Periodical 


Acco Products, Inc 153 
Aigner, G. J., Co 74 
Mitchell Binder Co 156 


Binders, Permanent Storage 


Adams, Henry T., Mfg. Co 159 
Bankers Box Co - 143 
Binders, String 
Bankers Box Co.......... ae 
Blank Books 
Rockwell-Barnes Co.......... 9 
Blue Print and Plan File Cabinets 
All-Steel-Equip Co......... 101 
Anderson-Hickey Co ‘ 15 
Art Metal Construction Co 9 
Art Steel Co ? 158 
Browne-Morse Co ‘ 161 
Columbia Steel Equip. Co 61 
Corry-Jamestown Mfg. Corp 7 
General Fireproofing Co 52 
Globe-Wernicke Co. 12 
Peerless Steel Equip. Co 128 
Shaw-Walker Co. 76, 77 
Ulrich Planfiling Equipment Co....144 
Yawman & Erbe Mfg. Co 119 
Bond Boxes 
Art Steel Co...... 158 
General Fireproofing Co.. 52, 5 
Globe-Wernicke Co 12 
Book Cases 
All-Steel-Equip Co ; 101 
Alma Desk Co... 136 
Art Metal Construction Co 9 
Browne-Morse Co — 161 
Corry-Jamestown Mfg. Corp 7 
General Fireproofing Co 62, 5 
Globe-Wernicke Co. 12 
Peerless Steel Equip. Co 128 
Shaw-Walker Co 76, 77 
Wabash Cabinet Co., The 121 
Weis Mfg. Co 67, 68, 69, 70 
Yawman & Erbe Mfg. (x 119 
Book Rings 
Adams, Henry T., Mfg. Co 159 


Bookkeeping Machines 
Underwood Elliott Fisher Co 
Back Cover 


Box Letter Files 


Art Steel Co see 
Globe-Wernicke Co 
Rockwell-Barnes Co 
Weis Mfg. Co 67, 68 
Brief and Zipper Cases 
Doppelt, Chas & Co 
National Brief Case Mfg. Co 
Varat, Murray Co 
Business Shows 
National Business Show Co 
Calculating Devices 
Meilicke Systems, Inc 
Reliable Typewr. & A. M. C 
Caleulating Machines 
Allen-Wales Add. Mach. Co 
Sundstrand ....Back C 


Vietor Adding Mach. Co. 
87, 88 


Calculating Machines, Used 
Morse, J. S., Typewr. Co 
Pruitt Co., The...... 

Reliable Typewr. & A. "M. Cc 
Universal Office Equip. Co. 


Carbon Papers 
(See Ribbons and Carbons) 


Card Index Boxes and Trays 
All-Steel-Equip. Co. 
Art Metal Construction Co. 
Art Steel Co 
Bentson Mfg. Co 
Cole Steel Equipment Co. 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Globe-Wernicke Co 
Guide System and Supply Co 
Imperial Methods Co 
Invincible Metal Furn. Co 
Metal Office Furn. Co 
Peerless Steel Equip. Co 
Security Steel Equipment Co 
Shaw-Walker Co 
Wagemaker Co 
Warshaw Mfg. Co........ 


Weis Mfg. Co 67, 68, 


Yawman & Erbe Mfg. Co 


Cards, Business (Book Form) 
Wiggins, John B., Co 


Cash Boxes 
Art Steel Co 
General Fireproofing Co. 


Casters, Caster Bearings, Slides 
Bassick Co. 
Darnell Corp 
Faultless Caster Corp 
Kilian Mfg. Corp 


Celluloid Envelopes 
Markilo Co 


Chair trons 
Bassick Co 
Collier-Keyworth Co 


Chairs, Office 
Artility Metal Products, Ine 
Bright Chair Co 
Cramer Air-Flow Chairs 
Ehrlich Upholstery Works 
General Fireproofing Co. 
Harter Corp 
High Pt. Bd. & Chair Co 
Interstate Metal Products Co. 
Jasper Chair Co 
Jasper Seating Co 
Johnson Chair Co...... 
Lyon Metal Products, Inc 
Murphy Chair Co. 
New Indiana Chair Co 
Raleigh Upholstering Ce 
Royal Metal Mfg. Co 
Shepherd Chair Co. 
Sikes Co., Inc., The 
Sloane, W. & J 
Sti is Posture Chair Co 
Toledo Metal Furn. Co 
Troy Sunshade Co 





Chairs, Folding 


Gaylo Mfg. Co 
toyal Metal Mfg. (« 


Chairs (Posture) 


Amer. Aut. Ele Sales Co 
Artility Metal Products, Inc 
Chair Co 

Air-Flow Chairs 
‘ross Co. 
Fireproofing Co 
Harter Corp 

High Pt. Bd. & Chair Co 
Jasper Chair Co 

Jasper Seating Co 

Johnson Chair Co. 

Murphy Chair Co 

Royal Metal Mfg. Co 
Shepherd Chair C« 

Sikes Co., Inc., The 
Sturgis Posture Chair Co 
Toledo Metal Furn. Co 





over 


90 


49 
160 
159 


145 


Checks, 





Check Protectors & Writers 


Hall-Welter Co 


Check Protectors & Writers, 
Morse, J. S., Typewr ‘ 


Pruitt Co., The 
Reliable Typewr 


Meyer & Wenthe 


Coin Bags, Trays and Wrappers 


Art Steel Co 
Downey, C. L., 


Copyholders 


Acco Products, Inc 


Amer. Aut. Elec 
Dawn Mfg. Corp 


Costumers 
Peerless Steel Equip 


Royal Metal Mfg 


Troy Sunshade Co 
Vogel-Peterson Co 


Cushions and Pads, 


Bickett, L, M., 
Fox, Geo. E., & 


Shipman-Ward Mfg 


Dating Stamps 


Amer. Number Mach 


Fulton Specialty 


Melind, Louis Co... 
Meyer & Wenthe.... 


Rivet-O-Mfg. Co 


Superior Type Co 


Desk Lamps 
Dawn Mfg. Corp 
Faries Mfg. Co 


Van Dyke Industries 


Desk Pads & Tops 


Aigner, G. J., Co 


Amer. Aut. Elec 
Fox, Geo. E., & 
Wagemaker Co 


Desk Pending-Letters Holders 
Acco Products, Inc 


Desk Pen & Ink Sets 
Sengbusch S-C Inkstand Co 


Sheaffer, W. A., 


Desk Trays 


Aigner, G. J., Co...... 
Art Metal Constructior 


Art Steel Co. 
Automat. File & 


Cole Steel Equipment 


Corry-Jamestown 
Fox, Geo. E., & 


General Fireproofing 
Globe-Wernicke Co 


Imperia' Methods 


Peerless Steel Equip 


Shaw-Walker Co 
Weis Mfg. Co 
Yawman & Erbe 


Desk Work Distributors 


Art Steel Co 
Bristow, Stanley 


Globe-Wernicke Co 
Lyon Metal Products, 
Victor Safe & Equip. 


Weis Mfg. Co 


Desks 
Alma Desk Co 


Art Metal Construc 


Automat. File & 
Bentson Mfg. Co 
Browne-Morse Co 


Columbia Steel Eq 
Corry-Jamestown Mfg 
General Fireproofing 
Globe-Wernicke Co 


Imperial Desk C 
Indiana Desk Co. 


Invincible Metal Furr 


Jasper Office Furn 
Leopold Co., The 
Macey Co., The 


Metal Office Furnitur 
Peerless Steel Equip 


Royal Metal Mfg 


Security Steel Equipment 


Shaw-Walker Co 
Sloane, W. & J 


Troy Sunshade ( 
Victor Safe & Equi; 


Wagemaker Co 


Yawman & Erbe Mfg 


Dictating Machines, 
Morse, J. S., Typewr 


Pruitt Co., The 


Duplicating Machines 
Amer, Writing Mact 
Atlas Duplicator Supply 
Cardinal Supply Co 


Columbia Ribbor 
Ca. 
Dick, A. B., Co 


Stamped Metal 


161 


110 


130 
150 
100 


124 
80 


162 


Elliott Address. Mach. Co. 
Harding, Milo Ca......... 
Heyer Corporation, "The... 
Hileo Corp........ ben 
Ink Specialties Co... anne: 
Mimeograph, The.............. 
Manifold Supplies Co....... 
Mittag & Volger, Inc. 
Orthograph Co., The 
Rex-O-Graph Co. .... 

Rotospeed Co., The... 
Shipman-Ward Mfg. Co... aa 
Smith, L. C., & Corona Piece | a» 45 






Speed-O- Print Corp... wwe 47, 148 

Technygraph, The... ———— 

Victor Safe & Equip. “Co. 96 
Duplicating Machines, Used 

Mimeo —_ GB rence = 158 

Morse, J. Typewr. Co... 163 

Pruitt Co., sme —— 


Universal Office Equip. Co. SERS 


Envelope Openers (See Letter Open- 
ers) 


Envelope Sealers 
Elliott Address, Mach. Co. ose 163 
Multipest Ci., Uir@icccce.cecrmcescscssornivon lt OO 


Envelope Sealers, Used 
Preiss Ca. DRiiaincsencntintompencaes 


Envelope Sealer-Cancellers 


Multipost Co., Ine... 150 
Envelopes 

Globe-Wernicke (Co... 123 
Quality Park Envelope Co 78 
Envelopes, Celluloid 

Marthe — CO. cccnececoee-.-o weseeed 59 
Eradicators, Ink 

Heyer Corp., The...... fasies 165 
Erasers, Rubber 

Blaisdell Pencil Co 155 
Faber, A. W., Inc..... 91 
Exhibitions, Office 

Nat'l Business Show Co 3 65 
Eyelets & Eyelet Fasteners 
Rivet-O-Mfg. Co. dive 
Sibley, Edw. L., Mfg. Co............120 
Fanfold Continuous Forms 

Hano, Philip, Co............... — 
File Boxes, Collapsible panes 
Bankers Box Co............ ..1 43 
Barkley, C. L., Co.. — .. 141 
Globe-Wernicke Co.. - 123 
Guide System & Supply Co 106 
Oxford Filing ented Co. 55 
Weis Mfg. Co, 67, 68, 69, 70 
File Boxes, Metal 

Adams, Henry T., Mfg. Co —' 
Art Metal Construction Co . 93 


Art Steel Co..... oto ra 
Corry-Jamestown Mfg. Co. 
Peerless Steel a Co... 
Pronto File Corp... 
Rockwell- Barnes Co.. 





Victor Safe & Equip. Co.. eases 96 
Filing Cabinet Ball & Roller 
Bearings 
ilies. .20f8. -CeRDiatentscnciinn ee 
Filing Cabinets, Insulated 
Victor Safe & Equip. Co. s 96 





Filing Cabinets, Metal 
All-Steel-Equip Co ...........-.....------101 
Anderson-Hickey Co..... . 151 
Art Metal Construction Co 93 
Art Steel Co.. 158 
Autmte. File & ‘Index Co a 
Bentson Mfg. Co........... ...152 
Browne-Morse Co. sok On 
Cole Steel Equipment Co » Ine.......108 
Columbia Steel Equip. Co inn (OS 
Corry-Jamestown Mfg. Corp. 73 
General Fireproofing Co 52, 53 
Globe-Wernicke Co... ‘ 123 
Invincible Metal Furn. Co. as | 
Macey Co., The............ ERE: 
Metal Office Furn. Co. : 98 
Peerless Steel Equip. Co. 128 
Pronto File Corp... 108 
Security Steel Equipment Corp..... 81 
Shaw-Walker Co. 76, 77 
Victor Safe & Equip. Co..... 96 
Yawman & Erbe Mfg. Co.................119 
Filing Cabinets, Wood 
Globe-Wernicke Co a 123 
Imperial Methods Co nanos 84 
Wagemaker Co. aed ii 162 
Weis Mfg. Co. 67, 68, 69, 70 
Yawman & Erbe Mfg. Co wee A 19 


Filing Supplies 
Acco Products, Inc. 
Aigner, G. J., Co. 


THE CLASSIFICATIONS 
(Continued on page 6) 








THE CLASSIFICATIONS 


(Continued from page 5) 


Art Metal Construction Co. 


Barkley, C. L., & Co 
Browne-Morse Co. 
Corry-Jamestown Mfg. Corp 
Daco Card and Index Co 


General Fireproofing Co. 
Globe-Wernicke Co 


Guide System & Supply Co 


Imperial Methods Co 
Macey Co., The 
Metal Office Furn. Co 


Oxford Filing Supply Co 
Pronto File Corp 
Quality Park Envelope Co 
Rockwell-Barnes Co. 
Shaw-Walker Co. 


Victor Safe & Equip. Co 

Wabash Cabinet Co., The 

Warshaw Mfg. Co 

Weis Mfg. Co 67, 68, 

Yawman & Erbe Mfg. Co 
Filing Tables 


Toledo Metal Furniture Co 


Finger Pads 
Speed Products Co 


Folders (See Filing Supplies 


Fountain Pens 
Esterbrook Steel 
Sheaffer, W. A 


Gummed Cloth Rings 
Graff, Geo. B Co 
Warshaw Mfg. Co 


Pen Co 
Pen Co 


Gummed Tape 
Industrial Tape 


Hotels 
Hotel 


index Card Signals 


Corp 


Lenox 


Cook, H. C Co Ine 
Graff, Geo. B., Co 

Victor Safe & Equipment Co 
Index Tabs 

Aigner, G. J., Co 

Rarklev, C. L.. & Co 
Cel-U-Dex Corp 
Globe-Wernicke Co 


Guide System 
Markilo Co 
Shaw-Walker Co 

Victor Safe & Equipment ( 


& Supply Co 


inks, Adhesives, Ete. 
Harriman-Welts Prod. Co 
Ink Specialties Co 
Melind, Louls, Co 


Rivet-O-Mfe. Co 


Sheaffer, W. A., Pen Co 
Superior Type Co 
Union Rubber & Asbestos Co 


Inkstands 
Cushman & 
Sengbusch S-C 


Knives, Office 
Autopoint Co 


Denison Mfg. Co 
Inkstand Co 


Leads for Mechanical Pencils 
Autopoint Co 
Faber, W. A., Inc 
Sheaffer, W. A., Pen Co 
Leather Goods 

Doppelt, Chas., & Co 


Nat'l Brief Case Mfg. Co 
Varat, Murray Co 


Leather Upholstered Furniture 


Bright Chair Co. 

Ehrlich Upholstery Works 
Jasper Chair Co 

New Indiana Chair Co 
Raleigh Upholstery Co 
Letter Openers 

Multipost Co., Ine 
Letter Trays (See Desk Trays 
Letterheads 

Wiggins, John B., Co 
Library Equipment 
All-Steel-Equip. Co 

Art Metal Construction Co 
Art Steel Co 
Corry-Jamestown Mfg. Corp 


General Fireproofing Co 
Globe-Wernicke Co 
Macey Co., The 

Peerless Steel Equip. Co 
Security Steel Equipment 
Shaw-Walker Co 

Yawman & Erbe Mfg. Co 


Lockers and Storage Cabinets 


All-Steel-Equip. Co 
Anderson-Hickey Co 

Art Metal Construction Co. 
Art Steel Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 


General Fireproofing Co 
Globe-Wernicke Co 
Interstate Metal Products Co 
Invincible Metal Furn. Co 
Lyon Metal Products, Ine 
Metal Office Furn. Co. 
Security Steel Equipment 
Shaw-Walker Co 


Yawman & Erbe Mfg 


& Systems 


Co 


Loose Leaf Books 


Aigner, G. J., Co 


Corp 
76 


Corp 


a 
‘6, 


"140 


150 


Adams, Henry T., Mfg. Co. 
Master-Craft 
Div.) 
Sheppard, Co. 


Celluloid 


The C. E., 
Loose Leaf Sheet Covers, 


Aigner, G. J., Co 
Markilo Co 


Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co 


Mail Distributors 
Bristow, Stanley R 
Globe-Wernicke Co 
Victor Safe & Equipment Co 


Manifold Books 


Hano, Philip, Co 
Map Tacks 
Graff, George B., Co 


Moore Push-Pin Co 
Matched Office Suites 


Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co 
Leopold Co., The 

Macey Co., The 

Royal Metal Mfg. Co 


Sloane, W. & J 
Troy Sunshade Co 


Memorandum Books 
Rockwell-Barnes Co 


Memorandum Devices 
Bristow, Stanley R 
Wilson Memindex Co 


Mending Tape 
Industrial Tape Corp 
Warshaw Mfg. Co 


Moisteners 
Better Packages, Inc 
Kellogg, A. W., Sales Co 
Rivet-O-Mfg. Co. ional 
Sengbusch S-C Inkstand Co 
Torit Mfg. Co 


Numbering Machines 
Amer. Number. Mach, Co 
Melind, Louis, Co 


Roberts Numbering Machine Co 


Office Partitions and Railings 
Globe-Wernicke Co 


Pads, Figuring 
Rockwell-Barnes Co 
Paper 
Brown, L. L., Paper Co 
Eaton Paper Corp 


Rockwell-Barnes C 
Paper Clamps 


) 


Acco Products, Ine 

Cushman & Denison Co 

Esterbrook Pen Co 
Paper Clips 

Acco Products, Inc 

Cook, H. C Co. 


Cushman & Denison Co 
Fulton Specialty Co 
Graff, George B 
Vail Manufacturing 


Co 
Co 


Paper Fastening Machines 


Ace Fastener Corp 

Acme Staple Co 

Amer. Autmtc. Electric Sales Co 
Champion Fastener Corp 
Hotchkiss Sales Co. 

Neva-Clog Products, Inc 


Speed Products Co 


Victor Safe & Equip. Co. 


Paste (See Inks, Adhesives, Etc 
Pencil Sharpeners 
Graff, George B., Co 
Pencils, Paper Wound 
Blaisdell Pencil Co 
Pencils, Wood Cased Lead 
Blaisdell Pencil Co 
Faber, A. W., Inc 
Pencils, Mechanical 
Autopoint Co 
Esterbrook Steel Pen Co 
Rite-Rite Mfg. Co 
Sheaffer, W. A., Pen Co 
Pens 
Esterbrook Steel Pen Co 
Sengbusch S-C Inkstand C« 6: 
Spencerian Pen Co. 


Pieture Hooks 
Moore Push-Pin Co 


Pins and Pin Containers 
Vail Mfg. Co. 


Platens, Typewriter 
Amer. Writing Machine Co 
Ames Supply Co 
Shipman-Ward Mfg. Co. 
Postal Scales 
Hanson Scale Co 
Pelouze Mfg. Co 
Shipman-Ward Mfg 
Triner Scale & Mfg 
Price & Sign Markers 
Superior Type Co 


Publishers 
British 


Co 
Co 


Stationer 


Punches 
Acco Products, 
Globe-Wernicke 
Mitchell Binder 


Inc 
Co 
Co 


(S-W Loose Leaf 


159 


7 
135 


118 





117 


66 
58 


110 


142 


110 
146 


~~ 
"te 


Push Pins 
Moore Push-Pin Co.......... 


Renting Agents, Office 
Cross & Brown Co 


Ribbons and Carbons 
Allen & Co. . 
Allied Carbon & Ribbon Co 
Amer. Writing Machine Co. 
Ames Supply Co. 
Buckeye Ribbon 

Mfg. Corp 

Columbia R. & C 

Crown Rib. & Car 

Imperial Mfg. Co 

Manifold Supplies Co 

Mittag & Volger, Inc 

Old Town Rib. & Car. Co 

Pacific Car. & Rib. Mfg 

Peerless Key-Imperial Mfg 

Phillips Process Co 

Royal Typewriter Co., 

Shipman-Ward Mfg. 

Smith, L. C Corona 

Spencerian Pen Co 

Storms, H. M., Co 

Underwood Elliott Fisher 


& Carbon Co 

Codo = 

Mfg. Co. 
Co. 


Co 


Int 
Co 
Tws 


Co 


Back ( 


I S. Typewr. Rib. Mfg. Co. 
Webster, F. 8., Co 


Rubber Bands 
Faber, A. W., Inc 
Rubber Stamps 
Bankers & Merchants St 
Melind, Louis, Co. 
Meyer & Wenthe 


Rubber Type Outfits 
Fulton Specialty Co 
Superior Type Co....... 


Safes 
Art Metal Construction Co... 
General Fireproofing Co... 
Globe-Wernicke Co......... 


Meilink Steel Safe Co., The ae : 
Security Steel Equipment Corp. 


Shaw-Walker Co... 
Victor Safe & Equipment 
Yawman & Erbe Mfg. Co 


Co. 


Serapbooks 
Globe-Wernicke Co 
Weis Mfg. Co 67, 68, 


Secretary Desks 
Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co 
Peerless Steel Equip 
Wabash Cabinet Co., 


Co 
The 
Shelving 
All-Steel-Equip Co. .................. 
Art Metal Construction Co 
Art Steel Co 
trowne-Morse Co 
Corry-Jamestown Mfg 
General Fireproofing Co 
Wernicke Co. 
Metal Products, In¢ 
Steel Equipment Corp 


Smoking Stands, Office 
Royal Metal Mfg. Co 
Sorting Devices 
Bristow, Stanley R 
Ulrich Planfiling Equipment (¢ 


Corp 


Globe 
Lyon 
Security 


Postage 
Inc 


Stamp Affixers, 
Multipost Co., 


Pads 

Specialty Co 
Louis, Co. 
& Wenthe 
Co 


Stamp 
Fulton 
Melind, 
Meyer 
Phillips Process 
Rivet-O-Mfg. Co. 
Rockwell-Barnes Co. 
Superior Type Co 
Victor Safe & Equip. 


Stands for Office Machines 
All-Steel-Equip, Co. 
Ames Supply Co 
Anderson- Hickey 
Art Steel Co 
Corry-Jamestown Mfg. Co 
General Fireproofing Co 
Globe-Wernicke Co 
Harter Corp 
Metalstand Co 
Peerless Steel Equip. Co 
Pruitt Co., The 

rman-Manson Mfg. Co 

Shipman-Ward Mfg. Co 

Standard Office Products Co. 

Toledo Metal Furniture Co 


Staple Extractors 
Ace Fastener 


Staples and Stapling 
Ace Fastener Corp 
Acme Staple Co 
Champion Fastener 
Hotchkiss Sales Co. 
Neva-Clog Products, 
Speed Products Co 
Vail Manufacturing 


Stenographer’s Note Books 
Rockwell-Barnes Co 


Storage and Transfer Cases 
Adams, Henry T., Mfg 
All-Steel-Equip Co. 

Art Metal Construction Co 
Art Steel Co 

Bankers Box Co 

Barkley, C. L., 
Bentson Mfg 


Co. 


Co, 


She 


Corp 


Machines 


Corp 


Inc 


0 


Co 


& Co. 
Co 


Co 


Wks 


0 


76, 








OFFICE APPLIANCES 





Browne-Morse Co..........-..----- 
Cole Steel Equipment Co.. 
Columbia Steel Equip. Co... 
Corry-Jamestown Mfg. Corp 
Efficiency Equipment Co. 
General Fireproofing Co 
Globe-Wernicke Co... 

Guide System & Supply Co. 


Imperial Methods Co 
Invincible Metal Furn. Co 
ON > Ta. . Skee 
Metal Office Furn. Co 
Peerless Steel Equip. Co 


Pronto File Corp 
Rockwell-Barnes Co , ‘ 
Security Steel Equipment Corp....... 





Shaw-Walker Co......... - 
Wagemaker Co sakbvesanhs 
Weis Mfg. Co. 67, 68, 
Yawman & Erbe Mfg. Co...............119 
Swing Typewriter Stands 
Amer. Writing Machine Co 66 
Globe-Wernicke Co ae 
Weis Mfg. Co 67, 68, 69, 7 
Tables 
Art Metal Construction Co 93 
Art Steel Co. 158 
Browne-Morse (Co 161 
Corry-Jamestown Mfg. Corp 73 
General Fireproofing Co... 52, 53 
Globe-Wernicke Co 123 
Lyon Metal Products, Inc 113 
Peerless Steel Equipment Co 128 
Shaw-Walker Co. 76, 77 
St. Johns Table Co - 153 
Victor Safe & Equipment Co 96 
Telephone Accessories 
Victor Safe & Equipment Co 96 
Telephone Stands 
Art Metal Construction Co....... 93 
Art Steel Co 158 
General Fireproofing Co 52, 53 
Globe-Wernicke Co 123 
Peerless Steel Equipment Co 128 
Shaw-Walker Co 76, 77 
Yawman & Erbe Mfg. Co 119 
Thumb Tacks 
Graff, George B., Co 145 
Moore Push-Pin Co 161 
Vail Manufacturing Co 117 
Type, Typewriter 
Amer. Writing Mach. Co 66 
Ames Supply Co 58 
Shipman-Ward Mfg. Co. 110 
Typewriter Cleaning Material 
Amer. Writing Mach. Co 66 
Ames Supply Co 58 
Clarotype Co 160 
Mittag & Volger, Inc 95 
Rivet-O-Mfg. Co 163 
Shipman-Ward Mfg. Co 110 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Co 66 
Ames Supply Co..... ‘ 58 
Munson Supply Co 138 
Peerless Key-Imperial Mfg. Co 71 
Prestovac Corp 97 
Shipman-Ward Mfg. Co 110 
Speed Key Mfg. Co 161 


Typewriter Cushion Knobs and Bases 


Amer, Writing Mach. Co...... 66 
Ames Supply Co 58 
Bickett, L. M., Co 161 
Fox, Geo. E., & Co. 80 
Peerless Key-Imperial Mfg. Co 71 
Shipman-Ward Mfg. Co 110 


Typewriter Parts and Tools 


Amer. Writing Mach. Co. 66 

Ames Supply Co 58 

Shipman-Ward Mfg. Co 110 
Typewriters, Mfrs. of 

Corona Typewriter 5 

Royal Typewriter Co. 164 

Smith, L. C., & Corona Tws 15 


Underwood Elliott Fisher Co. 
abate Back Cover 
Typewriters Rebuilt and Used 
Amer. Writing Mach. Co 66 
Internat’'l Typewriter Exchange 102 
Morse, J. S., Typewr. Co 163 
Pruitt, Co., The 161 
Regal Typewriter Co 127 
Reliable Tw. & A. M. Corp 159 
Shipman-Ward Mfg. Co 110 
Wholesale Typewriter Co 112 
Visible Systems Equipment 
Acme Visible Records, Ine 64 
Aigner, G. J., Co 74 
Art Metal Construction Co 93 
Autmte. File & Index Co RH 
Globe-Wernicke Co 123 
Shaw-Walker Co... 76, 77 
Sheppard, C. E. Co. 135 
Victor Safe & Equip. Co.. on OO 
Yawman & Erbe Mfg. Co .-119 
Wardrobe Racks 
Vogel-Peterson Co 130 
Waste Baskets 
Art Steel Co........ 158 
Cole Steel Equipment Co 108 
Corry-Jamestown Mfg. Corp 73 
Fox, Geo. E., & Co 80 
General Fireproofing Co 02, 58 
Globe-Wernicke Co 123 
Massillon Wire Basket Co 158 
Metal Office Furn. Co : 98 
Peerless Steel Equipment Co.. 128 
Shaw-Walker Co................ 76, 77 





WANTS AND tOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


THOROUGHLY EXPERIENCED ‘office ‘appliance ‘eslemman having had 
better than average success as junior, senior salesman, branch manager 
and divisional sales manager, desires position as field supervisor or as 
manager of office machine department for dealer. Complete knowledge 
of duplicating field. Experienced also in other specialties including 
visible systems. Has ability to hire and train salesmen and close 
sales in the field. Understands sales analysis, setting up territories, 
quotas and analyzing individual sales efforts Address B-262, care 
Office Appliances, Chicago. 





OFFICE SPECIALTY SAL ESM AN who has served as : sales agent and 
district manager would like connection with manufacturer of some 
meritorious office utility in eastern territory. Well acquainted with 
various types of computing machines and has had other valuable ex- 
perience. In recent years has been selling direct, but also has sold to 
dealers. Will consider any office device which affords opportunity for 
development. Address B-257, care Office App rliances, _Chicago. 

OPEN FOR A SITU ATION NOW with manufacturer of wood or steel 
office furniture and equipment, can qualify for executive ,branch or dis- 
trict managership, background of several years’ experience selling to 
dealers, institutions and large industrials; competent to handle sales 
promotion and merchandising for dealers as well. Good education, 
married. Prefer central east or central west. Address B-266 care Office 
Appliances, Chicago. 




















 EXECUTIV E wishes to make connec- 
tion with a progressive equipment manufacturer distributing through 
dealers. Qualified in phases of systems, machine and furniture sales. 
If you wish to restimulate sales and take fullest advantage of the current 
business upswing write stating your offer, in full confidence to B-261, 
care Office Appliances, Chicago. _ 


OFFICE FU RNITU RE | Ss AL ES 





WEST COAST CONNEC ‘TION WA Ww ANTED w man with execiient rec- 
ord in selling and management. Has been salesman and sales manager 
for manufacturer and has managed an important stationery and office 
equipment house. Capable of doing an excellent job in either executive 
or selling capacity. Top references. Address B-260, care Office Appli- 
ances, Chicago. 

TYPEWRITER and Adding Machine 


position. 15 years’ experience. Address B-2 care 
Chicago. 











Repairman interested in changing 
Office Appliances, 











Cc IST EXPERIENCED IN ~ COLLOID chemistry and in manufac- 
tufing any kind of Duplicating stencils, desires position, will go any- 








where. M. Durant, 673 W. Madison Street, Chicago, Il 
S. D. A. Typewriter end Adding Machine Mec honte wants position. 
Address B-264, care Office Appliances, Chicago. 








SAL ESMEN WANTED 


IF YOU can prove you have a successful record for selling commercial 
and wholesale stationers, write for details of our new vertical visible 
index system. Requires no special housing equipment. Makes every 
drawer in every desk, card cabinet, filing cabinet, etc., a visible index 
file. National campaign now in full swing. Give details of experience, 
territory covered, what you are handling now, references, etc. Com- 
mercial Visible Index, 326- 330 Broadway, New York, N. Y 


IF YOU ARE NOW odlian oe offices, we have a eroduct ‘that will prove 
to be a very profitable sideline. It quickly becomes a major line. Ex- 
clusive territories are available, Box O-187, care Office Appliances, Chi- 
cago. 


FULL OR PART-TIME COMMISSION SALESMEN to represent man- 
ufacturer of high grade line typewriter ribbons and carbon paper. 
Several territories open, presenting unusual opportunities for experi- 
enced men. Write O-185, care Office Appliances, Chicago. 


OPPORTUNITY FOR EXP ERIE NC ED SAL ESM, AN se ling office fur- 
niture retail. Good lines reputable concern. Drawing account and 
commission. Chicago territory. Reply in detail. Address O-193, care 
Office Appliances, Chicago. 





























SAFE MANUFACTURER wants represe entatives to contact established 
dealer organization in Southern and New England territories. No ob- 
jection to non-conflicting line. Write Box O-188, care Office Appli- 
ances, Chicago. 


MANUFACTURERS REPRESENTATIVE covering Central States is 
open for one good staple stationery line for jobbing and retail trade. 
Have Chicago warehousing space of 5000 square feet. Ample shipping 
facilities that will interest Eastern or Western manufacturer. Address 
B-254, care Office Appliances, Chicago. 


MANUFACTU RERS’ AGENC Y—Now available to distribute only new 
office accessories. Contact us for quick, profitable coverage of the sta- 
tionery trade or users direct entire U. S. or any part thereof. Box 











B-265, care Office Appliances, Chicago. 
SALESMAN COV ERING INDIANA, Ohio, Michigan and Kentucky 


seeks one additional line, preferably of supplies which require replace- 
ment, or anything else which offers an energetic representative an op- 
portunity to build up a suitable volume. Address B-255, care Office 
Appliances. Chicago. 


ROCKY MOUN YTAIN 





dealer development in wood or steel furniture 
and equipment, filing and record systems, loose leaf and cabinet visible, 
contract work, hooks exclusive manufacturer resident representation 
with territory experience and acquaintance assuring profitable dealer 
retail cooperation. Layouts and system forms drawn in field. Depart- 
ment B-256, care Office App! iances, Chicago. 








MANUFACTURE RS with repeat product of merit desiring representa- 
tion by established sales organization in richest section of Ohio please 
write B-258, care Office Appliances, Chicago. 


SUCCESSFUL OFFIC E AP PLIANCE SALESMAN is seeking some 
good lines to handle in Milwaukee and vicinity or state of Wisconsin, 
on a commission basis. Address B-2638, care Office Appliances, Chicago. 














REPRESENTATIVES WANTED 





OLD ESTABLISHED, RE PUTABLE MANUFACTURER of popularly 
priced Zipper Ring Binders, Zipper Cases, Envelopes, etce., selling suc- 
cessfully from coast to coast. Has a few choice territories open for 
men with good following, carrying a good luggage line. Commission 
basis. Address O-189, care Office Appliances, Chicago. 


F ACTORY DISTRIBU TORS ‘AND REPRESENTATIVES wanted for 
selling ARCO RUBBER BANDS to stationers, paper dealers, ete. The 
world’s largest variety—low prices. Write Alliance Rubber Co., Alliance, 
Ohio. 








SALESMEN WA NTED- tae rease your income selling quality line metal 
and wood folding chairs. Several territories open. Box O-186, care Office 
Appliances, Chicago 














FOUNTAIN PEN REPAIRING 
ALL. MAKES | Pens, Pencils, Desk Sets, ete. 
24 hour service. Standard prices. Welty Pen & Repair Co., 
St., Chicago. 





Repaired—usually 12 to 
88 So. State 








BU SINESS FOR SALE 


RETAIL 





Preape rous office supply and book store in middle 
fixtures $8,000. Address O-191, care 


Pov sate for cash: 
western city. Invoice $26,000; 
Office Appliances, Chicago. 











WANTED TO PURCHASE RETAIL BUSINESS 





WANTED TO PURCHASE for cash office supply business in progres- 
sive Southern town prefe — in Mississippi or Tennessee. Write A. M. 
Perdue, Jr., Manning, S. C. 








PARTS, TYPE, 





ADDING MACHINE ETC. 





NEW PRICE LIST of Merchant parts now available. New low prices 
on adding machine feed rolls by the dozen. Write for prices now. I. A. 














Dehn, Jr., 1643—10lst Ave., Oakland, Calif. 

DICTATING MAC HINE PARTS 
COMPLETE AND V ARIE D STOC K. No order too small. When you 
need parts, write Central Dictating Service, 26832 N. Western Ave., 


Chicago. Management G. wo 























_ POSITION OPE N 


‘Teatie r Goods and Pp laying Cards. State 
Smith & Butterfield, 310 Main 


BU YER OF SOCIAL. Stationery, 
age, experience and salary expected. 
St., Evansville, Indiana. 





MEC HANIC S WANTED 


mechanic, also adding machine 
Street, Chicago. 


MEC HANICS Ss ; Ww ANTE D- Typew riter 
mechanic. Pruitt Corporation, 425 North LaSalle 





Would like the services of a good mechanic particul larly weed on Royal 
typewriters. Good position to right party. Location—Mid-West. Ad- 
dress O-192, care Office Appliances, Chicago. 


REPRESENTATIVES AV AIL ABLE 











HIGH GRADE SPECIALTY “SAL LESMAN who has been traveling en- 
tire Pacific Coast desires to represent one or two manufacturers in 
Southern California only. Is a good sales producer and can enlarge 
organization quickly if new product requires additional attention for 
complete territory coverage Top references. Address B-259, care 
Office Appliances, Chicago. 








SALES LETTERS 


LETTERS WILL BUILD SALES 
pull sales. You need them more than ever now. Send 


For years I have built letters that 
me your data 














for new letters, or unsuccessful letters for reshaping. Particulars on 

request. Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 
PATENT RIGHTS FOR SALE 

FOR SALE—Patent rights on improved type of copyholder which is 


simply made but will hold a large law book or directory as easily as a 
stenographer’s notebook. Mechanism is silent in operation. This is a 
specialty which offers excellent sales possibilities. For particulars ad- 
dress O-190, care Office Appliances, Chicago. 








FOR SALE AND WANTED TO BUY 


Hopkins—Adding 
Chicago Office Ap- 








ELLIOTT-FISHI ER M \CHINES - Burroughs -Moon 
Machines—Calculating Machines—bought and sold. 
pliance Co., 529 S. Wells St., Chicago. 


WANTS AND FOR SALE—continued on page 8 











OFFICE APPLIANCES 


DICTAPHONES—EDIPHONES—established 1923. Largest stock—all 


WANTS AND FOR SALE—Continued from page 7 
— — — — — - models Write for prices of machines and our Cleartone Cylinders. 
- American Dictating Machine Co., 235 Fifth Ave., New York, N. Y 


FOR SALE AND WANTED TO BUY—Continued from page 7 : . 
ADDRESSOGRAPHS, Duplicator Dictaphones, Multigraphs, Sealers, 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- . : ; a Sn 
roughs and Monroe Calculators, Typewriters and all office machines Folders, Typew tere Adding Machines rite for FREE Money Mak- 
bought and sold Teeter-Warsh Co., 849 North Third Street, Mil ng Circular. Pruitt, 527 Pruitt Bldg., Chicago 
waukee, Wis. : ae : rat te ee 

rt KARDEX, ACME, all makes used visible filing equipment. Thousands 
ELLIOTT-FISHER machines, calculating machines, adding machines ot ee a a a books, always on — mp hoa 
all office equipment, bought and sold. W. J. Crowley Company, 434 ice 0d prices to Comets s0F purchase OF oe ~~ ee 
gt - ” _—s — Chas. S. Nathan, Inc., 548 Broadway, New York. 


Caswell Bidg., Milwaukee, Wis. 


BURROUGHS, MOON-HOPKINS, Elliott-Fisher, Remington Account- Addressograph, Model 3405, entirely automatic, 9” wide feed complete 
ing Machines, and everything in the office machinery line. State model, with selector, counter, cutoff, ete., perfect condition. Original cost 
serial number and we will quote highest cash prices. International 2,000.00 Price and further information furnished by Jamestown 
Office Appliances, Inc., 326 Broadway, New York City Mutual Insurance Co., 110 E. 4th St., Jamestown, N. 

BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kar WANTED: Comptometers, Monroe, Marchant Calculators, Sundstrand, 
dex. All types office machines bought and sold Fort Pitt Typewriter Dalton Adders. State serial number, condition, price, etc. P. O. Box 


Co., 644 Liberty Avenue, Pittsburgh, Pa 888, St. Louis, Mo. 


DICTAPHONES, EDIPHONES, SUPPLIES—headquarters—machines MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
bought and sold—Wholesale, Retai Write u Chicago Dictating Ma writer ribbons Established over ten years. Write us, save money. 
Lewis Co., 4138 W. State St., Milwaukee, Wis 


chine Co., 28 S. Wells St., Chicagé 














Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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OFFICE APPLIANCES 








NEW TRADE LITERATURE 


(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 





Allied Ribbon & Carbon Manufacturing Corporation.—A new service to 
dealers, which has been named “Opened By Mistake,’’ has recently been 
announced by the Allied Ribbon & Carbon Manufacturing Company, New 
York, N. Y. “Opened By Mistake,” which will be mailed free to dealers, 
will give a triple point of view on sales methods, talks, demonstrations 
and problems and will also contain periodical information about the latest 
changes, new developments in and applications for ribbon and carbon 
paper products. 


Bankers Box Company.—A twelve-page booklet, punched for loose leaf 
filing and featuring the firm's “Four Way’ modernized record storages 
has been issued to the trade by the Bankers Box Company, 536 South 
Clark street, Chicago, Ill. Amply illustrated and dressed in an unusually 
neat color scheme, the booklet pictures and describes the Bankers Box 
lines of Liberty storage boxes, Liberty storage binders and the Staxonsteel 
line of transfer files. It also demonstrates how these items are em 
ployed for storing inactive records, semi-circle records and loose leaf 
records and for packaging small forms. 


Boorum & Pease Company.—Published to replace the dealers’ buying 
price list “F’’, a new loose leaf price list ‘‘G’ has recently been issued 
to the trade by the Boorum & Pease Company, 84 Hudson avenue, 
Brooklyn, N. Y. The new list is divided into three major groups as 
follows: 1. A list of numbers and prices arranged in numerical order 
for quick reference and checking. 2. A quantity price list, listing prices 
for various quantities and covering all of the popular and fast-selling 
items. 8. Covers price for special sizes, reference to which is made on 
all lines in group two where are special tables for sizes that are different 
from the regular stock numbers. The new list also cancels prices in 
the company’s general loose leaf catalogue No. L283. 


Interstate Metal Products Company.—Including the firm’s new line of 
chrome furniture in the modern vogue as well as a number of other items 
manufactured, a new 1940 catalogue has just been issued to the trade by 
the Interstate Metal Products Company, Inc., 4401-4451 Ogden avenue, 
Chicago, Ill, The book is a well illustrated description of a large number 
of metal products which can be profitably handled by office equipment 
dealers everywhere. These include, besides office furniture, stationery and 
utility cabinets with adjustable shelves, patented insulated doors, auto- 
mobile handles and a three-point locking device which affords perfect 
safety for the cabinet’s contents. Copies of the new catalogue will be 
furnished to dealers on request to the Interstate home offices. 


Lyon Metal Products, Inc.—Featuring the company’s lines of steel 
shelving as well as describing and illustrating the numerous other items 
manufactured by the firm, a new, sixteen page catalogue has recently 


















been issued by Lyon Metal Products, Inc., Aurora, Ill. In the case 
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THE LYON METAL CATALOGUE 


of the shelving the catalogue is so arranged that a dealer salesman can 
show a prespective customer the type and design of shelving best suited 
to his needs and instantly quote him a zone price. Copies of the cata- 
logue will be sent dealers on request to the company’s home office. 


Underwood Elliott Fisher Company.—A new and attractive broadside 
featuring the company’s five divisional sales managers as the ‘‘pacemakers”’ 
for 1940, has been issued to the sales staff by the Underwood Elliott Fisher 
Company, New York, N. Y. The five men, each of whom is pictured in a 
clever manner and starts the 1940 ball rolling with an inspiring message to 
their respective divisions, are James D. Donovan, typewriter division; 
Norman D. MacLeod, adding machine division; Walter J. Wendt, supply 
division; Clyde Jungbluth, portable typewriter division, and Alfred Jensen, 
accounting machine division. 


Current Corporation Reports 


Remington Rand, Inc. notified the New York Stock Exchange yesterday 
that the time within which stock subscription rights of Series B, C and D 
niay be exercised has been extended to January 10, 1941; January 10, 
1942, and July 10, 1942, respectively. (New York Herald-Tribune, Decem- 
ber 28, 19389) 


Royal Typewriter Company, Inc.—A dividend of 1% per cent, amounting 
to $1.75 per share, on account of the current quarterly dividend period 
ending January 31, 1940, has been declared payable January 16, 1940, on 
the outstanding preferred stock of the company to holders of preferred 
stock of record at the close of business on January 5, 1940. A dividend 


of $1.00 per share has been declared payable January 15, 1940, on the 
outstanding common stock of the company to holders of common stock 
of record at the close of business on January 5, 1940. 
tary. 


H. A. Way, secre 


(New York Herald-Tribune, December 28, 1939) 


BUSINESS OPPORTUNITIES 


Lines Wanted Abroad 


Stationery and Office Equipment Wanted for Dutch East Indies.—One 
of the leading distributors of office equipment and supplies in the Dutch 
East Indies is G. C. T. Van Dorp & Co., N. V., whose principal office 
is located at Prinsegracht 838, The Hague, Holland. The company’s cata- 
logue of more than 400 pages pocket size shows an extensive assortment 
of stationery and machines both American and German, The company 
desires to replace present lines with American products. It has New 
York shipping agents. The plan of payment is cash with order or against 
New York bank credit. Manufacturers are requested to send four copies 
of any descriptive material they may have to submit. The names of 
American connections will be supplied by Office Appliances upon request. 





Lines Wanted for Colombia.—<Alberto Patino Galvis, Apartado Numero 
06, Bogota, Colombia, 8. A., who has been acting as sales representative 
f the Hotchkiss Sales Company, Norwalk, Conn., in his country for the 
past three years, is interested in extending his activities to representa- 
tion of additional lines on a commission basis for the Colombia territory. 
Mr. Patino reports that he has established contacts with government 
offices and importers of stationery and office equipment and has agents 
raveling in the principal cities of his country. Items in which he has 
pecial interest are as follows: ribbons and carbons, pencils, pens, small 
idding and calculating machines, paper, postal scales, daters (in Spanish), 
filing supplies, writing machines, envelopes, safes, etc. Samples of small 
items and catalogues are requested. Mr. Patino sends his communication 
by air mail and requests responses by the same class of postal service. 


Lines Wanted for Near East.—The firm of E. Colakides, located at 
1 Toussoum Pacha street, Alexandria, Egypt, writes that it wants to 
represent American manufacturers in the Near East market. According 
to the letterhead, it operates in Egypt, Sudan, Cyprus, Palestine, Syria, 
Turkey and Greece. A general commission business is conducted. The 
company gives the American Chamber of Commerce, Alexandria, as refer- 
ence, and offers to furnish financial and commercial references to those 
interested. 

Steel Furniture Catalogues Sought by Australian.—A. R. Lawson, sales 
manager for a steel equipment distributor in Australia, has expressed a 
desire to receive catalogues and general trade literature from manufac- 
turers of steel office furniture and allied lines. Mailings should be 
iddressed to Mr. A. R. Lawson, 24 Celia street, Burwood E 13, Victoria, 
Australia. 

Agencies Sought for South Africa.—Premier Office Appliances, 65, Walter 
Wise’s buildings, Joubert street, Johannesburg, is interested in securing 
agencies for United States lines of office equipment and supply specialties. 
Communications should be addressed for the attention of W. H. Wohl. 


Wanted Here at Home 


New Office Supply Store in Lock Haven, Pa.—The Times Publishing 
Company, 115 Bellefonte avenue, Lock Haven, publisher of the Clinton 
County Times, plans to open an office supply store in the near future. 
Arrangements have been made for the purchase of some of the neces- 
sary stock but the company is interested in hearing from manufacturers 
of rubber bands, pencil sharpeners, sales tags and a number of small 
stationery articles. This company also may be a —— for goods 
of specialty type. We suggest that manufacturers send full particulars. 


Lines Wanted to Sell to Government Departments.—James F. ee, 
whose address is 810 International building, Washington, D. C., would 
like to add a line or two of office devices to sell direct to government 
departments. Has specialized on government business for years and 
feels that he is in a position to give top grade service. 

Lines Wanted to Sell to the Trade in Central States.—George Weygant, 
representative of Merriam Manufac- 


1621 N. Ogden avenue, Chicago, 
turing Company, wants one additional non-competitive line. His present 
line consists of cash boxes and other boxes made of metal. e has 


5,000 square feet of warehouse space from which he ships direct to dealers 
from Cincinnati to Minneapolis. He sells only to stationery and office 
equipment retailers and jobbers. 


Agency Wanted for New York City.—F. Ditzen, whose address is 205 
E. 66th street, has been selling advertising products as well as some 
stationery lines to advertising agencies, national advertisers, insurance 
companies, banks and utilities. He would like to make arrangements to 
represent manufacturers of stationery, office furniture or office machines 
on commission basis for New York metropolitan area. 


Catalogue File Being Built Up.—In order to have its catalogue refer- 
ence file up-to-date, the Reliable Stationery Company, 303 West Monroe 
street, Chicago, Ill, is interested in receiving two sets of catalogues and 
price lists from manufacturers of commercial stationery lines. Mailings 
should be marked for the attention of Mr. Meyer Lipsky. 


Commerce Department Trade Opportunities 


Pencils, lead, Winnipeg, Canada, purchase; ask for No. 5536. 
Typewriter-ribbon spools, Trim, Ireland, purchase; ask for No. 5897. 
Typewriter ribbons and carbon papers, Habana, Cuba, agency; ask for 


No. 5500. 


Typewriters and office equipment, Sao Paulo, Brazil, agency; ask for 
No. 5476. 
Addressing machines and stencil duplicators, The Hague, Netherlands, 


purchase; ask for No. 5614 
Fountain pens, Oporto, Portugal. purchase; ask for No. 5671. 
Stationery supplies, Batavia, Java, purchase; ask for No. 5647. 
Binders (metal parts for loose-leaf binders), Toronto, Canada, pur 

chase: ask for No. 5763. 

Furniture and equipment for schools, Cairo, Egypt, agency; ask for 
vo. 5800. 

Office supplies and equipment, Hudiksvall, Sweden, purchase or agency; 
ask for No. 5808. 

Typewriter ribbons, carbon paper, 
stamp pads, hectographic, rolls, stencils, 
Egvpt. agency; ask for No. 5799. 

Pencils, lead, Manila. P. I., exclusive agency; 

Stationery supplies (files, pencils, penholders, etc.), 
agency: ask for No. 5896. 

Stationers and office supplies, Hanoi, French Indo-China, purchase; ask 
for No, 5886. 

Time-recording ask for No 
5876. 

Stationery supplies, 
agency; ask for No 


pen nibs 
Alexandria 


ask for No. 5855. 
Alexandria, Egypt. 


fountain pens, 
fasteners, 


erasers, 
and 


equipment, Zurich, Switzerland, agency; 


Singapore Straits Settlements, purchase and 
Rg, 
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Copies of patents shown here can be obtained eS cry 4 
from the Commissioner of Patents, Washington, -~ . 
D. C., for ten cents each in cash, postoffice i 
money orders or certified check. Stamps and 2 184452 2.184585 a 


personal checks not accepted. 


2,184,432. Fountain Pen. Eric G. Pearson, Roselle, 
N. J. Application March 6, 1939, Serial No. 260,017. 
Granted December 26, 1939. 

2,184,528. Mechanical Pencil. Lucifer J. Most, 
Hudson County, N. J. Application March 18, 1939, 
ba ig No. 262,591. Granted December 26, 1939. 

2,184,585. Writing Instrument. John J. Devine, 
Middleton, Conn. Application September 24, 1937, 
Serial No. 165,593. Renewed November 8, 1939. 
Granted December 26, (939. 

2,184,698. Copy Holder for Cameras. Victor C. 
Heybourne, Tonawanda, N. Y., assignor to Remington 
Rand ine., Buffalo, N. Y. Application November 5, 
1937, Serial No. 172,885. Granted December 26, 1939. 

2,184,735. Typewriting Machine. William A. Dob- 
son, Wethersfield, Conn., assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware. Application October 23, 1936, Serial No. 


i 





218+ 864 








107,175. Granted December 26, 1939. af ’ 
2,184,822. Cabinet. Paul 0. Unger, Elmhurst, Iil., * ZA . Wed 
assignor to Wilson-Jones Company, Chicago, Ill., a o¥ J, a 
corporation of Massachusetts. Application April {7, ( BAY 
1936, Serial No. 74,918. Granted December 26, 1939. = <4 \Sy 
2,184,864. Mechanical Pencil. Lucifer J. Most, Se — SE] . al 
Hudson County, N. J. Application June 14, 1939, , Ji = Hee 
Serial No. 279,072. Granted December 26, 1939. . My 
2,185,137. Typewriting Machine. Louis K. Sea- = Diz 


Grave, Middletown, Conn., assignor to Remington Rand 2,185,151 
Inc., Buffalo, N. Y., a corporation of Delaware. 
Application October 15, 1{937, Serial No. {69,110. 
Granted December 26, 1939. 

2,185,151. Pad Calendar. William H. Kemp, West- 
field, N. J., assignor to Ever Ready Calendar Manu- 
facturing Co., Jersey City, N. J., a corporation of 
New Jersey. Application March 30, 1938, Serial No. 
be Granted December 26, 1939. 

2,185,188. Duplicating Machine. John J. Flanigan, 
Oak Park, ., ——— to L C Smith & Corona Type- 
writers, Ine., Syracu N. Y., a corporation of New 
York. Application April 26, 1938, Serial No. 204,302. 
Granted January 2, 1940. 

2,185,226. Controlled Differential Mechanism for 
Typewriters and Other Machines. Harwood Kenneth 
Rider, Ann Arbor, Mich. Application May 7, 1936, 
Serial No. 78,520. Granted January 2, 1940. 

2,185,260. Tabulating Machine. William W. Lasker, 
Brooklyn, N. Y., assignor to Remington Rand Ine., 
Buffalo, N. Y., a corporation of Delaware. Application 
Sart 1936, Serial No. 67,215. Granted January 


2 

2,185,404. Loose Leaf Binder. Fred H. Feldman, 
Danville, tl. Application June {, 1938, Serial No. 
211,283. Granted January 2, 1940. 

2,185,424. Paper Carriage for Accounting Machines. 
Walter A. Anderson, Bridgeport, Conn., assignor to 
gente | yr ght —— New York, N. Y., aa SDO® 
a corporation o elaware. pplication February 26, ~~ - Adee 2a FY 
— Serial No. 192,675. Granted January 2, 1940. ra : 62s. 2,186 265 


2.185,260 








. 185,432. Erasing Device. Norman H. Durst, :¥: 
Moundridge, Kans. Application January 27, 1937, 2185763 : 2 186.048 
Serial No. 122,564. Granted January 2, 1940. : gies 


2,185,742. Typewriting Machine. "Russell G. Thomp- 
son, West Hartford, Conn., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application April 1, 1937, Serial 
No. 134,324. Granted January 2, 0. 

2,185,763. Large Size Vertical Filing Means. Har- 
old L. De Lisle, Two Rivers, Wis. Application Jan- 
ooy 2, 1937, Serial No. 118,729. Granted January 2, 


2,186,027. Mechanical Pencil. David Kahn, North 
Bergen, N. J., assignor to David Kahn, Ine., North 
Bergen Township, N. J., a corporation of New Jersey. 
Application August 20, 1935, Serial No. 37,089. 
Granted January 9, 1940. 2,186 316 

2,186,048. Typewriter. J. Lee Sweeney and Harry . 
Bates, New York, N. Y., assignors to Bates Labora- 
tories, Inc., New York, N. Y. Application October 15, 
1936, Serial No. 105,790. Granted January 9, 1940. 

2,186.265. Calculating Machine. Charles W. Nor- 
ton, West Orange. N. J., assignor to Brunsviga 
Maschinenwerke Grimme Natalis & Co. A. G., Braun- 
sehwieck, Germany. Application June 29, 1935, Serial 
No. 29,007. Granted January 9, 1940. 

2,186,316. Desk. Albert Balster, Chicago, Ill. 
Application July 21, 1937, Serial No. 154,707. Granted 




















940. 

86,347. Combined Typewriting and Computing 
Machine. Walter T. Sagner, Wethersfield, Conn., 
assignor to Underwood Elliott Fisher Company, New 
York, N. Y., a corporation of Delaware. Application 
ge 19, 1938, Serial No. 185,721. Granted January 


"2,186,436. Loose-Leaf Binder Book. Saul Shaler, 2.186642 
Jackson Heights, Long Island, N. Y. Application 
yg 1939, Serial No. 267,798. Granted January 


2,186,547. Triplicate Manifolding Book. Albert R. 
Lawson, Hamilton, Ontario, Canada, assignor to Apple- 
ford Paper Products, Ltd., Hamilton, Ontario, Canada. 
Application May 17, 1937, Serial No. 143,048. Granted 


sod en. ts ios 
186.642. Typewritina-Calculating Machine or the : 


Like with Total-Taking Mechanism. Hugo Ernst Kam- 
mel, Zella-Mehlis, Germany. assianor to Mercedes 
Ruromaschinen-Werke Aktiengesellschaft, Zella-Mehtis, 2187894 
Thuringia, Germany. Apolication December {0, 1935, : : 
Serial No. 53,895 In Germany December {!, 1934 
Granted January 9, 1940. 2187925 

2,186,870. Mechanical Pencil. David Kahn, North 2.188151 
Bergen, N. J., assignor to David Kahn, Inc., North 
Bergen, N. J., a corporation of New Jersey. Applica- 
tion September 24, 1938, Serial No. 231,584. Granted 
January 9, 1940. 

2.186.939. Inkina Device for a Rotary Duplicator. 

ancisco, alif., assignor to 

4 cog Ms gy Sig ggg: apolis, Minn. Application June 7, 1937, Serial No York. Application January 6, 1938, Serial No. 183,635. 
a eorvoration of California. Oriainal application Octo- 146,846. Renewed May 24, 1939. Granted January 16, Granted January 23, 1940. 
ber 22. 1934, Serial No. 749.328. Divided and this 1940. 2,188,151. Pen and Pencil Clip. Clinten E. Mar- 
application August 14, 1937, Serial No. 159,149 2,187,894. Eraser Holder. James Webb Saffold shall, Bronx, N. Y. Application November 2!, 1938, 
Grarted January 16, 1940. Cleveland, Ohio. Application December 27, 1937, Serial Serial No. 241,511. Granted January 23, 1940. 

2,187,160. Fountain Pen. Laura Kohler and Arthur No. 181,858. Granted January 23, 1940. 2,188,252. Justifying and Variable Spacing Typing 
Kohler, Chicago, Ill. Application September 10, 1938, 2,187,925. Manifold Form Set. Howard F. Wol Machine. Samuel R. Nicks, Houston, Tox. Applica- 
Serial No. 229,363. Granted January 16, 1940 fanger, Rochester, N. Y., assignor to The Todd Com- tion August 26, 1937, Serial No. 161,095. Granted 

2,187,528. Fountain Pen, Russell T. Wing, Minne- pany, Ine., Rochester, N. Y., a corporation of New January 23, 1940. 














2,188,252 

















Never in the history of our country was it 
so consequential to turn for inspiration 
to the great national leaders of the past, 
outstanding among them, Washington 
and Lincoln: A galaxy of illustrious 
statesmen contending in their times for 
their respective ideas for promoting na- 
tional welfare but of one mind in per- 


petuating our form of government under 
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which the common man is afforded his 
greatest opportunity; and in preserving 
inviolate the institutions which bul- 
wark the freedom which man struggled 
through ages to attain. May reflection 
upon their careers engender determi- 
nation to defeat the subversive forces, 
marshalled under banners of benevo- 


lence, which threaten the Republic. 
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KEYS TO SALES IMPROVEMENT 
Management Fuilliie fo Constilis in Aiding Secliaiinin 


MPROVEMENT of the _ sales- 

man’s productivity is related to 
three principal factors — time, 
tools, and territory. To obtain in- 
creased business, management 
must be concerned with the sales- 
man’s effective use of his time, 
his selling tools, and cultivation of 
his territory. 

In approaching the problem of 
improving the seasoned salesman, 
management will logically first 
search for the weaknesses. This 
may reveal the waste of time— 
misuse of selling tools—or an im- 
proper coverage of territory. 

While his inadequate perform- 
ance may be unintentional—he 
might even be a producer—this 
should not excuse either manage- 
ment or the salesman from taking 
specific corrective measures. 

Those responsible for sales man- 
agement must aid the salesman 
in determining his capacity and 
his limitations, by training him to 
use his time, tools, and territory 
to the best advantage. Even a 
mediocre salesman who recognizes 
his limitations and fixes his at- 
tention on these three points is 
bound to improve. Thus increas- 
ing his worth to his company and 
enhancing his own income. 

Time has been glorified in 
poetry and axioms by the sages as 


By ATWELL JACKSON 


Sales Consultant 
Chicago, Ill. 


¥ 


a@ most valued possession; but 
time is worthless unless properly 
used toward the attainment of an 
objective. Time has but two price 
tags in the business of selling: (1) 
It has a value when an employe 
can save the time of a higher 
priced executive and then claim a 
part of this saving as a salary; 
and (2) it has a productive value 
that is worth only as much as the 
salesman can produce in sales. 


Salesman’s Use of Time 
Management’s Concern 


Salesmen cannot truthfully say, 
“My time is my own.” It is not. 
Management has an interest in 
the amount of time which a sales- 
man spends on the job. For 
equally important to what a sales- 
man does produce is what he does 
not but could produce, if he prop- 
erly employed his time. 

The true conception of the prof- 
itable use of time, so far as sell- 
ing is concerned, centers upon the 
amount of actual time spent at 


the point-of-sale. The salesman 
should organize his time—and 
management should co-operate— 
so that every possible minute will 
be employed at the point-of-sale 
in attempting to convert prospects 
into purchasers. 


What One Salesman Achieved 


George Getz is a seasoned sales- 
man for an office equipment re~ 
tailer. What he accomplished is 
a good illustration of manage- 
ment’s aid in helping a salesman 
to employ his time more profit- 
ably. He had been a producer and 
his employer made money on him. 
Yet he had narrowed his efforts to 
selling but a few of his company’s 
leading and most popular lines. 
The items which appeared most 
often on George’s orders were those 
from the sales departments of his 
customers. He obtained practically 
no business from the other de- 
partments of these companies. 

His employer persuaded him to 
give some of his time to present- 
ing their other profitable lines. So 
he started calling on the other de- 
partments of his present custom- 
ers. The result was a remarkable 
increase in his sales volume, 

In better utilizing his time, this 
salesman made more effective use 
of his selling tools. He took ad- 
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vantage of his personal contacts 
among his customers and the 
lower selling resistance where his 
company was already a source of 
supply. But he did more than 
that. Simple though it was, he 
developed the habit of leaving a 
price list with every customer of 
the lines on which he had previ- 
ously been specializing. Consider- 
able business came to him. 
Through the simple selling tool of 
a weekly price and stock list (usu- 
ally specials), he added new 
friends and new volume. 

Then he went further, by equip- 
ping himself with additional 
knowledge of the application of 
equipment and supplies which 
were likely to be used by the de- 
partments he had not been calling 
upon. Thus, he was able to answer 
inquiries and expand his services, 
which resulted in orders. 

In his case—and it will prove 
true for most salesmen—the use 
of selling tools more skillfully ap- 
plied reduced the amount of time 
required for the individual call. 

Men who sell should recognize 
that the tools of their trade repre- 
sent anything and _ everything 
which will help them make a 
more favorable impression at the 
point-of-sale. 


Information is one of the most 
important selling tools. Give sales- 
men information. Give them in- 
formation on merchandise and 
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what it is—what it does—and 
what it reasonably can be ex- 
pected to do for the prospect. 
This information is at times of a 
general nature, at times specific. 
But give the salesman the type of 
information which BOTH THE 
SALESMAN AND MANAGEMENT 
KNOW THE PROSPECT WANTS 
AND CAN USE. 

Give salesmen the opportunity 
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to read about how various appli- 
ances and systems are used in an 
office. BETTER STILL—SHOW 
THEM. By reading about these 
things—by actually seeing them 
in use—salesmen will then experi- 
ence a sharpening of the tools 
they already possess. A pointing 
up that will enable them to use 
the keen cutting edge of superior 
tactics, rather than the blunt edge 
of guesswork. 

There are several factors in- 
volved in proper coverage of the 
territory. Frequency of calls upon 
present customers should be de- 
termined. Quotas of new names 
to be called upon daily should be 
established. Management and the 
salesman will do well to estimate 
the time required to make these 
calls upon customers and pros- 
pects. Very careful consideration 
should also be given to the geo- 
graphical and business population 
characteristics of the territory. 

Management, however, should 
check the territory coverage regu- 
larly, and include in this check up 
a study of the salesmen’s effective 
use of time and selling tools. 

In subsequent articles in the 
near future, the subjects of time, 
tools, and territory will be dis- 
cussed further individually. 





MECHANICS BUILDING, BOSTON, SITE OF COMING BUSINESS SHOW, MARCH 25-29.— 
One of the oldest and most noted structures in Boston, Mass., the Mechanics building, is 
equipped with five large halls in one of which the New England National Business Show will 
open on March 25. A large number of manufacturers of office machines, equipment and 
supplies have leased space for their individual exhibits and are already completing plans to 
make one of the best showings of the latest and best in office equipment in the history of 
Boston. The theme of the show, created by Frank E. Tupper, president, The National Business 
Show Company, will be “Equipment Today for the Office of Tomorrow” and the manufacturers 
who will exhibit their products are designing and building displays to fully live up to the 
slogan. For this reason Bostonians and those who visit the famed city will see, first-hand, 
concrete evidence of how manufacturers, through skillful designing. elimination of weight, 
the stressing of streamlining and a study of the ever-increasing tempo of modern business, 
have gone to extreme lengths to keep a step ahead of the demands of the twentieth century 


business organization. 
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MAY MAKE STATIONER A CRIMINAL 
» * (Allin of the Dangers in Cotedis Skis Activities 


LERT stationers insist that 

any merchandising plan 
meet at least two requirements. 
It must stimulate profitable sales, 
and it must be honest. Yet there 
are certain kinds of selling plans 
that unquestionably increase sales 
and profits and are fair and 
square but which nevertheless 
may involve the stationer who op- 
erates them in serious trouble 
with the law. 

Coupon “chance” plans are a 
prominent example of dangerous 
selling methods. The usual course 
of a coupon plan is to give each 
customer a numbered coupon with 
every purchase. The customer 
writes his name and address on a 
stub which bears the same num- 
ber as the coupon, and drops the 
stub in a jar or box provided by 
the stationer for the purpose. On 
a given date the “lucky stub” is 
drawn out of the box, and a prize 
is awarded to the customer whose 
name appears on the stub. Some- 
times several stubs are drawn, and 
a separate prize is awarded to 
each customer whose stub is thus 
drawn. 

Assuming that the drawing is 
honest, this form of coupon plan 
would appear to meet the require- 
ment of being fair and square. 
Yet in most states a stationer who 
operates such a plan, no matter 
how honestly, might well find 
himself prosecuted as a criminal. 
The coupon plan involving a prize 
or prizes and a “drawing” for the 
prizes is an illegal lottery in the 
majority of the states. 


The courts themselves have of- 
ten puzzled over what constitutes 
a lottery and what does not, so 
that it is not to be wondered at 
if a stationer finds himself the 
innocent operator of a lottery un- 
der the guise of what appears to 
be an entirely legitimate selling 
plan. A lottery, by the accepted 
legal definition, consists of three 
elements. There must be a prize 
which may be money, merchan- 
dise or anything else of value. 
There must be an award of the 
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prize by luck or chance. The fa- 
miliar “drawing” of names or 
stubs is an example. Finally, the 
persons participating in the draw- 
ing or other method of award 
must have given a “considera- 
tion” in order to be included 
among those eligible to win the 
prize. 


What Is a “Consideration”? 


This element of “consideration” 
has been a troublesome one in 
many cases. In substance, a “con- 
sideration” in the eyes of the law 
is something that a person gives 
up for something else given to 
him or promised to him. The pay- 
ment of money is the usual form 
of “consideration.” 

It has been argued that where 
a customer is given a free coupon 
when he buys merchandise at the 
ordinary price, he gives no “con- 
sideration” for the coupon, and 
therefore if the coupon figures in 
a prize drawing, the transaction 
is not a lottery because there was 
no “consideration” for the coupon. 
Many courts have declared that 
this argument is a mere subter- 
fuge because, although the cus- 
tomer pays nothing additional for 
the coupon, he nevertheless had 
to buy the merchandise to get the 
coupon. These courts say that the 
money which the customer pays 
for the merchandise is a sufficient 
“consideration” to make the deal 
a lottery even though he gets a 
“free” coupon with the merchan- 
dise. Thus, if a person cannot 
obtain the so-called “free” coupon 
or in any other way participate 
in the prize awards without mak- 
ing a purchase of some sort, he is 
considered by the law to be in the 
position of having to give a “con- 
sideration” in order to have a 
chance at the prize. 

In order to make the thing a 


lottery all three elements, the 
prize, the consideration, and the 
award by chance must be present. 
In other words, if one of these 
elements is missing, the merchan- 
dising plan is not a lottery. With 
this in mind, selling plans have 
been devised with a view to elimi- 
nating the element of luck or 
chance in the awarding of the 
prize. 

This is done by giving the cus- 
tomer some sort of puzzle to solve 
or a list of questions to answer. 
The theory is that the best solu- 
tion to the puzzles or the best 
answers to the questions will win 
the prize and that, therefore, the 
prize is not awarded by luck or 
chance, but on the basis of skill. 
Such a plan is entirely legal, pro- 
vided there is a genuine test of 
skill involved in the puzzle or 
questions and also provided that 
the prize is really awarded to the 
person turning in the best solution 
or the best answers. 


“Phoney” Tests of Skill 


The trouble with such plans is 
that very often the puzzles or 
questions are rather easily an- 
swered and constitute no genuine 
test of skill on the part of the 
participants. It’s obvious that un- 
der such a plan the prize really 
is awarded by chance in spite of 
the puzzles or questions and that 
the arrangement is not essentially 
different from an award of a prize 
by the familiar “drawing.” These 
“phoney” tests of skill do not save 
the plan from being a lottery. 

The courts frequently use the 
word “unpredictable” in describing 
lottery plans. By this they mean 
that the customer, when he makes 
a purchase and gets a coupon or 
ticket to participate in the prize 
award, has no definite way of 
knowing whether he is going to 
win a valuable prize or get noth- 
ing, because the whole thing de- 
pends upon the “drawing” or other 
selection of the prize winner by 
chance. Some selling plans con- 

(Turn to page 21, please) 





MACHINES ON TODAY'S 
MARKET.—Left to right: 
American, Bates, Roberts. 
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MARKETING NUMBERING MACHINES 
Cogent Suggestions for Sncreasing Wusiness 


UMBERING machines have 

been regular parts of com- 
mercial stationers’ stock for a 
long time. Yet, during that period, 
very little has been done in the 
way of promotional campaigns by 
dealers. These office aids have 
been treated as accommodation 
items despite inherent character- 
istics that make them ideal spe- 
cialties. Frequently, they have 
been bought by the customer 
rather than sold by the retailer 
because the retailer does not know 
his customers’ needs and conse- 
quently has never found out what 
manufacturers are doing to meet 
user requirements. 

In a recent communication, B. 
Ellis Conrad, vice-president of the 
American Numbering Machine 
Company, refers to the following 
statement, which appeared in a 
trade paper some years ago, say- 
ing that the assertions made and 
the suggestions offered are just as 
applicable today: 

“Although numbering machines 
are used in practically every line 
of business and for any number 
of purposes, the use of them is not 
evenly distributed. One bank may 
use from twelve to 100 machines, 
while another bank doing the 
same sort of work will use none. 


One business office may have 
numbering machines for a great 
variety of purposes, while another 
office of the same size and char- 
acter may have very few ma- 
chines. If the office manager or 
the office purchasing agent is 
alive to his job he will probably 
always be on the watch for new 
ways of using various office ma- 
chines, numbering machines in- 
cluded, but if he is not as efficient 
as he might be, then the machines 
are not utilized to the fullest ex- 
tent. It is up to the stationery 
and business equipment dealer to 
do a better selling job rather than 
depend on his customers to do it 
for him. 

“For a large number of users 
the familiar three-movement of- 
fice numbering machine—consec- 
utive, duplicate, and repeat—per- 
forms with full satisfaction, but 
it can always be supplemented by 
machines having triplicate and 
quadruplicate movements in addi- 
tion, or combinations of these 
movements may be obtained. But 
the manufacturers provide still 
other features which widen the 
use of the machines. There has 
been, for instance, a great ad- 
vance in engraving special wheels 
carrying extra small figures, let- 


ters to serve as prefix or affix to 
numbers, combined numbering 
and dating, wheels engraved ver- 
tically to be more easily readable, 
and other special types of special 
wheels utilizing as many as fifteen 
wheels.” 

In his letter, Mr. Conrad says, 
“The market for special hand 
numbering machines has in- 
creased tremendously in the last 
few years. Yet very few station- 
ers seem to realize the sales po- 
tential now available to them.” 


Data About Special Machines 
Unknown 


It is indicated that many deal- 
ers do not know about machines 
for numbering through carbons 
(in interleaved carbon copy forms 
as Many as ten carbon copies are 
numbered with one impression) ; 
numbering machines for hecto- 
graph use, with inked ribbons in- 
stead of pads; numbering ma- 
chines on special platforms or 
bases and with special gauges, 
and machines for price-marking 
and piece-numbering. Nor are 
some aware that special inks for 
special purposes in many colors 
are available in addition to the 
standard inks. For example, there 
are inks for copying and hecto- 
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graph work. Also, there are inks 
that dry almost instantaneously, 
to fit such a requirement. De- 
tailed, helpful information is 
available from the manufacturers. 
To alert dealers, the potential 
market can become a realized 
market. 


Expanding Market Ready for 
Approach 


Responding to an inquiry con- 
cerning the opportunity for dealer 
sales of numbering machines, S. 
M. Babson, sales manager of The 
Bates Manufacturing Company, 
made the following comments and 
suggestions: 

“Among present users, new uses 
are being found every working 
day; and non-users too, are daily 
‘discovering’ this time and money 
saving little aid in the building of 
a more efficient office routine. 


“How can the dealer profit from 
this? The first need, I believe, is 
for the dealer to have at his dis- 
posal a line of numbering ma- 
chines that will fill every require- 
ment. The second need is, of 
course, that the dealer and his 
salesmen know the line; not only 
the machines themselves, the dif- 
ferent models and the possible 
variations and adaptations of 
each, but the peculiar uses of each 
one, the reasons why this or that 
machine is best fitted for this or 
that work. 


Rich Sales Field Awaits 
Cultivation 


“A most fertile field exists 
among offices today. As a sales- 
man makes calls where number- 
ing machines are used, he should 
never fail to ask clerks how the 
machines are working. Three 
things will develop from this ac- 
tivity. First, many machines will 
be found which are not giving en- 
tirely satisfactory service. The 
wrong kind of ink may be used; 
here’s the chance for a cleaning 
job and the sale of some good ink 
and new ink-pads. Point out that 
the real value of the machine lies 
in the work it does; and that good 
work and economical service can 
be obtained only by the use of the 
right kind of ink and proper ink- 
pads. Second, perhaps machines 
will be found in use when they 
have become obsolete and cannot 
be repaired economically or satis- 
factorily. These should be traded- 
in on new machines. Third, some 
machines may not be adapted to 
the work being done. Very often 
new uses will be disclosed by such 
inquiries. Sometimes, too, it will 


be found that work is being done 
with two stamps in separate oper- 
ations (a numbering machine and 
a dater, or a numbering machine 
and a rubber stamp). Here is an 
opportunity to sell a machine 
which will combine the two oper- 
ations in one—a combined num- 
bering and dating machine, or a 
numbering machine with die- 
plate. In almost every instance, it 
will be found that the felt pad in 
the machine is worn out. There 
are almost unlimited opportuni- 
ties for the sale of pads. 

“An intimate and _ detailed 
knowledge makes possible the of- 
fering of intelligent suggestions to 
customers who have not yet come 
to a realization of the real value 
of a numbering machine. 

“This is giving service, the real 
function of a salesman. If, in 
daily contacts with customers, a 
salesman is seeking orders only 
and, having gotten an order, does 
not know what the articles called 
for are intended to do and 
whether or not they are best 
suited for the work to be done, 
that salesman is failing in his 
mission. My advice to salesmen 
is—know your goods; find out 
your customers’ needs; help him 
to buy the things that will give 
him greatest value in service. In 
this way, and only in this way, 
can you build up good will which 
neither time nor price can ever 
change.” 


Specialty Technique Sells 
Numbering Machines 


Another strong advocate for 
specialized selling of numbering 


21 «= S VML7162A 
2 10-123-456 
03 54321 % 
CREDIT 543218 
205 34.56 BRANCH 1235 
206 654 1234 

207 L2ZILS 


208 


Ww 


> 


20 


FIVE SIX SEVENEIGHT 


0 = MBB 
10 JAN 25 1945 12345 


FAC-SIMILE IMPRESSIONS OF TYPES 
AND CHARACTERS AVAILABLE ON 
MODERN NUMBERING MACHINES.— 
The wide variety of styles and combi- 
nations extends the field of sales for 
numberers. (Plate courtesy American 
Numbering Machine Company.) 
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machines is Oscar G. Heyen, sales 
manager of The Roberts Number- 
ing Machine Company. His pointed 
and stimulating comments are 
presented in the following para- 
graphs: 


“The selling possibilities of 
numbering machines are vast. Up 
to this time these products have 
sold because a market demanded 
them. A little effort in actual sell- 
ing will bring added results. 


“Modern business procedure, 
with its speed and accuracy, re- 
quires methods for quick and ac- 
curate tabulation of the many pa- 
pers going through the office. We 
live in an era of system, a period 
of super-efficiency. Records have 
to go to many departments. Num- 
bering machines can do the job. 
They help to plan and produce on 
a scale to meet new conditions. 
One of the many new conditions 
requiring numbering is the method 
our government is compelled to 
follow as the most flexible one of 
keeping our Social Security and 
other records in proper order. Nu- 
merical systematizing, numerical 
recording, numerical follow-up, 
numerical identification. All these 
are vitally essential to modern 
business, and should be kept in 
mind when approaching prospects 
for the sales of numbering ma- 
chines. 

“The use of numbering ma- 
chines increases speed, efficiency 
and profits. Such use saves time, 
labor and money. Such savings, 
through numbering, are often 
termed as the lubricants which 
make business machines run 
smoothly. 


Salesman Must Have Full 
Understanding of Uses 


“Numbering machines sales ad- 
vance can be maintained only 
when numbering possibilities are 
understood. It is essential for the 
salesman to present his subject 
particularly from the profit to 
user angle. Any saving of time in 
our hurried business world as- 
sures a definite saving in money. 


“The salesman should present 
as Many owner benefits as he can 
when contacting his prospect. He 
should be able to show the ma- 
chine and demonstrate its oper- 
ation. He should know the size, 
style of figure, and number of 
wheels required. In fact, he should 
have a fac-simile of the cus- 
tomer’s requirements, except on 
standard numbers. 

“Numbering machine sales are 
profitable sales!” 
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16 POINTS TO BETTER DISPLAY 
P. ertinent Suggestions Wath for Manufacturers and ~ ers 


ETTER cooperation between 
the manufacturer and dealer 
would result in more profitable 
use of displays. For example, here 
are sixteen specific suggestions 
(eight for the manufacturer, eight 
for the dealer) which we believe 
would help. Let’s take the manu- 
facturer first. 

1. Get the Dealer More in the 
Picture. Give him more consider- 
ation when making a display. Will 
it fit his windows? Will it be 
practical and profitable for him to 
use? Will it be seasonable, time- 
ly? Dealers consider seasonable- 
ness one of the most important 
reasons for using a display. Will 
it be simple to set up? The aver- 
age dealer has many things to do. 
He’s a busy man. He hasn't time 
to fool around with intricate dis- 
plays. Will it sell merchandise 
that the dealer stocks, so he can 
cash in on ready sales? Will it be 
a “stopper” in the dealer’s win- 
dow? Many a display that has 
won loud acclaim in the manufac- 
turer’s office has proved a “crop- 
per” when it landed in real com- 
petition in the dealer’s window. 
For remember, the dealer has to 
compete with. high class depart- 
ment stores and other good stores 
that employ window display ex- 
perts who know their stuff. They 
know how to dramatize their dis- 
plays and get attention. Mr. Man- 
ufacturer, your display will have 
to compete against them. Better 
make it so original and dramatic 
that it will shout, “STOP, LOOK 
and LOOSEN!” 

2. Make the Display Specific. 
Generalities help your competitor. 
The dealer needs a specific sales 
message that will sell the mer- 
chandise he stocks—your mer- 
chandise. Thus, your display 
should get over quickly a specific 
feature of your product that will 
dramatically show how your prod- 
uct will save Mr. Consumer’s time 
or money. This consumer guy is 
usually in a hurry. The dealer’s 
window display must get your 
story over in the few seconds Mr. 
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or Mrs. Consumer is passing. Try 
to make the display feature an 
actual sample of your merchan- 
dise. If you can make the sample 
demonstrate its specific features, 
so much the better (see Illustra- 
tion A). If the mechanics of the 
merchandise cannot be displayed, 
play up the specific use of the 
merchandise (see Illustration B). 


3. Plan Better Display Distribu- 
tion. Displays should be sent only 
on request. Sending displays to 
all dealers, without request, is a 
big waste. Many dealers may not 
have the stock or may have some 
reason for not using a display they 
did not request. It has been proved 
that it pays to cut out the dead- 
wood by eliminating dealers that 
cannot do an adequate display 
job, and concentrating on efficient 
dealers with ample stocks and 
good display facilities. Thus, by 
concentrating on a selected list 
of dealers, a manufacturer cuts 
out waste distribution and at the 
same time makes a smaller num- 
ber of displays pay bigger divi- 
dends. Give dealers a chance to 
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request displays, by sending them 
a circular or broadside of display, 
or have salesmen request display 
for his dealers. 

4. Get Salesmen to Help More. 
The manufacturer’s salesmen can 
help a great deal in getting bet- 
ter use of displays. They are in 
the field and should give their 
dealers first hand information and 
all the display help possible. See 
that dealers have an ample stock 
of merchandise to be displayed. 
Keep home office informed as to 
a dealer’s qualifications and limi- 
tations. They can help to cut 
down deadwood and build up wor- 
thy dealers so that manufactur- 
ers’ distribution of displays will 
be more effective. They can con- 
tribute specific display ideas 
picked up from dealers. They can 
help the dealer put on special dis- 
play demonstrations of merchan- 
dise from time to time for special 
large users. 

5. Put Displays on a Schedule. 
To display manufacturer’s mer- 
chandise more effectively it would 
help a great deal if manufactur- 
ers would furnish the dealer with 
a definite suggestive plan and 
schedule of several displays a 
year. Each display planned for 
the most seasonable or timely 
part of the year. For example, 
giving the dealer a_ definitely 
planned schedule of displays af- 
fords him an opportunity to plan 
his displays on a schedule basis, 
thus concentrating his efforts on 
specific merchandise at the most 
profitable time of the season. It 
would also give the dealer ample 
time to get the specific merchan- 
dise in stock for ready sales. 

6. Keep Dealers Informed. Spe- 
cific illustrated suggestions for 
using each display to the best ad- 
vantage should be sent to dealers 
with specific suggestions of the 
most profitable merchandise to 
use with each display. Get dealers 
to supply name of person respon- 
sible for their displays. Keep him 
posted on all new ideas on using 
displays or any valuable display 
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information such as timely sug- 
gestions for seasonable displays. 
Send advance notice of manufac- 
turer’s national advertising with 
specific suggestions for the dealer 
to tie up with it. Even reprints 
of advertisements would help. En- 
courage dealers to send in sugges- 
tions for display of your product. 

7. Keep a Record of Displays. 
By keeping a record of dealer dis- 
plays,—where they were sent, how 
many were used by each dealer,— 
an intelligent follow-up may be 
made on dealers who might be 
lagging in the use of displays. It 
also may be used as a check up 
for manufacturer’s salesmen’s use. 
It also can help to check up the 
efficiency of displays—and deal- 
ers. For example, if the dealer 
who used many displays showed 
a substantial increase in sales, 
while others who did not use dis- 
plays went down,—you could point 


this out and use it as argument 
for better use of displays. 





ILLUSTRATION A—This display not 
only shows merchandise, but gives a 
demonstration of the feature of that 
merchandise. A sample “Metal- 
Holed”’ punched sheet comes attached 
to the hand. The dealer simply at- 
taches a ring book to sheet, which 
makes a complete demonstration of 
the actual strength of ““Metal-Holed” 
sheets. 


8. Make Special Demonstration 
Display. Arrange with dealers to 
put on a special demonstration 
display at least once a year to ac- 
quaint large users with the spe- 
cial advantages of manufacturer’s 
merchandise. For example, a 
dealer in hardware might invite 
contractors and other users into 
the store to see what’s new. Or 
an electrical supply dealer might 
invite electricians. The manufac- 
turer’s representative should ar- 


range to be present to demon- 
strate and display merchandise, 
or if that is not possible, the 
dealer should be supplied com- 
plete plans for carrying out the 
demonstration. 
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them that have proved unusually 
successful should be saved and 
given a chance to repeat. An old 
packing case makes a handy file 
for keeping repeaters. Simply 


partition it into sections and file 


ILLUSTRATION B—The center piece gets over main theme of selling ‘Money 
Minutes” while the six small cards afford a chance to display specific merchandise 
to save selling time, executive time, etc. 


It is only fair that the dealer 
too should make some planned 
effort to codperate in helping to 
make window displays more prof- 
itable. And here are some ways 
that would help: 

1. Make Windows Pay. Put 
them on the payroll. Think of 
them as well paid salesmen cost- 
ing you good salaries. Make them 
bring in results accordingly. Make 
them work on a new display every 
week if possible. Thus each win- 
dow would have fifty-two chances 
a year to make good. 

2. Plan Their Work. Set up a 
schedule for displaying specific 
merchandise at the most season- 
able time of year. Make someone 
responsible for the schedule and 
follow it doggedly. 

3. Improve Appearance. Make 
physical appearance of windows 
modern and attractive. Make 
them identify the store and serv- 
ice. Have good lighting. People 
get the habit of stopping to look 
at an inviting window. An at- 
tractive appearance helps to make 
displays present a better front. 

4. Make Displays Novel. Put in 
displays with a real “selling idea” 
behind them. Make them differ- 
ent and attention-getting. Ask 
manufacturers for novel ideas, 
cut-away samples of products, etc. 

5. Repeat Successful Displays. 
Most manufacturers’ displays are 
used once and discarded. Some of 


displays according to classification 
of merchandise. Then they are 
always ready to perform any time 
they are wanted. 

6. Tie-Up Store With Window. 
Back up window displays with a 
good counter display of same mer- 
chandise. It also pays to put on 
special store demonstration of the 
merchandise displayed. Get man- 
ufacturer’s representative to .co- 
operate occasionally in putting on 
a special display demonstration 
for a select group of large users. 

7. Use Manufacturer’s Service. 
Make full use of manufacturer’s 
display service. Check up and 
make sure your various sources of 
supply are giving you adequate 
display material and _= service. 
Make sure you are using it to the 
best advantage. Write for ideas. 
Give manufacturer any good ideas 
you come across. 

8. Keep a Record of Results. 
It’s a little work to keep a record 
of displays, but it pays. A record 
helps to determine the profitable- 
ness of displays. It also helps to 
eliminate unprofitable displays 
and push winners. In other words, 
a good record will help in supply- 
ing information that will be valu- 
able in wise planning of future 
displays. For example, it will help 
to allot window displays to mer- 
chandise according to its profit- 
ableness, turnover and seasonable- 
ness. 
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DRAMATIC reminder that the 

usefulness of men over forty 
is not only unimpaired but im- 
proved, was staged recently by the 
St. Louis (Mo.) Chamber of Com- 
merce when that organization 
gave a dinner in honor of mem- 
bers’ employes who have been in 
active service over forty years. 

Chambers of Commerce of other 
cities would do well to follow the 
example for its far-reaching ef- 
fects upon the employment of men 
and women past the forty mark. 
It will stimulate the “Forty Plus” 
movement, reported in previous 
issues of OFFICE APPLIANCES, which 
has been gaining supporters in 
practically every part of the coun- 
try within recent months. 

The banquet opened with 1267 
men present whose length of serv- 
ice with their individual compa- 
nies ran from forty to sixty-seven 
years. Among those whose length 
of service was tabbed at forty-nine 
years was George E. Dyson, St. 
Louis branch manager for Mittag 
& Volger, Inc. But the guest of 
special distinction was a “Forty 
Plusser” who has been connected 
with the Lammert Furniture Com- 
pany for sixty-seven years and is 
still working every day at the age 
of ninety-five. He was presented 
with a watch amid the applause of 
the other young old-timers pres- 
ent. 

Tribute Is Lesson 


The event impressively disclosed 
to companies which favor younger 
employes that a great number of 
St. Louis firms employ men far 
past forty and that ability, en- 
thusiasm and skill increase, rather 
than diminish with the years. St. 
Louis firms were represented by 
large delegations with no less than 
forty years of active service. 

Since the “Forty Plus” move- 
ment began many employers in 
every division of industry have 
gradually increased their appre- 
ciation of the value of the man 
over forty, even to the use of older 
employes as an advertising argu- 
ment. In this connection a nation- 
ally-known mattress manufac- 
turer used a page in a Chicago 
newspaper to acquaint the cus- 
tomer with the fact that the guar- 
anteed quality of its products is 
due to the long experience of its 
employes. 

Another example of the undi- 
minished ability of the man over 
forty was shown some time ago 
when a Los Angeles newspaper, 
conducting a campaign for a Se- 
ries of news articles on the “Forty 


“Forty Plus” 
Men Honored by 
St Louis Com- 

merce Chamber 
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Plus” subject, discovered that the 
engineer of a crack train of a 
Pacific Coast railroad had reached 
his allotted three-score-and-ten 
and was “still going strong.” 

One of the earliest sponsors of 
the movement to employ and keep 
in employment men in the “Forty 
Plus” category was Henry Simler, 
president of the American Writing 
Machine Company, New York City, 
whose activities for the movement 
have been reported in OFFICE 
APPLIANCES. 

Mr. Simler had become leader 
of a group of New York business- 
men in a fight against what he 
termed “Fortyphobia—that falla- 
cious concept that men past forty 
can’t successfully stand up against 
younger men in commercial life,” 
and to conduct an investigation 
on the merits and demerits of 
such a claim. In the April, 1938, 
issue of OFFICE APPLIANCES, MY. 
Simler told of his findings and re- 
vealed the following illuminating 
facts gleaned from evidence sub- 
mitted by nineteen manufacturers 
of office equipment: 

“The average age of these com- 
panies’ top salesmen was 44.5 
years with some ‘star’ salesmen 
in their seventies. Employers are 
three to one in favor of men over 
forty when it comes to production, 
willingness to tackle unpleasant 
assignments, loyalty, and ability 
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to take criticism. Ninety-four per 
cent of the employers believe that 
the older man is ‘more likely to 
be conscientious about phases of 
his work which are hard to check 
up’.” 

Explaining that the “Forty Plus” 
movement was not designed to 
“push” youth to the wall, Mr. Sim- 
ler said: 

“This isn’t a struggle between 
youth and middle age. Business 
needs both the freshness of youth 
and the experience of forty plus. 
A store or factory personnel too 
heavy in either group is out of 
balance.” 

Dyson’s Forty-Nine Years 

George E. Dyson, St. Louis man- 
ager for Mittag & Volger, Inc., 
conspicuously “among those pres- 
ent” at the Chamber of Commerce 
dinner by virtue of his nearly fifty 
years in the ribbon and carbon 
field, began his career in 1891— 
back in the days when “ribbons 
came folded in oblong paper 
boxes,” and carbon papers, 
“smutty to handle,” were made in 
“all colors of the rainbow” for a 
reason which will be explained 
later. Mr. Dyson recalls with sat- 
isfaction Mittag & Volger being 
first to pack ribbons in round tin 
boxes which were marketed under 
the registered trade mark “Round 
Box.” 

In 1891 the typewriter ribbon 
and carbon paper industry had 
barely thrown off its swaddling 
clothes and taken its first tenta- 
tive step or two. But Mr. Dyson 
is justly proud of the fact that he 
is still doing business with com- 
panies to which he sold when he 
began the representation of 
M. & V., “way back when.” And 
closeted in the cataloguing files 
of his mind are many interesting 
memories, as for instance when 
the carbon papers were made in 
many colors so that each depart- 
ment of a business, credit, ship- 
ping, sales, etc., retrieved its cor- 
respondence when wanted accord- 
ing to the carbon color assigned 
to it. 

Another important period Mr. 
Dyson remembers is another part 
of the nineties when a number of 
the well-known adding machines 
of today were developed in St. 
Louis and Mittag & Volger spent 
many long months experimenting 
with the manufacturers in creat- 
ing the proper types of ribbons 
and carbons for the machines. 
These included the product of the 
Arithmometer Compan y—now 
Burroughs—the Standards, one a 
small machine and the other an 
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81-key model; the Dalton, the 
Moon-Hopkins and the Universal. 
“With some of which manufactur- 
ers,” says Mr. Dyson, “I am happy 
to say we are still doing business.” 
Another favorite recollection of 
his long time with M. & V., Mr. 
Dyson tells in his own words: 
“During the World’s Fair in St. 
Louis in 1904 we had the pleasure 
of doing a great deal of business 
with the Fair. We had an exhibit 
and received the gold medal for 
our products. And a certain ma- 
chine manufacturer, who had an 
exhibit next to ours in the Liberal 
Arts building, used our Silk Spun 
carbon paper in demonstrating 
the manifolding properties of 
their machine to win the award 
for producing the largest number 
of copies at one writing.” And he 
adds that the machine in question 


is one of the principal typewriters 
of today. 

Mr. Dyson has not only been a 
subscriber to OFFICE APPLIANCES 
throughout its career but in its 
early days was its St. Louis corre- 
spondent, and then as now its 
friendly critic. 

Although dean of branch man- 
agers of the industry with forty- 
nine years’ service, which affords 
him many pleasant recollections, 
Mr. Dyson is not living in the past. 
He is a philosophical forwardist, 
pushing on with undiminished in- 


terest in his work. 
—_————_——. 


SELLING PLAN MAY MAKE 
STATIONER A CRIMINAL 
(Continued from page 15) 


template giving the customer a 
coupon with each purchase on an 
arrangement whereby the cus- 
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tomer may redeem a given num- 
ber of these coupons for certain 
premiums or other goods. This is 
not a lottery, but some states for- 
bid even this form of promotive 
merchandising. 

The law-abiding stationer con- 
sidering the use of a prize or con- 
test plan of merchandising is apt 
to figure that there can be no 
objection to it so long as he oper- 
ates it honestly. Unfortunately, 
the honesty and good intentions 
of the stationer are not enough, 
for if the plan is a lottery in the 
eyes of the law, he may find him- 
self prosecuted as a criminal. 
There are prize and premium 
merchandising plans considered 
legal and legitimate in many 
states; but the stationer who 
wants to be on the safe side will 
do well to consult his attorney. 


SS esmanship Lbloids 


In Which James P. Ward, Sr., Reliable Typewriter & Adding Machine Corporation, 
Chicago, Has Condensed Some Inspiring Suggestions for Ambitious Salesmen. 


Second of the series of twelve, being on 


SMILES 


HE wise Chinese (not all, of 
course, but many) have a pro- 
verb, “Man without a smiling face 
should not open a shop.” The sales- 
man who has not learned the value 
of a smile is under a handicap which 
only he can remove; but not with 
an insincere grin, the pretense of 
which is always apparent and repel- 
lent. The smile that opens the way to the 
customer’s office and confidence is a heart 
warming, friendly smile impelled from within. 
Smiles have saved more awkward situations 
and turned more defeats into triumphs than 
anything else. If you think otherwise, try 
smiling your way through the next time you 
get up against a hard-boiled customer or pros- 
pect who rubs you the wrong way. 

Smiles cost nothing but pay richly in divi- 
dends. For “like attracts like.” What we 
put into life determines to considerable degree 
what we get out of it. The smile that indi- 
cates good humor attracts good humor. 
Smiles are infectious. The salesman who 
manifests good cheer in the office when he 
calls is pretty sure to receive good cheer. And 
he who enters with unhappy or critical expres- 
sion is not likely to meet with cordial recep- 
tion. 

Smiles rejoice rich and poor alike. No 
substitute for their effects has ever been in- 





vented. Abraham Lincoln’s face 
illumined with his ingratiating smile 
was made beautiful in its rugged- 
ness. Charles Schwab’s charming 
personality and captivating smile 
contributed much to his extraor- 
dinary success. To a friend jesting 
about it he said his smile was worth 
a million dollars. 

A friend told me that on a wall in the 
factory of The Weis Manufacturing Com- 
pany, Monroe, Mich., painted in sizable let- 
ters, there used to be the statement, “A smile 
fits any face.” And the kind of smile we are 
considering can adorn any countenance. It 
has no geography or nationality. It is the 
same in any language and is as universal as 
mathematics. 


The thing that goes the farthest 
Toward making life worth-while 
That costs the least and does the most, 
Is just a pleasant smile. 

It’s full of worth and goodness, too, 
And hearty kindness bent. 

It’s worth a million dollars 
And doesn’t cost a cent. 


Suggestion: For promoting friendly rela- 
tions and increasing sales, think less of self, 
more of others, be friendly and greet people 
with a smile. 
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Nice Wea ch ine po ce Develops 


NEW CARRYING CHARGE FORMULA 
“ak i for Prompt Payment ie oo of System 


OR the past several years it 

has been a puzzle to me just 
how to arrive at the correct 
amount of carrying charge to ap- 
ply to each individual sales trans- 
action. It has always been more 
or less of a guessing game and 
always happens when closing a 
deal with not much time to give 
it thought, resulting in an occa- 
sional dissatisfied customer or the 
loss of a sale. 

Every manufacturer selling to 
the user on monthly installments 
has adopted some kind of a carry- 
ing charge. It is both interesting 
and amusing to note the wide 
range of the amounts. One com- 
pany will use a certain percentage 
of simple interest and from it 
develop a table of constants for 
various lengths of time contracts 
regardless of the amount of un- 
paid balance involved. Another 
company will name a flat amount 
for the carrying charge which is 
added to the unpaid balance and 
the whole sum divided into a cer- 
tain number of equal monthly in- 
stallments, or else, a_ certain 
amount to be paid each month 
with the contract to run as long 
as necessary to pay out. I recall 
one method of figuring the carry- 
ing charge where a certain per 
cent of the unpaid balance was 
multiplied by the number of 
months in the contract. This was 
fairly satisfactory when the un- 
paid balance was around $50.00, 
but at $100.00 or more the carry- 
ing charge was prohibitive. It 
seemed to us that every system 
used was more or less an esti- 
mated amount or a pure guess. 


There is another angle. In de- 
termining the carrying charge it 
is not only necessary to allow for 
interest on the investment, book- 
keeping, stationery, postage, etc.., 
but also delinquent accounts 
which mean collection costs. It 
is, of course, good business for the 
firm carrying the account to pro- 
tect against such emergencies, but 
why should the customer who pays 
promptly be penalized? 


By W. L. TALBERT 


Talbert Typewriter Exchange 
Casper, Wyo. 
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We now have developed a for- 
mula which seems to meet every 
requirement and has proven very 
satisfactory. Our auditor pro- 
nounces it sound in principle. 


Two Factors in an Installment 
Contract 


In drawing up a contract for 
monthly payments there are two 
quantities or factors that must be 
agreed upon between the party 
of the first part and the party of 
the second part. One is the 
amount of unpaid balance to be 
financed, and the other is one of 
two items—either it is the number 
of months the contract is to cover 
or else it is the amount of each 
monthly installment. With either 
one of these last mentioned quan- 
tities the other is soon found by 
the division method. The rest is 
simple. 

To present the formula we will 
now use an ordinary example. Let 
us consider that the unpaid 
amount to be financed is $100.00, 
and that the customer desires to 
pay $10.00 per month. The in- 
terest charge is always 142% per 
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MR. TALBERT 





month simple interest. Thus— 


$10 for 1 month @ 1%% is $0.15 
le ° = ° 2 
= « 26 « § 
10 4 « 
10 5 wae 
10 6 - 90 
10 7 “ 486 
10 8 1.20 
10 4 1.35 
10 10 "7 - ve “Eee 
10 = ” . “ 1.65 
Totals 66 $9.90 


This is worked out in detail to 
make it clear that it is nothing 
more or less than a simple interest 
charge which is purposely set high 
enough to take care of all costs 
incident to monthly installments, 
including delinquent accounts. It 
is not necessary in arriving at the 
total charge to lay it out month 
for month. For a short cut, merely 
find the interest on one payment 
for one month and multiply it by 
the total number of months, as in 
the following: 

$10.00 <X 0.15 X 66 = $9.90 

The total amount of the con- 
tract is now $109.00 to be paid out 
at $10.00 per month. 


Cash Discount on Payments 


And now comes the part that is 
interesting to the customer be- 
cause of the opportunity to save 
money, and equally interesting for 
the dealer because it helps to 
bring in the money. The carrying 
charge of $9.90 for eleven months 
means 90c for each month, and if 
the payments are made when due 
a discount of 40% of the monthly 
carrying charge is deducted. At 
the bottom of the contract an 
extra clause should be added, 
reading, “A discount of 36c will 
be allowed on each and every 
monthly installment received by 
the vendor on or before the due 
date. Payments to be applied on 
installments in their consecutive 
order.” 

If, using this same example, it 
is agreed that the balance is to be 








divided into ten equal payments, 
the formula would read— 
$10.00 X .015 x 55 = $8.25 

making a total of $108.25 with 
monthly payments of $10.83 each. 
The discount for prompt payment 
would be 33c. Note that the in- 
stallment months all added to- 
gether total fifty-five months in- 
stead of sixty-six for the reason 
that the contract does not run 
beyond the ten months. 

From the customer’s standpoint 
there is nothing interesting about 
remitting for the monthly install- 
ments as handled in the past. 
Rather, I imagine, it may become 
more or less of a pain-in-the- 


neck. But with a reward of a nice 
cash discount for making pay- 
ments when due—well, that’s dif- 
ferent! And especially if called to 
their attention which is done on 
the invoice. As dealers, which in- 
voices are we most interested in 
paying, those with the net terms 
or those with a cash discount? 

To my knowledge, at no time in 
the past has there been a cash 
discount offered for prompt pay- 
ments of the monthly install- 
ments. It is something new with 
which to greet the trade. 

And for those few who, for one 
reason or another, become delin- 
quent, the dealer gets and is en- 
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titled to the full carrying charge 
on any and all installments not 
paid when due. THE CUSTOMER 
WHO IS PROMPT DOES NOT 
PAY THE PENALTY, AND FOR 
THE OTHERS THE DEALER IS 
TAKEN CARE OF. IT WORKS 
AS IT SHOULD BOTH WAYS. 
No matter what the size of the 
balance, nor how many months 
the contract runs, nor what 
amount the monthly installments 
are, this system of figuring the 
carrying charge works perfectly. 
It could be applied to weekly in- 
stallments, if necessary, but we do 
not have enough terms other than 
monthly to justify going into it. 


olady Buyer Whites loa SR 


R. Salesman: I have been thinking about you a good deal lately, and the 
more I thought of you the more convinced I was that I ought to write you 
and tell you about what goes on behind the civil look of the “purchasing eye” 
when you call. Not because I think you are in any respect myopic or unlearned 
in the rudiments of your profession. No indeed. You seem alert enough, and you 
seem to know the essentials of good salesmanship. You try to make a good 
impression; you try to make me like you; you try to make me believe in you; 
you even try to kindle a fire of personal touch by flattering me. 

But you overdo it. And that is much worse than not doing it at all. You 
lose the most valuable quality which a salesman could aspire to—that of sincerity 
—and stand the possibility of becoming a definite “bore.” 

Take today, for instance. You were due for your weekly call, and by the time 
I reached my desk this morning, my mind was full of thoughts on how to avoid 
you. Yes, I actually tried to avoid you, but I didn’t succeed. I lost vigil for 
two seconds, and there you were, with your frozen smile and over-courteous 
manner, remarking how well I looked and what a pretty dress I wore. The 
dress, incidentally, I knew quite well you must have seen at least two dozen 
times on your previous calls. That is, you must have seen had you been as 
observing as you would have me believe you are. 

You then decided to tell me about your baby, who was cutting teeth and was 
“cuter” than ever. I agreed with you that there was nothing so interesting as a 
child’s physical and mental development merely because I could see no point in 
disagreeing and because I wished that my agreeing with you would sooner bring 
your visit to an end. But no. There was the matter of your apartment to be 
settled. The landlord wanted the apartment for his daughter—or was it his son? 
But you didn’t think that was fair, so you weren’t going to give it up. 

And then you wanted to know all about me and my affairs, and though 
I answered in monosyllables and did everything imaginable to discourage you, 
you kept on tenaciously. Even the unadorned hint about the work I had to do, 
did not disturb you. And, remember, I actually had to get up from my desk 
before you realized—or did you—that I wanted you to leave? 

It is sad. I can see how you try to please me and all you succeed in doing 
is to arouse my combative instinets against giving you an order. I wish I could 
have you sit at my desk for a week so that you can study the technique of the 
“model” salesmen. 

They come just as frequently as you do, but they are welcome each time; 
in fact, some of the visits are anticipated joyously. They state their business 
briefly, courteously and sincerely. If encouraged, they will chat a few moments 
on a mutually interesting subject, but always with an alert eye on that all 
important factor of selling—consideration of the purchaser. 

I am seldom eager for them to go, and when they do, they invariably leave 
behind an effectiveness of personality sufficiently strong to bring them phone 
orders between their weekly visits. 

Antoinette Adverse. 
(From The Office Economist, published by the Art Metal Construction Company) 





24 





Nice Equipment 


YESTERDAY, 


N interesting feature of the 

successful business show 
sponsored and staged jointly last 
Fall by the Pittsburgh Chapter of 
the National Association of Cost 
Accountants and the Pittsburgh 
Office Appliance Managers Asso- 
ciation was the address entitled, 
“Yesterday, Today and Tomor- 
row,” delivered by Wayland S. 
Bowser before about 400 members 
of the sponsoring groups just prior 
to the opening of the _ show. 
Mr. Bowser’s thought-stimulating 
comments, comparisons and sug- 
gestions are reviewed and quoted 
in part in the following para- 
graphs: 

As an indication of the speed 
with which the office equipment 
industry has developed its prod- 
ucts, Mr. Bowser said, “Now, I’m 
not so old, but in spite of that fact 
most of the equipment we have 
here to show you is equipment 
which came into general use dur- 
ing my comparatively brief busi- 
ness experience.” His reference 
was to a selection of obsolete 
equipment which he had on dis- 
play to dramatize his verbal por- 
trayal of office equipment and to 
give visual emphasis to the 
changes that have occurred in 
appearance and utility. The group 
included an old fashioned, high- 
top bookkeeper’s desk, an ancient 
calculating machine, a letter press, 
a blind writing typewriter, and an 
adding machine bearing the serial 
number 1285, made by a company 
whose present machines are num- 
bered above two million. As he 
referred to each of the objects 
exhibited, Mr. Bowser gave some 
interesting details concerning ac- 
cessory equipment and methods of 
the same vintage, and made infer- 
ential comparisons of them with 
their modern counterparts. 

Allusion to the “Yesterday” of 
office equipment was effectively 
concluded by a pantomime pres- 
entation revealing the office meth- 
ods considered efficient just a few 
short years ago. The Koppers 


Players were called into service 
for the silent drama. 

Breaking from the past, Mr. 
Bowser continued his discourse by 


Review of Challenging 

Adddeess by Wayland 

S: Bowser, Carnegie- 
Minos Steel Co. 
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saying, “So much for Yesterday. 
Now, what about Today? It would 
be foolish for me to attempt to 
describe the appliances which now 
take the places of these relics of 
Yesterday, when you can see them 
for yourselves in the show. . 

You will find, however, that office 
furniture has gone a long way in 
attractiveness and utility since the 
day of that long-legged wooden 
desk. . . . Calculating machines 
are also quite different. You don’t 
have to shift the carriage by hand 
any more; just finger the key- 
board and turn it loose. ... Copy 
equipment has also improved tre- 
mendously. . . . There has also 
been a great advance in adding 
machines since Number 1285 ap- 
peared on the market. ... And 
so one could go on through a great 
list of modern equipment such as 
bookkeeping machines, punched 
card equipment, postage meters, 
etc., but I'll leave that up to you 
and your study of the show.” 
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W. S. BOWSER 


TODAY AND TOMORROW 


Upon venturing into the realm 
of the future, Mr. Bowser ex- 
pressed the conviction that office 
practice would differ greatly from 
contemporary methods. He pre- 
dicted that few of the accounting 
procedures of today would survive 
the next twenty-five years. 

“The past quarter century has 
been a period of constantly ac- 
celerating improvement in all 
kinds of equipment,” he pointed 
out, “and the improvement in 
office appliances has kept pace. 
Hence, it may be safely predicted 
that the next twenty-five years 
will bring greater improvement 
than the last.” 

Improvement in methods, he in- 
dicated, will pretty largely depend 
upon the progressive spirit of ac- 
countants. “Fortunately, there are 
individuals in every line of busi- 
ness who are progressive, and the 
accounting profession is no excep- 
tion. For this reason, there will 
be progress in office methods 
brought about by constantly try- 
ing out the appliances the manu- 
facturers develop.” 

Continuing his thesis that ac- 
countants must contribute to the 
advance of office techniques, Mr. 
Bowser alluded to the necessity 
for accountants to make special 
studies of operations in relation 
to machines and devices now 
available, for the purpose of mak- 
ing suggestions to manufacturers 
for development. He referred to 
some instances in his own experi- 
ence where recommendations re- 
sulted in machines providing a 
reduction in operating costs and 
increases in general efficiency. 


Progress Demands Research 


Intelligent research is of intense 
importance. And it “is not solely 
the problem of the appliance 
manufacturer,” Mr. Bowser told 
his listeners. “It is just as much 
your problem and mine. 

“Any business which is not con- 
stantly trying to devise better 
ways to make its products, and 
better products to make, is on 
its way out. ... It is equally true 
that any accountant who does not 
constantly try to find better meth- 
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ods for his office routine is on his 
one-way street to nowhere. . 

“It’s not an easy job to design 
new methods or new devices to 
perform them. A vague idea may 
be picked out of the air, but to 
make it work and apply it to a 
problem is a different matter; 
that’s where the brain sweat, and 
the grief comes in. 

“The manufacturer can make 
the appliances, and no doubt will 


constantly improve them. Unless 
we accountants, however, do our 
part of the research that is neces- 
Sary to progress in office methods, 
advancement will be proportion- 
ately retarded.” 

The address was concluded with 
a ringing challenge to accountants 
and manufacturers, upon whom 
rests the opportunity and the obli- 
gation to make the office equip- 
ment of tomorrow efficiently dif- 
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ferent from that of today. Mr. 
Bowser expressed the belief that 
it will be different. “How differ- 
ent,” he asserted, “depends upon 
how open-minded we accountants 
are; how honestly we try to apply 
available equipment; how many 
ideas we can pass on for devel- 
opment; and how much time and 
intelligence we and the office ap- 
pliance manufacturers spend in 
research.” 


"Vis of Paustian P , O the 7| Y. San 


NCE again the New York Sun newspaper sounded 

the public sentiment of the nation of today and 
has reflected its findings in the annual “Voice of 
Business” section—fifty-six pages—in the issue of 
January 6 of this year. 

As in previous similar issues the special section is 
replete with the opinions, findings and verdicts of 
nationally known economists, scientists, engineers and 
business and industry leaders on matters of paramount 
importance, not only to themselves but to the average 
worker, small taxpayer and “little” business man; 
those who go to make up the bulk of the American 
people. 

The “Voice of Business” opens with an unusually 
fine article entitled “22 Economists Tell What Must Be 
Done For a Sound Recovery.” It is a comprehensive 
analysis—a stethoscope placed on the pulse of Ameri- 
can business to diagnose its ailments and, if possible, 
prescribe for them. In the center of the page is a 
four-column box in which have been placed quotations 
from the various economists’ statements, some of 
which, chosen at random, are presented here: 

“Without confidence, dollars will refuse to go to work 
and employment can be created only by forced and 
artificial means.” 

“The most important aspect of domestic policy is 
the release of the driving power of private capital.” 

“Price rigidity, whether due to labor, management 
or government, has been largely responsible for smoth- 
ering the goose that should have long since laid the 
eggs for recovery.” 


Co-operation Vital 

“The core of the matter is that recovery demands 
the co-operation of all producers in establishing a 
proper cost-price income relationship, a relationship 
which provides on the one hand, the possibility of 
profit making for producers, and on the other hand, 
incomes which will enable consumers to take off the 
market all that is produced.” 

“The War and Industry” is the title of the next 
article, written by Edward S. Mason, professor of eco- 
nomics, Harvard University, in which the writer ex- 
plains that the deluge of orders from abroad, expected 
by the general public to result from the present Euro- 
pean conflict has, so far, failed to materialize. In this 
respect the writer says in part: 

“It is generally agreed that to date, outside of the 
airplane industry, war orders have been negligible, in 
fact probably insufficient to compensate for the loss 
of exports to be attributed to the existence of war. 
At the same time production has increased since Sep- 
tember at an unprecedentedly rapid rate. The con- 
clusion drawn in some quarters is that inventories 
have been accumulating at a dangerous rate and that 
we may expect to see shortly an inventory recession 
of serious magnitude.” 

But, looking on the brighter side, the author says: 


“The fact that the war in Europe has been accom- 
panied by a cessation in this country of political ex- 
perimentation and by a noticeable growth of conserva- 
tive sentiment is favorable to investment. 

“. . . Although an election year is traditionally a 
period of uncertainty, it appears that the competition 
this year is going to be for a candidate who can com- 
mand business confidence. 

Fred I. Kent is the author of another article under 
the heading of “Government and Business” which 
opens with the significant warning that “it rests with 
the people, acting through Congress, whether the 
country shall continue to coast along toward decad- 
ence and disaster or shall begin a fine recovery.” After 
declaring that in recent years, due to the activities 
of pressure groups, we have departed more and more 
from government that is in the interest of the country 
as a whole,” Mr. Kent flatly advocates, through con- 
gressional legislation, changes, the soundness of which 
readers of the newspaper will be impressed, in the 
Wagner Labor Relations Act, Wages and Hours Act, 
Securities and Exchange Act, Social Security Act and 
existing tax laws. 


Watson’s Message Impressive 


Another common sense and impressive message in 
which is stressed the fact that development of foreign 
markets is another factor germane to the return of 
prosperity appears in the special section over the sig- 
nature of Thomas J. Watson, president of the Inter- 
national Business Machines Corporation, whose un- 
flagging endeavors on behalf of world peace have 
made him internationally known and respected. Mr. 
Watson’s statement, concise and to the point, is pre- 
sented here in part: 

“For the past ten years, we in the United States 
have peculiarly suffered from our ability to produce 
surpluses of certain commodities. This has brought 
about restrictions in production. And we cannot have 
prosperity by restricting production. Prosperity is 
largely a matter of developing markets between na- 
tions, of making it possible for men of different coun- 
tries to exchange the products of their land and their 
labor. 

“The job of strengthening the world economic struc- 
ture, on which our own economic progress so iargely 
depends, is one which requires the co-operation of 
every element of our national life. It will be brought 
about through the practical vision, pioneering courage 
and individual initiative which have built the United 
States of America.” 

Other contributors to the “Voice of Business” issue 
and their articles include the following: “The South 
and Its Problems,” by Peter Molyneaux; “Banking in 
1939,” by Robert B. Warren; “The Public Utilities,” by 
Professor C. O. Ruggles; “Our Foreign Trade,” by Wil- 
liam O. Scroggs; “The Railroads,” by Preston S. 
Krecker, and “The War and Wheat,” by Dr. Alonzo 
E. Taylor. 
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PROFITABLE FILING EQUIPMENT TIME 
Special Display Room and Concentrated Efforts Get Results 


, ne earlier spring months of 
the year can be made the log- 
ical period at which to build sales 
of filing equipment into a major 
promotion, according to Bryant- 
Douglas Stationery Company, 
Kansas City, Mo.—for, immedi- 
ately following the January push 
of office supplies and _ general 
needs, the lack of filing equipment 
or need of replacement is most 
likely to show up to potential 
buyers. Through the course of the 
past few years of stationery mer- 
chandising, Bryant-Douglas has 
found that filing equipment pro- 
motional efforts get a response 
most swiftly at this time, and thus, 
the annual drive has become one 
of the regularly profitable cam- 
paigns of the year. 

“One primarily important asset 
of advocating filing equipment to 
our customers as early as the last 
two weeks in February is the na- 
tural business increase which oc- 
curs in almost every type of office 
with the _ slack-off of winter 
weather.” Russell Anderson, who 
heads Bryant-Douglas’ well-or- 
ganized filing equipment depart- 
ment said, “Office managers are 
human beings, we realize—and 


the fact that money is liable to 
be tight from both the Christmas 
season and the January office sup- 


By ROBERT LATIMER 


M 


ply purchases naturally prevents 
them from dwelling too much on 
the purchase of more expensive 
equipment until spring brings their 
own business an increase, and 
consequently, the desire for better 
office organization. Our experience 
has been that the office manager 
or head can be much more re- 
sponsively contacted through wait- 
ing until we are certain that his 
business conditions warrant an 
additional outlay for his office.” 


Special Display Room for Files 


Principal among the selling as- 
sets of the Bryant-Douglas store, 
located on one of Kansas City’s 
busier downtown streets, is a huge 
“filing equipment room” located 
in the rear of the store, to all in- 
tents a “salon” of good office man- 
agement ideas. The room, which 
is the only annex to the main sales 
floor, measures 30x25 feet, and is 
carefully laid out to show the en- 
tire filing equipment picture in a 
short survey. Merchandise fea- 
tured ranges through metal files 
of a score of varying sizes, indexes, 
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personal files, several card forms, 
sheets and record forms, folders, 
organizers, sorting trays, letter 
trays, transfers, and a score of 
allied accessories. Each of these 
is shown in a separate section, so 
that beginning with a specific file, 
any of Bryant-Douglas’ ten sales- 
people can walk around the walls 
and counters assembling appro- 
priate accessories for that file, 
playing up the related significance 
of each item as it is selected. 

Everything in the filing equip- 
ment room has been carefully 
built to eye-level—an important 
point in making certain that the 
factor of impulse-buying is well- 
catered to—and is arranged so 
that no conflicting items can be 
seen at once. Neat pyramids of 
files in the center of the floor sug- 
gest actual use, as well as the idea 
of building up a file-center for 
every type of correspondence and 
records in use in any office. The 
shelving displays of file cards and 
indexes are each neatly laid out 
with a sample of the packaged 
cards shown, with one open to 
demonstrate the use of the card. 
Finally, glass display cases are 
used to show the entire line in 
related order, which saves con- 
siderable time if the buyer is 
pressed. 
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Bryant-Douglas for several years 
has let inventory go until the last 
weeks of February in the interests 
of this promotion as well as allow- 
ing stocks to go lower in all de- 
partments. This keys in well with 
filing equipment promotion, which 
is divided evenly between win- 
dow, direct mail, and outside sell- 
ing promotional tools. 

From February 15 through till 
the end of March, one major nine- 
foot window of the Bryant-Doug- 
las store is given over to filing 
equipment, while the opposite 
shows fine stationery. All acces- 
sory items as well as one or two 
large files are shown, and played 
up heavily for a total of six weeks. 
At the peak season, near the mid- 
dle of March, both windows are 
used, and show the entire mer- 
chandise of the store. The dis- 
plays are built around a theme of 
four cardinal points of file ar- 
rangement, which are accented by 
Mr. Anderson to catch office man- 
ager interest, as vital to his oper- 


ation. The points are: 1. Simpli- 
fication of filing needs. 2. Efficient 
arrangement—no lost motion. 3. 
Durable construction and long 
service. 3. Time saving—speeding 
up operation without fatigue. All 
of these points carry an especially 
heavy appeal into spring, it has 
been found. Mr. Anderson is him- 
self an expert at filing equipment 
layout, and is ready to equip an 
entire office or small section on 
his own plans. 

Timely release of direct mail 
pieces to all offices on Bryant- 
Douglas’ prospect list is another 
source of sales. Included in the 
mailing is information on im- 
proved filing ideas, literature on 
essential accessories, and a per- 
sonal note from the store inviting 
the customer to visit the filing 
equipment room. 

Four outside salesmen who 
make up Bryant-Douglas’ city 
sales force are a constant and ef- 
fective means of building filing 
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BUILD FURNITURE DEALER'S BUSINESS 
Wider Market Swill Through Sebeclice Advertising 


HE office furniture and equip- 

ment dealer who is wrinkling 
his brow over the question of how 
he may best proceed to expand 
his volume to embrace a greater 
portion of the hinterland sections 
of his trade area might find an- 
swer to his problem in the experi- 
ence of the Office Equipment 
Company, Dallas, Texas. 

Long established and widely 
known, this company has built an 
enviable volume of business of this 
character over a wide area of 
Texas, and reaching into sections 
of Oklahoma and Louisiana. This 
has been done in both new and 
used furniture fields, as well as in 
office supplies generally, and with- 
out the handicap of price adjust- 
ment to provide for commissions 
and expenses of sales representa- 
tives. The methods used may be 
termed as rooted in use of the 
want ad sections of country and 
small daily newspapers in the re- 
gions into which penetration is 
undertaken. 


By JOHN D. MUELLER 
¥ 


The method employed has not 
only built an excellent mail order 
business, but has served to estab- 
lish personal contacts with out- 
lying buyers through their visits 
to the Dallas offices. 

The principle of operation is 
that the average man in the small 
town, be he professional or busi- 
ness man, who is in need of office 
furniture, will almost instinctively 
turn, in majority of cases, to the 
want ad section, to find some sug- 
gested solution to his problem. 
This is found to be especially true 
when regular use of these columns 
makes known that such equipment 
may be advantageously purchased. 

Advertising of this character is 
more or less standardized so far 
as regularity of publication and 
space employed are concerned, 
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equipment sales into one of the 
more important promotions of the 
spring season—as their constant 
first-hand contacts with offices 
consistently bring out opportuni- 
ties for special selling efforts. 
Through the winter months, the 
four outside men _ unobtrusively 
note the need for a file of some 
type here, lack of equipment there 
—and accumulate enough infor- 
mation of this type to enable the 
store to plan the March sales drive 
in order to hit into the most 
productive market. All this is 
averaged, and when the store pro- 
motion begins, salesmen are fur- 
nished with leads which invari- 
ably show good results (in addi- 
tion to their own individual pros- 
pects). 

All of these methods combine 
toward one outstanding point— 
getting prospects to visit the filing 
equipment department—and have 
steadily built Bryant-Douglas’ of- 
fice filing equipment sales to one 
of the leading drives of the year. 
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says W. C. Davis, Jr., merchandis- 
ing Manager of the Office Equip- 
ment Company. Advertisements 
are used weekly, with twelve 
inches of space employed. 

“We advertise regularly in this 
manner,” Mr. Davis explains. Con- 
stant use of the columns estab- 
lishes knowledge of the availabil- 
ity of such furniture and supplies. 
Week by week, our advertising is 
changed, thus presenting a dif- 
ferent picture of our offerings in 
each issue. We use cuts illustrat- 
ing equipment of various sorts.” 

The local newspaper, be it a 
small daily or weekly, thus be- 
comes, in a sense, a catalogue 
presenting the widely varied 
stocks of merchandise, together 
with prices and kindred informa- 
tion. 

When an inquiry is received 
from some reader of the local ad- 
vertising, it usually presents a 
more or less specific picture of the 
writer’s needs. With this informa- 
tion, the Office Equipment Com- 
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pany proceeds to furnish direct 
mail advertising material dealing 
with the specific needs. 

This material is varied, accord- 
ing to Mr. Davis. It includes the 
familiar personal letter, directed 
to the inquirer, and material 
which helps make up the com- 
pany’s annual catalogue. There 
also is material furnished by man- 
ufacturers, both descriptive and 
illustrative. 

One of the important parts of 
this merchandising program or 
method is the annual catalogue, 
Mr. Davis points out. This is com- 
piled in loose leaf form, thus per- 
mitting supplementing or other- 
wise changing as occasion com- 
pels. It also permits bringing up- 
to-date when desired, by the sim- 
ple process of sending the cus- 
tomer the pages to be added. 

In merchandising by mail, this 
catalogue process, it will be real- 
ized readily, represents an efficient 
method functioning at minimum 
cost. 

Since the catalogue pages 
are in loose leaf form, and 
printed in large quantities, 


Delivery Truck Which Also Func- 
tions Effectively as a Traveling 
Advertising Medium 





their individual costs are brought 
down to minimums. They are at- 
tractively printed on quality pa- 
per, making a favorable impres- 
sion. They have the further im- 
portant value that the time ex- 
pended in compiling data to serve 
a potential customer is reduced to 
little more than that of mailing, 
thus emphasizing the expeditious 
service offered by the company. 

In an increasing number of in- 
stances, Mr. Davis says, inquiries 
from prospective patrons are fol- 
lowed by visits to the Dallas head- 
quarters. In correspondence relat- 
ing to possible purchases, the in- 
vitation to visit the Dallas offices 
and inspect the furniture and 
other merchandise, as well as the 
shop department, is always in- 
cluded. 

Quite regularly, prospective buy- 
ers write to announce impending 
visits, and indicate their interests. 
Consequently, upon arrival the 
sales staff is prepared to show the 
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furniture lines or other merchan- 
dise in which interest centers in 
the least time possible. 

Delivery of materials purchased 
by these customers is by either of 
two methods, both planned to 
achieve the greatest measure of 
expedition. 

Bulk shipments are made by 
commercial motor transport, with 
which Texas is criss-crossed. The 
company, however, has its own 
fleet of motor carriers. The new- 
est truck (illustrated) was espe- 
cially designed by Mr. Davis to 
provide maximum service. 

The big trucks of the company 
are of the cab-over-motor type, 
making for the greatest space 
availability. Each truck is fur- 
nished with a miniature repair 
shop, built into a side. In these 
are tools and other equipment and 
materials required to repair before 
delivery, any scratches which may 
have resulted from transit. By 
this service the company insures 
not only swift delivery of 
furniture, but delivery in 
first class condition. 


This Vehicle Was Especially De- 
signed by an Executive of the 
Office Equipment Company. 


HOLIDAY DECORATIONS WITH DIGNITY.—That is an excellent description of the decorative theme used 

during the Christmas holidays in the furniture department of the W. H. Kistler Stationery Company, Kistler 

building, Denver, Colo. As the illustration shows, the spacious department, with its tastefully arranged desks, 

chairs, tables and other items, was dressed up effectively with but little effort and without the usual over- 

decorated appearance which might have been caused by too much green, red or tinsel. The icicle effect around 

the supporting columns, a single strand of heavier material around the wall and hung symmetrically, completed 
the job for which the Kistler organization is to be congratulated. 
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EXECUTIVE OFFICE IN STEEL, PEDAC, ROCKEFELLER CENTER, NEW YORK, N. Y.—Steel paneled walls, steel slatted 


blinds, steel framed chairs, steel desk and steel table in harmonious combination. (Photos by Frank Randt.) 


STEEL SETS MOTIF IN PEDAC OFFICE 
Kochefeller Cecile Unit Designed by Pronk R MacAb:ster 


EW horizons for the office now 

loom at Pedac, Rockefeller 
Center, New York, N. Y., where 
an all-steel office, the first of its 
kind, is being presented in full 
action to visitors. 

Integrating the executive, art, 
and public relations departments 
of Pedac, the unit was designed 
by Paul R. MacAlister, of the 
American Institute of Decorators 
and director of Pedac, to combine 
the ultra-utilitarian with good 
decoration. Pre-fabricated steel 
wall paneling, steel furniture, 
specially dyed and tooled leather, 
sound-absorbent draperies and 
carpeting, scientific lighting, and 
an air-brush mural are displayed 
by ten different organizations co- 
operating with the designer. 

The executive office reveals a 
new steel paneling so carefully 
grained that it fools most observ- 
ers. High-grade walnut was se- 
lected for this purpose and its per- 
fect grain photographed. Steel 
dies were then made and the steel 
was artificially grained with them. 
In the public relations depart- 
ment, the same steel is crinkle- 
silvered to contrast with red and 
black accessories. In the art sec- 
tion where an easy-on-the-eyes 
background was a prerequisite, the 
material was tinted in non-glaring 
green. In all parts of the unit, 
the partitioning was _ installed 
without tearing down any of the 


original construction. Panels and 
partitions snap on to upright steel 
studs and are finished off with 
snap moldings at top, bottom, and 
chair height. 

Against this steel background is 
all-steel office furniture; wood- 
grained in the executive office; 
gray in the public relations de- 
partment. Desks, conference, and 
end tables are “soft-cornered,” or 
streamlined, to facilitate mainte- 
nance and to prevent shin bumps. 
Tops of the desks are covered with 
a special linoleum, eliminating the 
costly and dust-catching glass top 
and providing a wide, smooth 
writing surface. Ball-bearing con- 
struction allows the drawers to 
work at the touch of a finger 
Yawman and Erbe executive Style 
Master desk and table are used in 
the private office, together with 
Harter executive chairs. The desk 
and table are finished in walnut 
with chromium trim. 

The latest research findings of 
lighting engineers were used in 
solving the office’s lighting prob- 
lem. High-level indirect lighting 
having the lowest amount of eye- 
efficiency loss was installed by the 
designer, Kurt Versen. The fix- 
tures themselves have been de- 
signed for the easiest possible 
maintenance. All the light is pro- 
vided by giant-bowl-silvered bulbs 
which protrude through the cen- 


ter opening of the ornamental 
discs of the fixture. Burned-out 
bulbs can be removed from below; 
new ones inserted without dis- 
assembling the fixture. 

Tough-as-steel leather was se- 
lected for the upholstered pieces 
in the office for its durability and 
washability. A new green, now 
called “horizon green,” and white 
were chosen for the executive 
office; black and phoenix red, for 
the public relations section. The 
highlight of the main office is a 
white leather armchair with cor- 
rugated sides inspired by the steel 
corrugation of the panels’ inner 
construction. The chair has just 
been copyrighted under the name 
“Accord.” Saddle-stitching on the 
green lounge and tooling on the 
executive chairs are decorative de- 
tails of the leather. The uphol- 
stered pieces were created by J. C. 
Kruckman. 

Carpeting in a neutral tone of 
green and heavy homespun tan 
draperies absorb sound as well as 
decorate the executive office. 
Black carpeting, red and metallic 
striped draperies serve similarly 
in public relations department. 

High spot of color in the main 
office is an air-brush mural which 
suggests the departments of Pedac 
—an artist’s palette, an architect’s 
T-square, and a workable plan of 
Pedac’s exhibit floors. 
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THIRTY-ONE AUTOMATIC EXPAND- 
ING AND COMPRESSING FILES com- 
prise this large single order shown in 
one corner of the shipping department 
of the Automatic File & Index Company 
factory at Green Bay, Wis. The com- 
plete battery was shipped on the same 
day to a large Mid-Western consumer. 
The photograph was taken just follow- 
ing the final inspection. One unit is 
shown with all drawers extended and 
“expanded.” The top drawer, with guides 
and material temporarily inserted, em- 
phasizes the expanding feature. It is 
interesting to note that all units are 
equipped with general locks. 
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FINE FURNITURE IN MUNICIPAL OFFICES.—When 
it came to furnishing the new City Hall in Houston, 
Texas, the Wilhide Equipment Company, Dallas, stepped 
up and secured the contract for all the chairs. The 
Sikes Company made the chairs, many of which were 
specially designed through the facilities of the Sikes 
contract service. Hawaiian Koa and a variety of other 
special woods were used. Top, left: Mayor's office. 
Top, right: Council chamber. Left: Typical clerical 
office. (Elwood M. Payne photos.) 
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GF EQUIPMENT SERVES THE NATIONAL SURETY CORPORATION 


After a careful study of a survey made by the New York 
branch of The General Fireproofing Company, it was de- 
termined that the inadequacy of the former filing system of 
the National Surety Corporation could best be remedied by 
the installation of five-drawer steel legal size files properly 
arranged in batteries. Accordingly, the change was author- 
ized and section by section the old shelving came down and 
the contents were placed in the new cabinets. Altogether, 
nearly 1,800 five-drawer cases have been installed. 


This installation is outstanding and one of the largest of 
its kind in the country. It typifies the many advantages that 
are to be gained by a careful analysis of a problem, and the 
selection of the equipment best suited to solve that problem. 
It is also a tribute to the management of the National Surety 
Corporation, since they recognized not only the existence of a 
condition that should be corrected, but also did such an ex- 
cellent job correcting it. The management says the savings 


are a good return on the investment. 
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GLOBE-WERNICKE STANDARD WOOD 
LIBRARY FURNITURE installed in the 
Ocean View School Library by the Nor- 
folk Stationery Company, Norfolk, Va. 
The equipment consists of sectional types 
library shelving with adjustable shelves 
in both adult and children’s heights. A 
counterheight charging desk occupies the 
center of the installation. The tables 
are round to provide an informal effect. 
Bulletin boards, magazine racks, dic- 
tionary stands, book trucks, and filing 
cabinets, all in quartered oak standard 
Globe-Wernicke library finish, complete 
an installation which is pleasing and 
demonstrates the advantages of using 
standard equipment instead of special 
designs and finishes. 




















Shaw-Walker fire-protected ledger desks protect a quarter 
million dollars worth of accounts receivable from fire and 
water damage in the offices of the Hydro Division, Windsor 
Utilities Commission, Windsor, Ontario, Canada. Reference 
to these cards is simplified, posting is faster, month-end 
peaks are smoothed down. In case of fire, pulling the tops 
of the ledger desks down seals them automatically against 
fire and water. The desks were sold by Grand & Toy, Shaw- 
Walker representatives in the Province of Ontario. 


SHAW-WALKER EQUIPMENT PROTECTS FROM FIRE AND SAVES SPACE 
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LYON STEEL FOLDING CHAIRS FOR A 
MILL SUPPLY JOBBER’S SALESMEN.— 


This installation of Lyon chairs, each 
equipped with tablet arm, was made by 
Doermann Roehrer Company of Cincin- 
nati, Ohio, Lyon dealer in that city. The 
chairs are used for meetings of the job- 
ber’s sales staff and also for gatherings 
of the industrial foremen’s club, etc. 
The tablet arm attachments make ideal 
set ups for meetings of this type. The 
chairs, along with the tablet arms, can 
be folded flat and stored out of the way 
in cases where the room is to be used 
for purposes requiring a cleared floor. 
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Three Fire-Files and an executive safe in this Shaw-Walker 
triple-duty counter provide fire protection twenty-four hours 
a day for the records in the real estate department of the 
Haverhill Savings Bank, Haverhill, Mass. This concentration 
of records saves many hours in handling the real estate de- 
partment routines. Vault space formerly used by this de- 
partment has been released for other uses. The counter was 
planned, sold and installed by Edmund Little of Edmund Little 
Company, Shaw-Walker distributors in Haverhill. 





32 





EDITORIAL 


Masters 
@¢ “PASSAMAQUODDY” and the slaughter 
of the pigs has been forgotten; and many other 
“experiments” in planned economy by the 
group of which a spokesman is reported to have 
said, “business has found its master.” 

Agriculture, too, has been “mastered,” so 
thoroughly that a man in South Bend, Ind., is 
reported to have received something over a hun- 
dred dollars for leaving nine-tenths of an acre 
uncultivated. And a man in Wisconsin, who 
bought a small farm with the intention of 
raising hogs is said to have received a substan- 
tial sum for not carrying out his intention. 

A young “master,” in correspondence about 
a situation in which he represented the govern- 
ment, is alleged to have referred to himself as 
“witness, jury and judge.” Reminiscent of 
Simon Legree, a Yankee planter in the Red river 
district long ago. 

So many in government administrative office 
manifesting the “master” spirit these days 
makes pleasant reflection upon the time when 
administrators of national affairs considered 
themselves servants of the people. A good many 
persons think it would be nice to have that sort 
of administrators again. 


ABNER BENSON says some of the experiments in 
“planned economy” seem like trying to increase length 
by cutting off at ends; with bewildered incompetency 
having cut it off twice wondering why it is still too 
short. 
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John Joseph Seitz 

@¢ HAD John Joseph Seitz, whose passing is 
recorded elsewhere in this journal, been contem- 
porary with Horatio Alger, his career might 
have inspired another “Do and Dare” or A Brave 
Boy’s Fight for Fortune story. He was born in 
a log cabin in a then remote settlement, his 
mother alone and unattended, because his father 
was blizzard-bound miles away. His schooling 
was practically nil for the simple reason there 
were no schools in the vicinity of his home. But 
he was for a time pupil of a neighboring cobbler 
who was teaching his own children the rudi- 
mentary three R’s. But John J. Seitz was a man 
of extensive education. 

Of two sets of terms much confused, one set is 
“college and education.” “Every man,” said 
Emerson, collegiate, “is my teacher.” In the 
brief sketch of his career furnished a Pennsyl- 
vania newspaper, Abraham Lincoln wrote— 
“Under the pressure of necessity I somehow 
learned to read, write and cipher.” And Benja- 


min Franklin, “the most contributing citizen 


born under American skies,” founder of the Uni- 
versity of Pennsylvania and honored by degrees 
from several universities, left the school room at 
the age of twelve years. 

Individuals are the sum of their experiences 
and their reactions thereto. But those who make 
outstanding achievements have some favor of 
circumstances. There are no exceptions. One 
favorable circumstance in Mr. Seitz’ career was 
securing the Underwood agency at that time. 
Recently introduced as the first visible writer, it 
was soon to revolutionize typewriter construc- 
tion throughout the world. 

The other and more favorable circumstance 
was the adversity which attended his early years. 
“Adversity, sage, useful guest, severe instructor, 
but the best.”” Attest. The lives of many of the 
greatest contributors to progress. 
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THE fool is keen-eyed for the faults of others but 
blind to his own.—Marcus Tullius Cicero. 
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Look Ahead Favorable 


#¢ WITH most of the gauges of business show- 
ing a slight increase in continuation of the 1939 
improvement, reports from the office equipment 
industry combine to indicate an outlook for a 
moderate rise in sales for this industry during 
1940. Poor’s Industry and Investment Surveys 
forecasts for the manufacturers of office ap- 
pliances and equipment a gain in domestic 
business and the maintenance of last year’s level 
of exports. “All in all,’ the survey declares, 
“the year 1940 should see a total office equip- 
ment business in the vicinity of 160 million 
dollars, an increase of 8 per cent over the esti- 
mated 148 million dollars registered in the 1939 
year and the indicated 145 million dollars in the 
1938 period.”” The best since 1937. 


a 


A MAN’S character is revealed by the things at 
which he laughs.—Johann Wolfgang Goethe. 


os -—— 





Sales Meeting Plan Goes 


© TO the enterprising men who sell and the 
men who manage men who sell, the constant de- 
sire is to improve salesmanship technique and 
keep abreast of developments in methods and 
products. For at the point-of-sale, where de- 
cisions are made, salesmen must have the ability 
and information necessary to make the sale. 
The plan suggested in the December and Jan- 
uary issues of this journal as a means to helping 
salesmen increase their knowledge and enhance 
their persuasiveness has been adopted by dealers 
and manufacturers’ district selling organizations. 
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Beneficial results are reported. Combining the 
recognized values of reading and sales meeting 
exchange of ideas, the plan embodies the use of 
articles in OFFICE APPLIANCES for sales meeting 
discussions. 

Many sales managers confronted with the 
problem of sustaining interest in their sales 
meetings will welcome the suggestion. It not 
only does that, but it provides a track for meet- 
ing programs to run on—with new subjects and 
material for each meeting. 

Regular meetings of the sales force are held 
weekly. Before each meeting, the sales manager 
assigns an article in OFFICE APPLIANCES to one 
of the salesmen. He comes to the session pre- 
pared to lead a discussion of the ideas covered, 
giving recommendations for using information 
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and suggestions in the day’s work. The other 
salesmen and executives present participate in 
the discussion, contributing opinions and bring- 
ing out constructive ideas for application. Prod- 
uct discussions may also be included in the 
program. 

At least six articles in this number offers topics 
suited to profitable sales meeting discussion: 
“Time—Tools—Territory Keys to Sales Improve- 
ment,” page 13; “That Selling Plan May Make 
Stationer a Criminal,” page 15; “The Dealer 
Opportunity in Merchandising Numbering Ma- 
chines,” page 16; “A Lady Buyer Writes to a 
Salesman,” page 23; “Office Equipment Yester- 
day, Today and Tomorrow,” page 24; and “Feb- 
ruary and March Constitute Profitable Filing 
Equipment Time,” page 26. 


“B. Franklin, Printer, Philadelphia” 


Patriot 
Statesman 
Diplomat 
Scientist 


Inventor 





Philosopher 
Writer 
Philanthropist 
Printer 


Journalist 


Birth Month, January 


“Franklin was the most useful and industrious citizen that Philadelphia 


or America has ever known. 


His period of public service, which reached 


nearly seventy years, was unexampled in length.”.—James M. Beck. 


“If to be venerated for benevolence, if to be admired for talents, if to be 
esteemed for patriotism, if to be beloved for philanthropy, can gratify the 
human mind, you must have the pleasing consolation to know that you have 
not lived in vain.“-—-George Washington. 


“Among them all (Franklin’s writings) we look in vain for a single line 
which can be suspected of having been written for his own glory.’"—(Condor- 
cet— in His Eulogy in the French Academy.) 


With all the honors bestowed upon him, this ‘most contributing citizen 
born under American skies’ could still sign himself in the words of the 


above caption. 


HERE AND THERE 


NEW REMINGTON PORTABLES 
MAKE "QUINTS" HAPPY 


typewriters, made for them through 
the co-operation of James Rand, Jr. 


and with him worked out a oe 
pose quintuplet educational key- 


SCHOLARS 
Canada's famous Dionne quintup- 
lets are the happiest and proudest 
little girls in the world since they 
became the proud owners of five 
special Remington portable silent 


president of Remington Rand, Inc. 

Presentation of the machines came 
about, according to the radio broad- 
cast known as _ "Confidentially 
Yours", when Dr. Dafoe, guardian of 
the children, called upon Mr. Rand 


board''—one which will write in 
seven languages and has all the 
necessary characters for arithmetic 
and other school work. 

Shortly thereafter the Remington 
machines were delivered to the little 
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girls and practice began. So far the 
quints have been catching up on a 
lot of correspondence and have al- 
ready sent letters to Great Britain's 
king and queen and little princesses, 
Dr. Dafoe, their parents, and Judge 
J. A. Valin, another guardian of the 
famous young ladies. 

Because the many special charac- 
teristics of the ''five-purpose quin- 
tuplet educational keyboard"’ have 
been recognized as useful and valua- 
ble in the teaching of children, the 
keyboard has become stock produc- 
tion at the Remington Rand plants 
and is now available to the public as 
required. 





MILLER MAKES RIBBONS AND 
RAISES PEANUTS 

When S. E. Miller, president of 
the Miller-Bryant-Pierce Company, 
Aurora, Ill., isn't busy supervising the 
making of ribbons and carbons, he 
wanders out into the backyard and 
grabs himself a handful of home- 
raised peanuts. 

Mr. Miller ambled into the office 
of the Aurora Beacon-News recently 
and, pleased as Punch, laid a bush on 
the city desk. ‘Peanuts, he said. 
“Home grown. | raise ‘em myself.” 
He explained that, so far as is known, 
it is the first time the goobers have 
been brought to maturity in the 
Aurora territory. 

Now, if he only had a roaster and 
a little wagon 








300-YEAR-OLD FOUNTAIN PEN 

A "fountain" pen to which expert 
testimony ascribes the date of 1620 
was part of a recent exhibition of 
old silver at Seaford House, London, 
England., In the display was a cata- 
logue bearing an illustration of the 
pen together with a quaint descrip- 
tion which read in part: 

"In its small compass are an ink- 
well, a quill, seal and knife—a miracle 
of ingenuity. It was the vaderecum 
of that Homeric character, John 
Leslie, the fighting Bishop of Clogher 
(1571-1671), who played an im- 
portant part for the King during the 
rebellion and the civil war in Ireland.’ 





PONCA CITY POLICE 
PLEASE PERUSE 


Gentlemen: If you have living in 
the environs of your beautiful Okla- 
homa city a gentleman named R. H. 
Williams, will you please ask him to 
communicate with Oklahoma City 
detectives before they all go crazy? 

You see, the O. C. cops have 
been hunting for a typewriter stolen 
some eight years ago from Mr. Wil- 
liams and last month they found it 


in a pawnshop. Snappy work, al- 
right, but now they can't find the 
owner who, they hear, moved out 
your way some time ago.—EVH 





DIETZ' TYPEWRITER COLLECTION 
GOES ON HOBBY LOBBY BROAD- 
CAST 


Alderman Car! P. Dietz of Milwau- 
kee, Wis., and his world famous col- 
lection of old typewriters, was intro- 
duced to the nation recently when 





ONE OF THE FIRST!I—Alderman Carl 

P. Dietz, “star” of Hobby Lobby radio 

broadcast, holds the very first experi- 

mental model of the first practical 

typewriter. (Milwaukee Public Mu- 
seum photo.) 


the "Hobby Lobby” radio broadcast 
featured them on a coast-to-coast 
hookup from New York City. 

The scope of Mr. Dietz’ collection 
of old machines was indicated to an 
interested audience when after being 
introduced by Dave Elman, of Hobby 
Lobby, he described some of the an- 
cient typewriters he had garnered 
from every section of the country. 
Among these were the following, to 
gether with a description of their 
unusual and sometimes amusing 
points: 

A Sholes & Glidden (later named 
the Remington No. |) Crandall, (in- 
laid with mother-of-pearl); Ham- 
mond, (with ebony keys) National No. 


|, (with semi-circular keyboard); 
Franklin; American, (with circular 
rubber typeband)}; Sholes-Visible, 


(the last invention of Christopher 
Latham Sholes, co-inventor of the 
first practical typewriter) and a Ben- 
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nett, small enough to slip into an 
overcoat pocket. 

But the star of the collection is 
the Sholes & Glidden machine, dec- 
orated with roses and lilies of the 
valley and originally advertised as 
"an ornament to any parlor.’ 

To introduce a little humor refer- 
ence was made to Mark Twain, who 
was one of the first to purchase a 
Sholes & Glidden machine. The 
broadcast explained how the famous 
author and tormer Mississippi river 
pilot struggled to operate the device 
for a while only to go back to pen 
and ink, at the same time notifying 
a friend in a letter that ''l am forced 
to give up the contraption. With 
pen and ink | can write a novel in two 
years. With a typewriter it would 
take me 200—and | fear | shall not 
live that long." 

Another famous author—Count 
Leo Tolstoi, the radio audience 
learned, sent for one of the first 
“writing machines” all the way from 
Russia and from then on his daugh 
ter typed all his novels. 

Appearing with Alderman Dietz 
on the radio program was Mrs. Mary 
Cowell, of Washington, D. C., a lady 
now in her seventy-ninth year, who 
is proud of having been one of the 
first typists in America. This lady, it 
was explained, started typing in 
1883 and has made her living typing 
ever since. Mrs. Cowell recalled how 
her friends were shocked at the idea 
when she got her first job and that 
a favorite joke of those days was: 
“I've just bought a new ribbon for 
my typewriter.’ With Mrs. Cowell 
at the broadcast was a 30-year-old 
No. 6 (blind) typewriter which she 
has used for three decades. 

Mr. Dietz’ collection, which has 
been mentioned often in Office Ap- 
pliances, now numbers 435 different 
machines, forty-five of which are Eu- 
ropean models. It is on permanent 
display in the Milwaukee public mu- 
seum and is one of the feature at 
tractions for visitors from every part 
of the world. 





HOW'S YOUR BRAIN? 

On the assumption that its cus- 
tomers are highly intelligent, the 
Pruitt Company of Chicago, put into 
circulation a little card containing 
the following text: 

"Read this sentence: FEDEKAL 
FUSES ARE THE RESULT OF 
YEARS OF SCIENTIFIC STUDY 
COMBINED WITH THE EXPERI- 
ENCE OF YEARS. 

"Now count the F's in that sen- 
tence. Only once, don't go back 
and count them again. 

"You will find the answer below 
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and it will tell you something about 
how good your brain is. 

"There are six F's in the sentence. 
An average intelligence finds three 
of them. If you spotted four, you're 
above average. If you got five, you 
can turn up your nose at most any 
body. If you caught all 
a genius, and a lot too good to be 
wasting your time on foolishness like 
this.” 


six, yOu re 





BUFFALO COMPANIES ON ODI- 
RECTORY HONOR ROLL 


Twelve Buffalo stationery and 
fice equipment firms are listed on the 
| 780-1939 Honor Roll in the Buffalo 
(N. Y.) city directory just published 
by the Polk-Clement Directory Com 
pany. 

Listed in the order of their 
ization dates, these are: Otto Ur 
brich Company, 386 Main street and 
222 Delaware avenue, !872; Peter 
Paul, 256 Delaware street, 1873; Mi 
lington Lockwood, Inc., Ellicott 
Square, 1884; Eaton Office Supply 
Company, Inc., 331 Washington 
street, 1895; Besser's, Inc., 267 Pear! 
street, 1897; The Alling & Cory Com- 
pany, 136 North Division street, 
1898; Allen-Wales Adding Machine 
Agency, 728 Main street, 1902; 
Ryan & Williams, Inc., 82 Pearl street 
1914; Dennis & Company, Inc., 269 
Main street, 1920; Eagle Stationery 
Corporation, 33 South Division 
street, 1922; Hoelscher Stationery 
Company, Inc., 210 Franklin street, 
1925: Remington Rand, Inc., 51 
Court street, 1928. 

The Honor Roll is an innovation in 
the directory this year. It is an alpha 
betical list of the Buffalo commer 
cial, industrial and professional con 
cerns which have demonstrated their 
confidence in the directory as an ad 
vertising medium and thus assured its 


regular publication —ATW 
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HENRY BUSE ROTARY PRESIDENT 

Congratulations to Henry W. 
Buse, tax collector of Ridley Park, 
Penna., upon election to the presi- 
Jency of the Chester Pike Rotary 





H. W. BUSE 


Club of Delaware County, Penna. 
ontn; and felicitations 
attainment of his sixty-sixth birthday 
anniversary, February 3. 

Although a star insurance sales 
man for the past ten years, Henry 
spent forty-two years in the 
tice equipment industry. He 
started in the field in 1888 with the 
F. S. Webster Company, which is 
ertainly getting a good start, (page 
C. P. Garvin) then eased into the 
typewriter division where he 
alesman extraordinary throughout a 
ong career. And a pioneer sub 
criber to this journal with never 
interest. In a paragraph 
about "your wonderful and interest 
ing magazine" and its founder, our 
old friend wrote recently—''l can 
see Patterson now, in a window on 
Nassau street, New York, working 
n a Williams typewriter and start- 
g off with his paper. ‘Time Marches 
as as 


On 


last m 


upon 
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waning 
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George H. Patterson, founder of 
this journal and inspiration to his 


MY HEART GOES STRAYING 


| ° 
Tne city 
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successors, did many _ interesting 
stunts with his Williams typewriter. 
He was the first to do portraiture on 
the writing machine. His portrait of 
Major McKinley (afterwards Presi- 
dent McKinley) was a remarkable 
likeness. It was shown in many metro- 
politan daily newspapers at the time. 

But George Patterson's initiative 
and enterprise were given greatest 
expression in laying the foundation 
of this journal, established for the 
particular purpose of coordinating 
the then unconnected units of manu- 
facture and distribution into an in- 
dustry entity—the office equipment 
industry. Mr. Patterson did not live 
to see his dream come true but what 
he visioned came to pass. And 
George Patterson's inspiration for 
constructive contribution to the 
progress of the industry ‘marches 
on. 





WRITING PAPER FROM 
COTTON? 


Because it is seeking additional 
outlets for cotton, the United States 
Department of Agriculture recently 
announced that it will soon cooper- 
ate with the Writing Paper Manu- 
facturers Association in a series of 
experiments with the end in view of 
making a small quantity of low-grade 

otton into high-quality paper. 

According to a program outlined 
by J. B. Wyckoff, chief of the gov- 
ernmental department's marketing 
section, the association will purchase 
lint cotton, spinnable waste and cot- 
ton linters for manufacture into writ- 
ing and other fine papers, with the 
association and the department di- 
viding the cost of raw materials. A 
stipulation is that participation in the 
experiments will be open to manu- 
facturers regardless of membership 
n the association. 


ait 
well! 





Ihe cany t y, |'ve known and loved them 

The canyons of the city, I've yielded to their spell! 

I've loved the towering skyline its artisans have drawn 

But now my heart goes up the hill, beyond the wood and on. 
The daylight's silent omen of scurrying crowds to come, 
The restless beat of commerce, the city's ceaseless hum 
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NEW VICTOR 10-KEY ADDING MACHINE 
A new portable, ten-key adding machine embodying 
a number of 1940 special features and improvements 
has been announced to the trade by the Victor Add- 
ing Machine Company, 3900 Rockwell street, Chicago. 
The machine, featured by a new simplified con- 
struction, light weight and a compact and attractive 
design, is noiseless, cannot slide on a desk when the 





VICTOR'S 10-KEY ADDING MACHINE 


handle is operated and is under the control of one 
hand. It has a light touch. 

Like other portable models of the Victor line the 
ten-key number is a full-duty adding machine which 
adds, lists, clears, prints visible figures and is of a 
weight slightly over eight pounds. 

Further details and illustrated literature are avail- 
able to the dealer on request to the Victor home offices. 





sini 
NEW FLUORESCENT LAMP BY FARIES 

The Faries Manufacturing Company, Decatur, Il., 

has announced a new type of fluorescent lamp for the 

business office, manufactured to retail at $10. It is of 





THE FARIES FLUORESCENT LAMP 


Fives an 
the 


a handsome and modernistic design and 
abundance of illumination which is said to be 
closest approach to daylight ever attained. 


The lamp, which is especially effective for use in 
retail stores where matching colors requires daylight, 
gives a light diffused from a long cylindrical glass 
bulb. This bulb, the manufacturer claims, produces 
the minimum of radiant heat as well as the maximum 
of light. 

Further details will be furnished on request to the 
Faries home offices. 

—-——_— 
REMINGTON RAND PRODUCES RIGHT-HAND 
MARGIN JUSTIFIER FOR TYPEWRITER 

Remington Rand, Inc., Buffalo, N. Y., has announced 
a new automatic right-hand justifying device available 
on the Remington Noiseless Model 10 typewriter, which 
will prove of considerable benefit in multilith or any 
other offset process work, as well as enabling all forms 
of typewritten copy to have a perfectly aligned right- 
hand margin. 

With the increased use of offset printing in direct 
mail, advertising and allied fields, the demand for a 
suitable right-hand justifier became widespread and 
the Remington Noiseless typewriter with the Reming- 
ton Rand device meets all requirements for such work. 
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REMINGTON NOISELESS EQUIPPED WITH RIGHT HAND 

JUSTIFYING DEVICE.—The hand holding pencil points to 

numbered part of justifier while the other is turning the small 

knob which assures automatic spacing of characters to assure 
even right hand margin. 


Used in conjunction with the Remington Rand carbon 
paper ribbon attachment it insures evenness of im- 
pression and beautiful press work without danger of 
embossing. The justifier may also be used for justify- 
ing stencils and for preparing master copies for hecto- 
graph reproduction. 

The Remington Noiseless combines all of the essen- 
tial points in this type of work. Not only does it insure 
neatness and uniformity but it produces typewritten 
copy of a quality approximating actual press work 
which reproduces with a sharpness and clearness of 
impression not obtainable by other methods. 

The increase of the use of photo-offset by publica- 
tions, and the economy effected by this method as 
against typesetting costs and multigraph work, as well 
as the speeding up of this work makes the justifier 
valuable in the preparation of inexpensive house or- 
gans, bulletin services, school and college publications 
and similar work. It permits the use of a standard 
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typewriter as a composing medium and provides copy 
similar in appearance to that found in regular news- 
papers and magazines. It also permits the typing of 
copy directly on the thin metallic sheets for either 
rotoprint or multilith reproduction. 


—- 


NEW DESK FOR MONROE CALCULATORS 

In a new calculating machine desk specially de- 
signed for use with Monroe adding-calculators, the 
Monroe Calculating Machine Company, Inc., of Or- 
ange, N. J., has overlooked nothing that will add to 
the comfort and convenience of the operator, at the 
same time speeding up figure production. 

The new desk has a cut-off at the left hand side 
which brings the operator close to the machine so that 
arm and hand motion as well as eye travel are re- 
duced to a minimum. The new desk is only 26 inches 
high, the height which tests revealed to be most com- 
fortable for machine operation. 

A sliding rack is located at the right hand side of 
the desk for holding the Monroe calculator. When the 
operator wishes to use the machine it slides forward 
to its convenient position, tilted at just the right angle 
for fast operation. While in this position there is 
plenty of room for work sheets to be placed directly 
in front of and between the operator and the ma- 





THE NEW MONROE CALCULATOR DESK 


chine, so that she has merely to raise her eyes from 
work to machine, without any tiring side-to-side head 
motion. An electric lamp fitted on the under part of 
the rack illuminates the work, the light being switched 
on and off automatically as the rack is shifted back 
and forth. When the operator has completed her 
machine work, she slides the calculator back to its 
place in the right hand corner of the desk and has 
plenty of surface for spreading out whatever other 
work she may have to do. 

The drawer space, too, has been planned for the 
operator’s convenience. The top one is shallow and 
divided into compartments for pencils, clips, rubber 
bands, and other supplies. A flat metal piece slides 
over it, forming a regular ledge when additional work- 
ing surface is needed. The middle drawer has large 
storage space for letter files, records, etc. The bottom 
drawer is primarily intended for the operator’s per- 
sonal use, and is equipped with a lock to safeguard 
her personal belongings. 

Before finally adopting the design of the new desk 
for the market, the Monroe Company had a model 
in use under actual working conditions in the office 
of a large industrial plant. In this trial, using an 
A-1 Monroe automatic multiplying calculator, it was 
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proved conclusively that the use of the new desk, with 
all its features for preventing operator fatigue, re- 
sulted in a definite increase in figure production. 
—>-. 

COLUMBIA’S NEW LINE OF DUPLICATOR INKS 

The Columbia Ribbon & Carbon Manufacturing 
Company, Glen Cove, L. L, N. Y., last month released 
for general distribution a new line of duplicator inks 
under the trade name of Columbia. Prior to being 
announced and introduced to the market the entire 
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CONTAINERS FOR THE NEW COLUMBIA INK LINE 


line of inks was subjected to a series of severe tests 
over a period of nine months conducted by the Co- 
lumbia organization’s research department. 

In addition to the tests mentioned above, the inks 
were also given a number of service tests in actual 
users’ machines before being approved for large scale 
manufacture and sale. As a result of this nine months 
of investigation and experimentation the Columbia 
organization reports the new line will operate on all 
duplicating machines, with any kind of stencil and 
under all conditions at varying speeds. 

The Columbia inks, it is said, will not bleed, separate 
or fade, nor will they deteriorate stencils. They are 
supplied in seven colors including black and are 
packed attractively in new tins, and the number 55B 
ink is furnished in a special can with a large opening 
into which the operator can dip a brush for hand 
brush applications to open cylinder machines without 


fountains. 
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FOX COMPANY’S MASONITE DESK PAD 

George E. Fox & Company, 412-420 Orleans street, 
Chicago, has announced a new Masonite desk pad 
which has met with a fine reception from dealers 
everywhere. 

The desk pad is manufactured from Lyno, a spe- 
cially-processed by-product of the Masonite Corpora- 
tion. This new type of fabricated plastic board is 


THE MASONITE DESK PAD 


leather trimmed and is an attractive accessory for any 
type of desk. 

According to the company, Lyno possesses the fol- 
lowing features: handsome appearance and reasonably 
priced, will not warp or crack from heat or moisture, 
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is immune to temperature changes, thereby eliminat- 
ing hazards of shipping and handling, and is available 
in a variety of sizes and designs, both in corner and 
panel end styles. 
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ARTILITY’S NEW “ARTFORM” CHAIR LINE 
Artility Metal Products, Inc., Elkhart, Ind., has re- 
cently announced another new suite of metal chairs 
under the trade name of the Artform. All four chairs 
comprising the series have overstuffed arms, seats and 





ARTILITY’S NO. 916 ARTFORM CHAIR 


backs which combine with a modern and attractive 
design to make a pleasing ensemble of beauty, utility 
and comfort. The two swivel chairs are supplied with 
die cast, alloy bases, combining light weight with 
maximum strength. This suite is available in finishes 
to match all lines of steel desks and files. 


—<—-e 

PRESTOVAC’S NEW RUBBER TYPEWRITER KEYS 
A new construction of rubber typewriter keys has 
been announced by the Prestovac Corporation, Oak 
Park, Ill., successors to N. S. Goudy & Company. At 
the same time the corporation reported that dealers 
and distributors are being appointed. Like all rubber 
keys the purpose of Prestovac keys is to make typ- 
ing easier and faster by softening the impact of the 





THE PRESTOVAC TYPEWRITER KEYS 


typist’s fingers upon the typewriter and by eliminating 
glare. Features claimed for the keys are light weight 
and simplicity of construction. They are attached with 
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a pressure adhesive which air-seals them in place and 
still permits their removal if desired. 

Because of the improved methods of construction of 
the keys, according to the manufacturers, the com- 
pany is able to furnish an unusually complete set 
including space bar, made of the finest rubber, and 
protected with a broad guarantee, and yet retail for 
$1.00. 

i 
ORTHOGRAPH ANNOUNCES TWO NEW 
DUPLICATORS 

The Orthograph Company, 318 San Fernando build- 
ing, Los Angeles, Calif., has recently added to its line 
of small duplicators two new models which bear the 
trade name of Postal-Graph. The larger is an auto- 
matic postcard duplicator capable of taking a four by 
six-inch card such as is used by the Agricultural Con- 
servation Association and other organizations. The 
second Postal-Graph is a smaller model which oper- 
ates on three by five-inch index filing cards. In addi- 
tion, the company also manufactures several other 
models which have been described and illustrated from 
time to time in Office Appliances. Complete infor- 
mation on the entire line will be furnished dealers 
on request to the home offices of the Orthograph 
organization. 

—<—-e-. 
GLOBE’S “MICHIGAN” DESK 

Marked by a modern construction which involves an 
all wood exterior on a steel frame, a new line of 
office desks, trade named the Michigan, has been 
introduced to the field by the Globe Furniture Com- 
pany, Box 392, Grand Rapids, Mich. 

Illustrated here is the No. 6064, size 60 by 34 inches 
flat, with a genuine mahogany exterior. The interior 
of all drawers is of steel and they operate on full 
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floating ball bearing runs which eliminate sticking. 
Other special features of the line are: fifty per cent 
more usable drawer space over previous models; ball 
bearings instead of rollers to eliminate noise; drawers 
automatically stop after full extension and are easily 
and quickly removed; a double drawer with over 25 
inches of filing space and an easily operated steel 
follower block. 

The desk is also equipped with cross file index 
and card trays, 3 by 5, 4 by 6 and 5 by 8 inches, 
available in any drawer. Another special feature is 
the placing of inside legs so that they are out of 
the way, and a patented pedestal and center drop 
horizontal typewriter mechanism in some models. 
Drawer fronts are of five-ply quartered walnut veneer. 

The Michigan line includes all standard sizes in 
modern and commercial designs. 

Illustrated literature or further particulars on the 
many and varied models manufactured by the com- 
pany in various kinds of wood will be furnished to 
dealers on request to the Globe Furniture Company’s 
home offices in Grand Rapids. 
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TWO NEW HEYER HAND FEED DUPLICATORS 


The Heyer Corporation, 911 West Jackson boulevard, 
Chicago, has announced the addition of two new hand- 
feed models to its line of Lettergraph stencil dupli- 
cators. 

These new machines—the models C-1 and C-2, differ 
only in that the former has an open, perforated cylin- 
der which is inked from the inside with a brush, while 
the latter has an automatically inked cylinder made 





ONE OF THE NEW HEYER 

DUPLICATORS. — (Right) 

Heyer’'s patented self-inking 
cylinder. 


according to the newly-patented design announced 
by Heyer recently. 

The C-1 and C-2 are both legal size machines and 
are equipped with adjustable side guides and a clever 
new adjustable back top which allows the paper to be 
fed from a stack on the feed table rapidly and accur- 
ately. Both machines are built on the same frame- 
work as the Lettergraph models C, D, and E which are 
automatically fed, and both are equipped with the 
same automatic feed as the model C. 

Models C-1 and C-2 sell, complete with supplies, for 
$21.95 and $34.95 respectively. 

ee a 


NEW WOOD STAMP PAD BY SUPERIOR 


Ending several months of experimentation and re- 
search, the Superior Type Company, 1800 West Larch- 
mont avenue, Chicago, has recently placed on the 
market the Coronet wood pad and Coronet marking 
fluid in five dense and vivid colors. They are red, blue, 
violet, green and black. 

The special wood used for the pads is selected for 
its ability to feed to the surface just enough fluid to 
ink a rubber stamp evenly and uniformly. The Coro- 
net fluid is fast drying, waterproof and non-hydro- 





OPEN AND CLOSED CORONET STAMP PAD 


scopic (will not give off or take on an appreciable 
amount of moisture in varying climates). 

The new pad is made in one size only and is listed 
as the No. 1, retailing for fifty cents. 
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BROWN TO PRODUCE FOUR NEW PAPER GRADES 


The L. L. Brown Paper Company, Adams, Mass., last 
month announced four new grades of paper to be 
added to its output for the benefit of dealers through- 
out the country. 

The new papers are of secondary 100 per cent rag 
and 50 per cent rag grades. In each of these grade 
levels the Brown organization has produced a new 
ledger and a new bond. Of these the 100 per cent 
grades have been named Forward Linen Ledger and 
Forward Bond, while the 50 per cent grades are desig- 
nated as Escort Ledger and Machine Posting and 
Escort Bond. 

The four papers have the general properties char- 
acteristic of all L. L. Brown products which include 
perfectly balanced bursting, folding and tearing 
strength, flawless writing and erasing surfaces, a dis- 
tinctive finish assuring smoothness without glare, an 
adaptability for all forms of printing and ruling, and 
uniformity. 

ee 


PRONTO’S NEW STEEL SORTER 

The Pronto File Corporation, 349 Broadway, New 
York City, last month introduced to the trade a newly 
designed steel sorter, constructed for use in any type 
of office and made to sell for $22.49. 

Finished in an oven-baked olive green enamel and 
listed as the No. 350B, the sorter has twenty-seven 
gliding compartments for easy access to contents. It 
can be labeled from A to Z for filing purposes and 








THE PRONTO NO. 350B STEEL SORTER 


can also be used as a work organizer, mail distributor 
or sample rack. Dimensions of the compartments are 
914 by 12 by 3% inches, while the sorter dimensions 
are 52 inches high, 30 inches wide, and 1234 inches 
deep. 

Further particulars will be furnished to dealers on 


= 7 request to the company’s home offices. 


NEW SOCIAL SECURITY PAYROLL SYSTEMS 
BY MASTER-CRAFT 


Master-Craft Corporation, the loose leaf division of 
The Shaw-Walker Company, Kalamazoo, Mich., has 
developed new payroll checks and systems to meet the 
requirements of the Social Security act. Through their 
new development, Kopi-Spot, a new process of carbon- 
izing on a limited area, two or more clear copies of 
any business form can be made at one time and in a 











40 


convenient, practical manner. Under the Social Se- 
curity act four records are necessary for accurate ac- 
counting and to comply with the law. Using Kopi- 
Spot makes practical a simultaneous preparation of 
the four necessary records: (1) a payroll check for 
each employe, (2) a statement of earnings and deduc- 
tions, (3) the earnings ledger for each employe, and 
(4) the payroll journal for the period. These records, 
prepared on accounting machines or typewriters, are 
made economically and practically by means of Kopi- 
Spot. 


oe 
NEW HANDI-PEN SERIES BY SENGBUSCH 
The Sengbusch Self-Closing Inkstand Company, 215 
Sengbusch building, Milwaukee, Wis., has announced 
to the trade a new series of Handi-Pen desk sets of 
which the No. HP-6, illustrated here, is a member. 
Streamlined and attractive, the HP-6 embodies a 
new “tip-in-ink” feature which prevents creeping of 
ink to the finger grip. There is no over-supply of ink 





THE HP-6 HANDI-PEN DESK SET 


to be spilled if the set is mishandled. By an ingenious 
construction the compartment, holding from six 
months ‘to one year’s supply of ink, is closed from the 
front compartment by the pen socket. 

A narrow Slit in the socker feeds, by capillary attrac- 
tion, direct to the pen feed only enough ink for in- 
stant, smooth writing. This special feature is included 
in a number of the sets in the complete line. 

Designed by Barnes and Reinecke, the HP-6 is avail- 
able in a number of colors including plain black or 
green, gunmetal or antique copper finish. It may also 
be had mounted on a two-tone base with either one 
set or with two sets. 
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NEW FLOOR MODEL KARDEX 


The Systems Division of Remington Rand, Inc., 
Buffalo, N. Y., has developed a unique new business 
control system in the form of an improved floor model 
Kardex unit. The inverted position of the Kardex 
cabinet on wheels provides ready portability to the 


executive’s desk of up to 1254 records at a single time 
for analyzing the status of delinquent ledger accounts, 
analysis of sales records or inventory conditions 

The slides are easily ejected, by a slight pull, and 


when fully extended drop into a flat, horizontal refer- 
ence or posting position. This arrangement is rapid 


OFFICE APPLIANCES 


in operation, reducing the operating cost of visible 
record keeping. Other advantages are a saving of 
floor space and it provides a more attractive office, due 
to styling and low height. 

Remington Rand executives state that the improved 
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THE FLOOR MODEL KARDEX 





floor model Kardex is but one of the many new items 

to be announced in 1940 to back up their “Kardex 

Visible Systems of Business Control route ‘lazy dollars’ 
from office management” slogan. 
—<—_>_<- — 

NEW POSTURE CHAIR BY JOHNSON 
The Johnson Chair Company, 5501 West North ave- 
nue, Chicago, has recently announced a new addition 


to its line of posture chairs known to the field by the 
trade name of PosChairs. The series includes chairs 





JOHNSON NO. 1718-LK CHAIR 


for executives, stenographers and all other clerical 
workers. 

The new chair is listed as the No. 1718-LK. Com- 
fort of the user is assured by a soft seat and pleated, 


padded back. Like other numbers in the line the 
1718-LK has four “personal” adjustments so that 
it exactly fits the body of the individual user. A 


(Turn to page 84, please) 
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The Guest Book 


Jack R. Laws, Springfield, Ill., visited the offices of 
this publication December 28, just a day too late to get 
this paragraph in the January number. He was in 
Chicago visiting manufacturers and expected to return 
shortly after the first of the year for another visit 
before getting out into his territory. He was gratified 
at the cordial reception to the presentation of his 
wares, particularly during the last two or three months 
of the old year. 


O. D. Mann of Houston, Tex., was in Chicago on 
January 11 and registered with this office by telephone. 
He represents several manufacturers including The 
Leopold Company and The B. L. Marble Chair Com- 
pany. When he phoned he was about to leave for 
Bedford, Ohio, to visit the latter concern. He was 
enthusiastic about the outlook for the ninth district 
meeting to be held in New Orleans March 25 and 26. 
This will be the first meeting in that district since it 
was extended to include Louisiana and Mississippi. 


Sterling Lord, secretary, The Leopold Company, 
Burlington, Iowa, gave us the pleasure of a Call 
January 15. Reflecting upon which, later, reminded 
us of a statement of the late Glen Buck—“every 
business Man should read Thoreau’s Walden because 
it has nothing to do with business.” Which reason 
he might have given for interest in Boy Scout work 
and for developing understanding of art. But inter- 
est in “Walden” philosophy, in Scout activities and 
appreciation of art which last is in part the high- 
est skill in expressing harmony of sound, harmony 
of design and harmony of color, has considerable 
effect upon business. For that with which the mind 
is particularly impressed is reflected in the daily 
tasks; is, consciously or unconsciously, expressed in 
the principle and practice of the business in which 
one is engaged. But remarking upon which has noth- 
ing to do with the fact that the hand and machine 
tools in the Leopold plant are in full orchestration. 
A harmony of sound more pleasant to the ears of a lot 
of people than a Chicago symphony. And significant 
of the tempo of the office equipment industry in 
general and of the office furniture division of the 
industry in particular. 


Henry Guth, Allentown, Penna. (residence, Wescoe- 
ville, suburban Allentown), manufacturers’ agent, rep- 
resenting The Marble & Shattuck Chair Company, 
Cleveland; Mutschler Bros. Company, Nappanee, Ind.; 
(Samson tables) George E. Fox & Company, Chicago, 
and Hoosier Desk Company, Jasper, Ind., looked in 
upon us January 20. In Chicago several days seeing 
the Fox Company and “looking around.” Had similar 
visits in Cleveland and Nappanee on the way out. 
Having served as sales manager for Mutschler Bros. 
Company a number of years the time at Nappanee 


was something of a visit with home folks. But the 
trip there was from Elkhart at midnight; a ride 
that turned out to be exciting and which will be 


remembered by the participants as the midnight ride 
of Henry Guth. Next stop—Jasper—then across to 
Virginia to cover part of his territory on the way 
back home. Enthusiastic over his “lines” and opti- 
mistic about business. A gentleman farmer with a 
beautiful estate at Wescoeville which is near Allen- 
town, Mr. Guth modestly calls himself a peddler. He 
is salesman plus—and business is good wherever he 
goes. Having some Pennsylvania Dutch corpuscles and 
having fed upon delectable “souse” and “ponhorst” 
we are particularly responsive to the P-D point of 
view. Its appraisals are generally sound. 


B. A. Tuttle, South Bend, Ind., pulled our latch- 
string January 25th, reporting South Bend pretty 
much in flourish with sizable payrolls in the several 
big industries there. Stationery and office equipment 
lines doing very well. Since disposing of his busi- 
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ness a few years ago Mr. Tuttle has done occasional 
special work in the field. Now planning to become 
more active in some division where he can apply his 
varied experience. 
—_- -- 
PERKINS BROS. IN 75TH YEAR 

The stationery store of the Perkins Bros. Company, 
Sioux City, Iowa, is one of the best known and most 
important of that firm’s interests which include a 
newspaper—the Sioux City Journal—a radio broad- 
casting station (KSCJ), and printing plant, a litho- 
graphing plant and a book bindery. 

And this month the huge organization is celebrating 
its seventy-fifth anniversary as well as the seventieth 
year in which it has been, wholly or in part, under 
the direct control of the Perkins family. 

The stationery store occupies a spacious storeroom 











ARTHUR BERGSTROM 





W. R. PERKINS 

on the main floor of the imposing Journal building, 
housing the newspaper which recently celebrated its 
diamond anniversary, having come into being in 1864. 

The stationery department is almost as old as the 
newspaper and through the years has gained a dignity 
which has added prestige to the Perkins name. It 
employs a staff of travelers who cover a territory as 
far away as Wyoming and Montana. 

The history of this department is also the history 
of Will R. Perkins, vice-president of the firm, and is 
his special undertaking. He worked in it as a boy and 
as a young man he was its manager. It is Mr. Per- 
kins’ special pride that his interest in the stationery 
department continues without interruption. 

For the past fifteen years the manager of the sta- 
tionery department has been Art Bergstrom, well 
known and popular throughout the trade. Under his 
direction the department has grown and prospered. 
Like Mr. Perkins, Mr. Bergstrom has devoted practi- 
cally a lifetime to the company’s interests, chalking 
up a service record of twenty-eight years since he first 
signed on as a boy. 

Mr. Perkins, the present active head of the organiza- 
tion, is the son of George D. Perkins, the original 
founder of the company. 

Se 
FANDORF JOINS KOH-I-NOOR 

Walter C. Fandorf, formerly connected with the 
Hampton Manufacturing Company and the Devoe & 
Raynolds Company, last month joined the sales staff 
of the Koh-I-Noor Pencil Company, Inc., Bloomsbury, 
N. J. 

>_> 
SPENCERIAN DISCONTINUES SALE OF 
RIBBONS AND CARBONS 

Donald McLeod, president of the Spencerian Pen 
Company, New York, N. Y., last month announced that 
his company has discontinued the sale of ribbons and 
carbons. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades 


Association of Great Britain and Ireland, 


6 St. Bride Street, London, E. C. 4. 


Mr. Vincent Jackson, who served in the Royal Flying Corps during the World 

War, has been granted a commission in the R. A. F. volunteer service, where he 

will be connected with the administration department. Mrs. Elliott will take 
over Mr. Jackson’s work “for the duration.” 


London, Ist January, 1940 

It is New Year’s eve over the radio and I am hearing 
menfolk of bonnie Scotland singing “The Bonnie 
Banks of Loch Lomond” bravely marching to the lilt 
of this Scottish air and doubtlessly wondering what 
1940 may have in store for them. My thoughts in- 
stinctively turn to the Scotsmen in the office appliance 
industry, cheerfully braving all the essential difficul- 
ties of present day circumstances, determined and 
courageous—men like H. C. Davidson of Comptometer 

-hampered by many restrictions but smilingly over- 
coming all obstacles, discovering new ways and bye- 
ways to achieve the desired end and none to the detri- 
ment of old England. 

* * * 

Christmas proved very similar to previous Christ- 
mases, greetings were exchanged and everyone ap- 
peared to behave as on similar occasions. There was 
much festive fare and gifts, and everywhere apparent 
the true spirit of Christmas and “We sing as 
we go on the broad highway,” shops profiting materi- 
ally thereby. The morale of the people remains un- 
shaken and as an illustration of the spirit in which 
we carry on, a Scotsman related to me the following 
true story about a certain famous umbrella, the inci- 
dent happening within a few days of Christmas. This 
particular Scotsman being a Fellow of the Royal Zoo- 
logical Society paid his accustomed Sunday visit to 
the zoo and not forgetting the monkey house and 
being conversant with the habits of certain inhabi- 
tants thereof, my good friend made a bee line for 
them, to find that a certain famous gentleman 
together with his lady guest were also aware of the 
likes and dislikes of habitues of the monkey house, 
and had preceded him. To the Scotsman’s delight the 


famous umbrella had been borrowed by the lady and 
was being 
favourite. 


to pass tempting morsels to her 
and 


used 
What a use for a famous umbrella 


it is to be deplored the Scotsman was minus a camera. 
Thus are interspersed the serious and everyday hap- 
penings of the moment. 

* * * 

This month’s issue of Imperial News—house organ 
of the Imperial Typewriter Company, Limited—con- 
tained, what I thought, an excellent season’s greet- 
ings, “The directors and staff of the Imperial Type- 
writer Company, Ltd. send their Christmas greetings 
to all their agents and dealers and to their many 
clients who have supported them in the past. Even 
though this Christmas is clouded by war it can make 
no difference to the many friendships we have made 
and we feel sure whatever trials we may have to face 
those friendships will endure. To those serving 
the country with the forces we send _ especial 
greetings, we are proud to be associated with them and 
we wish them a speedy and victorious return. We 
look forward with confidence to the future. We believe 
that the nations should be able to achieve the har- 
mony that exists in business relationships which are 
based on mutual trust and a spirit of goodwill.” 

- ~ * 

Many firms are actively exploring the avenues of 
business reorganization in readiness for after the war 
adjustments and “we pay as we go” the theme upper- 
most in the minds of most leaders of the industry. 
Mainly they are trying to profit by previous experi- 
ences. Restrictions to-day may prove to be the narrow 
and thorny way to the wide gateway of future peace 
and prosperity. 

One thought is likewise apparent in the office appli- 
ance industry—the necessity for maintaining a united 
front and keeping the flag of the industry flying at 
all costs. This necessity is fully realized by both the 
British manufacturer and the importer and that a 
divided industry would eventually react to the detri- 

(Turn to page 146, please) 
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A brain, a girl 
and a typewriter 
and youre all set to 


Make and/or Save Money 


with a Mimeograph duplicator 
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SAID THE BOSS TO THE SECRETARY— 
“We've had these problems for years.” 
SAID THE SECRETARY TO THE BOSS— 
“Why haven’t we had the Mimeograph duplicator before?” 


The Mimeograph duplicator is a great prob- 
lem-answerer. That goes for problems of produc- 
tion, red-tape cutting and problems of telling 
customers, employees and friends what you want 
them to know. It answers those problems fast 
and economically. 

The visibility of fine Mimeograph copies when 
properly made with Mimeograph brand stencil 
sheets and inks is equal to the standards set for 
schools. When you save eyes you save time; and 
when you save time you save money. 


There are four new streamlined models at four prices, and there 
is probably a Mimeograph distributor in your city to tell you 
about them. He is listed in your Classified Telephone Directory. 


will 


raph 























MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the .S. Patent Office 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF 





NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH IN 


EVERY DIVISION 


OF THE INDUSTRY 








MISCELLANY 
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U.E.F. MAKES THREE IMPORTANT APPOINTMENTS 


Three important appointments involving sales man- 
agerships of various divisions last month were an- 
nounced by the Underwood Elliott Fisher Company, 
New York, N. Y. The three men and the positions they 
will fill are Norman D. MacLeod, sales manager of the 
Sundstrand adding machine division; Walter J. Wendt, 
sales manager of the supply division, and James D. 
Donovan, sales manager of the Underwood typewriter 
division. 

Mr. MacLeod started his career selling Underwood 
bookkeeping machines in Boston during April, 1922, 
and, in 1929, acted successfully as an Underwood type- 
writer sales representative in the same city. He was 
promoted to the position of manager of the Worcester, 
Mass., office in September, 1932. As the result of his 
splendid work in this capacity, Mr. MacLeod was called 
to the home office of the company in October, 1936, 
to assume leadership of the supply division. 

Mr. Wendt joined the company in 1929 as a supply 
salesman in New York City, and in February, 1936, was 
selected a special supply representative for the Eastern 
and Atlantic districts. After several months on this 
job, Mr. Wendt was advanced to the position of special 
representative for supplies for the United States and 
spent most of his time traveling throughout the ter- 





N. D. MacLEOD W. J. WENDT 


ritory and conducting educational sales meetings and 
assisting salesmen in actual contact work. 

Mr. Donovan started his career selling adding ma- 
chines in Oswego, N. Y., seventeen years ago. Early 
in 1926 he was called to the home office of the Sund- 





strand Adding Machine Company at Rockford, IIl., 
to do sales promotion work, and, at the time of the 
merger of the Sundstrand and Elliott Fisher inter- 
ests in 1927, he was appointed to the sales education 





J. D. DONOVAN 


division. When the Underwood Elliott Fisher Com- 
pany was formed in 1929, he was promoted to the 
position of sales educational director, which he held 
until his appointment as sales manager of the adding 
machine division in 1936. 





EXCUSE US., rLEASE 

In presenting the article entitled “Meeting of Min- 
isters of Foreign Affairs of the American Republics,” 
on page 15 of the January issue, reference to Mr. L. S. 
Rowe, Director General of the Pan American Union, as 
the author was inadvertently omitted. Permission to 
reprint the article from the November Bulletin of the 
Pan American Union was not only generously granted 
by Mr. Rowe, as indicated, but his office extended 
much-appreciated codperation in providing the cut of 
the flags shown on page 15 and photo of the Gallery 
of Flags and Heroes in the Pan American Building at 
Washington, D. C., reproduced on page 12. 

> * - 





In the January issue appeared a classified news item 
announcing the opening of an office by H. T. Lam- 
bright in the Stearns building, Asheville, N. C. This 
was in error in that Mr. Lambright’s new office is in 
Stateville, N. C., but his home, to which he repairs 
every week-end, is in Asheville, 109 miles away. 
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New speed, less fatigue, through the 
hardest day’s work with this new 
easy-action L C SMITH typewriter. 
New typing aids, also, to save time 
and energy. For example: 


A remarkable Automatic Margin Set 
(both right and left stops controlled 
by a single lever). New Concealed 
Touch Selector... New Linespace 
Mechanism. Retained, too, are the fa- 
mous Smith Floating Shift, Inter- 
changeable Platen, and other features 


New freedom for secretaries 


making for speed and operating econ- 
omy. 

You should see this machine, of 
course. Better yet, have your secre- 
tary try it...and enjoy the new free- 
dom which its continued use will 
give. Free demonstration in your 
office... phoue any L C Smith branch 
office or dealer. 


L C Smith & Corona Typewriters Inc 
Desk 2, 191 Almond St.,Syracuse,N.Y. 














SECRETARIES: Send 
coupon forthis new 
edition of “Tips to 
Typists”...a useful 
little booklet of 
time-saving ideas 
on typing. Free on 
request. 


LC SMITH 


.-» LOMORROW’S TYPEWRITER— TODAY! 
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MEETINGS—CONVENTIONS—DINNERS 





WHITE TO HEAD 12:30 CLUB OF NEW YORK 

Gerard D. White, Acco Products, Inc., was elected 
president of the Stationers 12:30 Club of New York 
City at that organization’s annual luncheon held Jan- 
uary 6, at Gassner’s restaurant. Gerry, as he is known 
to hundreds of friends in the East, well deserves the 
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distinction, having served the club as secretary dili- 
gently and with untiring good humor. 

Other officers elected to serve with Mr. White are 
vice-president, Ben Okin, Victor Safe & Equipment 


Company; secretary, Harold Atwood, manufacturers’ 
representative; treasurer, George C. Wheeler, OFFICE 
APPLIANCES. 


The new board, of which D. N. Briggs, Sun Rubber 
Company, is chairman, is composed of the following: 
E. F. Dooley, Wilson-Jones Company; H. S. Bradford, 
American Pad & Paper Company; Louis Caracci, Nor- 
Wood Company; Charles Epifano, Automatic Pencil 
Sharpener Company; Benjamin Sandner, Russia Ce- 
ment Company; E. B. Rogers, Koh-I-Noor Pencil 
Company; Nat Kremer, Kremer Company, and Phil 
Coulter, Ontario Specialties. 

The election of officers followed closely upon the 
club’s annual Christmas party which was staged De- 
cember 27 at the Aldine Club, New York City. Like all 
other functions this event was a strictly informal 
affair with everyone enjoying a spirit of fun and good 
fellowship. 

A delightful beef dinner was served and relished, 





followed by an interesting and varied entertainment. 
It was one of those jolly good times which always 
characterize 12:30 Club activities. 

Chairman Caracci, assisted by Mr. Briggs and the 
committee did a great job in the opinion of everyone 
attending the party. 


MEMBERS OF THE STATIONERS 12:30 
CLUB OF NEW YORK GATHER FOR 
CHRISTMAS PARTY.—The Aldine Club. 
New York City, was the scene of the 
meeting on December 27 when stationer- 
members got together for an excellent 
dinner and a program of entertainment. 


ALL-STEEL-EQUIP HOLDS ANNUAL SALES 
MEETING 


With the arrival last month of forty-five sales rep- 
resentatives from practically every section of the 
country, the All-Steel-Equip Company, Aurora, IIl., on 
January 4 opened the most successful and enthusiastic 
three-day sales conference in the history of the or- 
ganization. 

This gathering of the A-S-E clan was held in the 
Hotel Leland in Aurora where President John Knell, 
flanked by his staff of executives, was on hand to 
greet and bid welcome to the delegates. After the 
visitors had been given ample time to be assigned to 
rooms and to brush up, they were conducted to the 
hotel’s Sky room where an informal “get acquainted” 
session gave everyone time to shake hands, discuss 
the weather and renew acquaintanceships between 
men come together from the four corners of the 
United States. 

The opening day Officially began with a tour of 
plant No. 2 with the opening business session opening 
directly after lunch. Vice-President Frank R. Mc- 
Quown was in charge of the sales conference with 
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ALL-STEEL-EQUIP COMPANY'S PRESIDENT’S DINNER AT AURORA, JANUARY 6 


This gathering of the A-S-E clan in the Sky Room of the Hotel 
Leland, Aurora, Ill., brought to an official end a three-day 
sales conference in which executives of All-Steel-Equip, 
headed by President John Knell, met with sales representatives 
from every section of the country. The convention was one 
of the most enthusiastic and interesting in the history of the 


company. Standing at the speakers’ table (rear) from left 
to right are Alex Patterson, manager, Southern district; Ray 
Reilly, manager, New York office; J. C. Lisle, manager, Kansas 
City office; John Knell, president, All-Steel-Equip Company: 
B. G. Wiley, assistant general sales manager; W. F. Gigliotti, 
manager, Texas district; H. L. Breitenstein, manager, Detroit. 
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alt 


LESS COST— 





Sell Them COLUMBIA DUPLICATORS! 


* ALL PURPOSE * ECONOMICAL * POPULAR PRICED 





D UPLICATING is a necessary part of every business. The 
countless jobs where small quantities of copies are required, 
make every office, factory, store, school, ete., in your vicinity a 
perfect prospect for the new, popular priced Columbia 
Duplicator. 

The Columbia Duplicator is simplicity itself. With no type 


to set, no stencils to cut, no gelatine films to change — the 














Columbia Duplicator has the advantages of a large, expensive 


tee gelatine roll machine in a small, compact, portable, economical 
duplicator. With its exclusive features and wide application, 
you can achieve a gratifying sales success! Write for complete 


information now. 





PUSH CARRIAGE 
FORWARD & BACK 











COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. L., N. Y. 





Special Hand Roller Carriage 


A new attachment, designed to speed up production on 





long runs and facilitate the handling of all duplicating 7 i 5.31: 5 St.: 
work. Nothing to adjust—placed on the printing sur- New York: 305-313 East 45th St.; WITH 

face of the Columbia Duplicator, it is ready for opera- Kansas City, Mo.: Dwight Bldg. 

tion. Its simple principle of feeding and stripping Factories: MILAN, ITALY; LONDON, ENGLAND; GELATIN ROLL 
gives the speed and performance of larger and costlier SYDNEY, AUSTRALIA 


machines at an extra investment of only $5.00. 


COLUMBIA 


GELATINE ROLLS & HECTOGRAPH CARBON PAPERS 
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EXECUTIVES AND DELE- 

GATES AT THE ALL-STEEL- 

mgd SALES CONVENTION 
Ed. Hess, Indianapolis; A. E. 
Malmer, field manager: A. F. 
Erickson, secretary-treasurer 
and works manager; L. L. 
Geil, Pacific Coast. 

2. C. L. Blake, Wisconsin rep- 
resentative; J. W. Rhea, St. 
Louis district manager: O. 
Blankenbaker, Fort Wayne 
(Ind.) representative. 

3. F. B. Barr, special repre- 
sentative; Alex Patterson, 
Southern district manager; 
Roger Dennett, New England 
district manager; D, C. 
Brown, N. Y. State; E. L. Nu- 
gent, Eastern representative; 
H. W. Burgert, electrical 
division. 

4. H. L. Breitenstein, manager, 
Detroit office. 

5. (R to L) John Knell, presi- 
dent, and F. R. McQuown, 
vice-president, All-Steel- 
Equip Company. 

6. L. G. Taylor, manager, Chi- 
cago office. 

7. H. Perry, Massachusetts rep- 
resentative; Manly Green, 
Buffalo; Ted Lewis, Washing- 
ton; F. A. Saaf, chief engi- 
neer; S. Kambic, Chicago; 
Phil Ayton, Washington, 
D. C. 

8. W. J. Rees, special repre- 
sentative; B. G. Wiley, as- 
sistant general sales man- 
ager. 

9. King McKown, West Virginia 
representative; G. A. How- 
land, New York representa- 
tive; Ray O. Reilly, manager, 
New York office; J. J. Wolf, 
St. Louis representative. 


Assistant General Sales Manager B. G. Wiley acting 
as general chairman of the convention, and under the 
skillfully arranged program of the two men each 
session was arranged to include a balanced diet of 
business and entertainment. Throughout the entire 
three days, Messrs. Knell, McQuown, Wiley, together 
with A. F. Erickson, secretary and treasurer, and As- 
sistant Secretary and Treasurer M. H. Snyder devoted 
every hour to making the delegates feel at home. In 
this they were enthusiastically supported by every 
member of the A-S-E organization. The three-day 
program follows: 
Thursday 

Tour of plant No. 2, luncheon, technical discussions 
of filing equipment, storage cabinets, Patrician shelv- 
ing, engineering data, and DS files after dinner in the 
evening. 

Friday 
Tour of plant No. 1, tour of general office, discussion 








OFFICE APPLIANCES 


of filing equipment and then lunch. In the afternoon: 
shop equipment, filing equipment, and lockers after 
dinner in the evening. 

Saturday 

Discussions on lockers, desks, office methods, shop 
equipment, the electrical division, the credit depart- 
ment, the accounting department, A-S-E advertising. 

On Saturday evening the convention came to an 
official end with the “President’s Dinner’ which was 
held to coincide with the company’s twenty-eighth 
anniversary of its founding. 

Mr. Wiley, forgetting his sales managership worries 
for the time being, took over the role of master of 
ceremonies and did a capital job of showing the visi- 
tors how to forget business. After an excellent steak 
dinner with all the trimmings he introduced President 
Knell, who delivered the president’s address; Vice- 
President McQuown, who spoke briefly on “Our Sales 
Horizons,” and Mr. Erickson, whose theme was “Gears 





SOME MORE VISITORS SNAPPED AT THE ALL-STEEL-EQUIP SALES CONVENTION 


FROM LEFT TO RIGHT: Larry Kent, manager, Wash- 
ington, D. C., office; J. C. Lisle, manager, Kansas City, 
Mo., office: W. H. Neefus, New Jersey representative; 


R. J. Nyce, manager, Pennsylvania district; W. F. Gig- 
liotti, manager, Texas district; J. W. Goodhew, Southern 
representative. 
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Bassick 


CASTERS 90 FLOOR PROTECTION EQUIPMENT 








BASSICK RUBBER 
CUSHION SLIDES 


A small product with a large 
market—and an attractive profit. 









Every customer who uses chairs 
is a prospect. You can sell them 
to schools, churches, restaurants, 
offices, hotels, ete. 














THE BASSICK LINE IS COMPLETE WITH EVERY TYPE OF PRODUCT 
TO SERVE YOUR CUSTOMERS’ NEEDS ... PROTECT THEIR FLOORS 





DIAMOND ARROW CASTERS 


The largest-selling office chair casters 
in the world . . . with the full floating 
ball bearing construction that has 


made them the standard of quality 











as well. 
ATLASITE CUPS NOMAR RESTS RUBBER DESK SHOES 
You'll find it easier “ BAS ees hoe ality prod- 
s for offic 


THE BASSICK COMPANY ¢e BRIDGEPORT, CONNECTICUT 





The world’s largest manufacturers of Casters and Floor Protection Equipment 
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in Mesh.” After that the men settled down to an 
evening of entertainment. 
SS en 
BOSTON STATIONERS ALL SET FOR 52ND 
ANNUAL BANQUET 

With a half-dozen committees just about finished 
with their plans for the event and stationers from all 
over New England impatiently awaiting the day, the 
fifty-second annual banquet of the Boston Stationers 
Association will be held February 13 in the Hotel 
Statler, Boston, Mass. 

Arthur L. King, chairman of the publicity committee 
and, incidentally, one of the busiest men in New Eng- 
land at the present time, has promised a banquet and 
entertainment to eclipse all of the fifty-one previous 
affairs. A dinner second to none will, of course, be 
the highlight, followed by a program of entertainment 
guaranteed to please and Ken Reeves’ orchestra for 
after-dinner dancing. 

It is expected a full report of the annual affair will 
be presented in the March issue. 

_——— =o 
COLUMBIA RIBBON HOLDS MEETING SERIES 

The Columbia Ribbon & Carbon Manufacturing 
Company, Inc., Glen Cove, L. I., N. Y., started the new 
year with its entire staff pepped up by a series of 
enthusiastic sales meetings at the home office, in 
Chicago and in Kansas City, Mo. 

The lull between Christmas and New Year was used 
by the company to stage its annual sales convention 
for the men of the Glen Cove unit who cover the 
eastern part of the country. The meeting was held at 
the home offices and was participated in by fifteen 
Columbia salesmen from the eastern territory as well 
as those who cover New York City and Philadelphia. 
In attendance also were branch managers from Cin- 
cinnati, Nashville, Pittsburgh, Philadelphia and New 
York. 

The group reviewed the progress made during 1939, 
refreshed their acquaintance with manufacturing op- 
erations and mapped out the sales campaign for 1940, 
everyone present agreeing in the belief that the new 
year will mark a great increase for American business. 

The seventh annual meeting of the company’s 
Kansas City and Minneapolis branches was held in 
the Hotel Continental, Kansas City, on December 27, 
28 and 29. As in previous years Branch Manager R. 
C. Moore presided over an enthusiastic gathering with 
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each member of the Kansas City branch proud to 
announce that for the seventh consecutive year the 
year just closed was the best in the history of the local 
office. 

At Chicago was held a joint meeting of the local 
and the Milwaukee branches on January 5 and 6, with 
Chicago Branch Manager Carl Land presiding. In 
addition to the two regular staffs the meeting was also 
attended by F. R. Nichols, general sales manager of 
the company; Mr. Moore of Kansas City, and Henry 
Graf of the Columbia duplicator service department. 
The latter gave an interesting talk on the various 
applications of gelatin and spirit duplicators. 

On Saturday, January 6, the business meeting was 
held in the company’s conference room at 327 South 
LaSalle street, followed by a luncheon at the LaSalle 
hotel. 


—<—>- —— 
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HAMILTON PRESIDES AT ADVERTISING CLUB PARTY.—More 
than 250 gathered on December 20 for the Christmas party 
of the Cincinnati Advertising Club over which Clarence W. 
Hamilton, sales promotion manager of The Globe-Wernicke 
Co., presided. At the speakers’ table, shown above, were 
(L to R) Congressman Clarence J. Brown, Mr. Hamilton, Mayor 
James Garfield Stewart, Stanley Ferger, president of the Adver- 
tising Club; Congressman Charles Elston, Harry Blaney and 

Al. H. Apking. 

anislip Sling. cic 


ARMSTRONG TO HEAD S. & P. BOARD OF TRADE 

H. W. Armstrong, Joseph Dixon Crucible Company, 
was elected president of the Stationers & Publishers 
Board of Trade at the annual meeting of that organi- 
zation held January 16. Other officers who will head 
the association with President-elect Armstrong are: 

First vice-president, Louis Ewerling, L. E. Waterman 





KANSAS CITY MEETING OF COLUMBIA RIBBON AT HOTEL CONTINENTAL 


Front row. left to right: W. J. Fitzgerald, Mer- 
cedes Bell, Martha Weis, Ed. F. Perkins, R. C. 
Moore, Glen Evans, Pauline Lisser, Mrs. S. A. 
Sweet, Mervin Sowell. Second row: Eddy 
Talbert, Charles Wallace, Raymond Fagen, 
Isabel Spencer, Mrs. E. R. Spengler, Otto 


Kuntz, Margaret Beck, W. W. Epps, Verne 

Palmer, Clarence Payne, Frank Ruland. Third 

row: Bill Calegari, William Brimer, Francis 

Essig. Hugh Gibbens, George Seaver, Chet 

Smith, Earl Norman, Jack Boran, Leslie Hutson, 
James Daniels. 
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Jack Wheeler Speaking.... 


of MEAD & WHEELER Co. 
CHICAGO, ILL. 


So 
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"SIKES Executive Posture Chairs with 
FIXED-FLOATING SEAT 
Are the Easiest-to-Sell Chairs We Have Ever Handled’ 


"When you tell a man how the seat and back tilt together, with- 
out the front of seat barely rising, he is interested. When you 
put a chair in his office on ten days’ trial, he is SOLD! 


"We have never handled executive posture chairs that guar- 
antee such continuous, all-day working comfort. The Fixed- 
Floating Seat is a marvelous improvement”. 


JACK WHEELER, Mead & Wheeler Co. 


Thanks, Mr. Wheeler. Many other dealers have had the same 
experience as yours. 





Send for complete 


me particulars and de- 
TkFS COMPANY we scriptive literature. 


Have you our lat- 


BUSINESS CHAIR MANUFACTURERS 
BUFFALO NEW YORK 





est catalog .. 


No. 20? X77-3 











The Entire Clear Depth of the Super-Giler is FILEAGE. This 





——————— 








‘ THAT SO GREATLY INTERESTS BUSINESS MEN 
IS THE Eadhea FILING CAPACITY OF THE 


FIVE DRAWERS ..... 


e It's easy to build a five-drawer file with 25% 
more fileage than the four-drawer unit. That's simple 
addition. It's not so easy to build a five-drawer 
unit that will give you 48% to 50% more. That's 
design... That's multiplication. That's Super-Filer. 


The Five-Drawer Super-Filer not only adds the 
normal 25% fileage, but by increasing the fileage of 


each drawer by 20%, contributes the equivalent of a 


second extra drawer... the ‘‘Unseen Sixth Drawer.” 


FM youn 
Cuslrucers 


Management is in- 
terested in this ‘‘Un- 
seen Sixth Drawer’... 
it pays the cost of 
Super-Filer’s easier, 
better filing so much 
in demand by file 


operators everywhere. 


Dro 4 dy GF: METAL DESKS, sueaueen CHAIRS, FILING CABINET 


Ares, STEEL SHELVING, STORAGE ABIWETS, 








FILING seer 
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Company; second vice-president, Emerson Smalley, 
MacMillan Company, secretary-treasurer, Howard S. 
Sanders. Trustees for 1940, in addition to Messrs. 
Armstrong, Ewerling and Smalley, are: 

Henry C. Bainbridge, Charles T. Bainbridge’s Sons; 
Ty. B. Edwards, Boorum & Pease Company; C. E. Ehlen, 
Jr., The Gibson Art Company; C. B. Farr, The Baker 
& Taylor Company; E. S. Finch, Binney & Smith 











H. S. SANDERS 


H. W. ARMSTRONG 


Company; Scott Foster, Dennison Manufacturing Com- 
pany; George F. Griffiths, Noesting Pin Ticket Com- 
pany; William I. Halsey, Esterbrook Steel Pen Manu- 
facturing Company; Frank Hempstead, Eaton Paper 
Corporation; William C. Horn, W. C. Horn, Bro. & 
Company; R. A. Jonas, Jr., Oxford Filing Supply Com- 
pany; George E. Milner, Milner Bros., Inc.; William 
Rossway, Eberhard Faber Pencil Company; Frank 
Stumpf, The Boss Manufacturing Company; Louis H. 
Tavernier, Fulton Specialty Company; C. R. Under- 
wood, American Writing Machine Company; R. Law- 
rence Unser, General Pencil Company. 

With a membership of approximately 200 nationally 
known manufacturers, the Board of Trade has in- 
creased its scope of activities so that stationers, ex- 
periencing financial difficulties, have a medium 
through which they can seek assistance. The organi- 
zation, through Mr. Sanders, operates a credit inter- 
change service by which it is possible for members to 
obtain details of the financial condition of their cus- 
tomers as well as a complete picture of how they are 
buying and paying their bills. 

Oe 


FRANK COOPER TELLS CHICAGO TYPEWRITER 
MEN ABOUT RIBBONS 

At the regular monthly meeting of the Chicago 
Typewriter Dealers Association, Inc., held Tuesday 
evening, January 9, Frank Cooper of the Codo Manu- 
facturing Company was the guest speaker. After han- 
dling of routine matters, President N. J. Jessogne 
turned the chairmanship of the meeting over to J. P. 
Ward, who introduced Mr. Cooper. 

Starting with the basic raw material of typewriter 
ribbons—long fibred cotton, Mr. Cooper pointed out 
that the length of the fibres of Egyptian cotton has 
made possible the manufacture of ribbons without 
selvages. By using long fibres in the weaving of the 
ribbon fabric, the latter can be cut and the edges 
treated so as to prevent raveling. Mr. Cooper referred 
to the importance of tensile strength in ribbon fabric 
but indicated that resilience to impact was of even 
greater importance. He had with him to dramatize 
his address, a device for counting threads per square 
inch and samples of uninked ribbon fabrics of various 
thread counts and thicknesses. He also showed a 
micrometer for measuring thicknesses. 

The ink used in office machine ribbons is basically 
color ground into oils. The impressions made by the 


use of inked ribbons are -actually just colored oil 
marks. Two types of colors are used—dry and aniline. 
Because certain oils react better with certain colors 
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only experience can indicate just what is the best 
formula to use. 

Mr. Cooper concluded with the interesting state- 
ment that ribbons do not actually dry out although 
such a descriptive reference is sometimes used. What 
has happened when a ribbon is believed to be dried 
out is that the oils in the ink have separated. 

The interest developed by Mr. Cooper’s talk was 
evidenced by the number of questions asked after he 
had completed his formal address. The appreciation 
of those present was expressed by a rising vote of 
thanks. 

Following a period of discussion on ways and means 
to improve the value of the association to its members 
and the industry as represented in Chicago, the meet- 
ing adjourned. 

As part of the educational program adopted at the 
December meeting, at the February gathering will be 
featured an address on “Operating Costs, Including 
Overhead,” by James P. Ward, Sr., of the Reliable 
Typewriter and Adding Machine Corporation. 


—___»—= 


QUEST TO HEAD ILLINOIS RIBBON DEALERS 
ASSOCIATION 

Harold Quest, president of the Quest Manufacturing 
Company, Chicago, last month was elected president 
of the Illinois Carbon Paper & Inked Ribbon Associ- 
ation at a meeting held in the Illinois Athletic Club 
in Chicago. 

The other officers who will serve with Mr. Quest 
during 1940 are: Vice-president, Fred Neely, Fred W. 
Neely Company, Chicago, and secretary, E. J. Harrigan, 
Allen Paper Company, Chicago. Mr. Neely is a former 
president of the association. 

The meeting and election, held January 8 in the 
Captain’s Cabin, a spacious room decorated with all 
the equipment found on a sailing vessel, was one of 
the most enthusiastic gatherings in the history of the 
association with Retiring President L. D. Kenney, L. D. 
Kenney Company, wielding a purely imaginary gavel 
and the members intent only upon having a good time 











HAROLD QUEST FRED W. NEELY 
as a means of officially welcoming the new officers. 

Speeches were conspicuous by their absence either 
before or after the excellent steak dinner served about 
7 o’clock. Retiring President Kenney spoke only a few 
words to thank those present for the enthusiastic aid 
they had given him during his year in office. This was 
followed by another and equally brief speech from 
President-Elect Quest who congratulated Mr. Kenney 
upon his successful year as president of the organi- 
zation. 

After the dinner was over and refreshments served, 
reminiscences were in order, spiced with good-natured 
kidding, of days “gone by.” Mr. Neely recalled the 
World War period by reading a letter to the typewriter 
ribbon manufacturers from the War Industries Board 
in 1918 telling of the restrictions placed upon their 
activities due to war activities. Among the interesting 
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(a bets see how 


OXFORD FILE POCKETS 


“EXPANDING ENVELOPES 


are made! 


Watch those trained operators on the Oxford Red 
Fiber production line! Their skill makes Oxford File 
Pockets and Expanding Envelopes different and bet- 
ter. For a good envelope requires first of all a skilled 
worker—plus the best of materials, methods, and 


machinery. You get them all in Oxford. 


And speaking of design—have you noticed that 
Oxford file pockets have double thick fronts all the 
way up? And with brass eyelets reinforcing all four 
corners of the gusset where ordinary file pockets 
tear? These are the extras that bring the customer 


back for more! 


In addition, remember that Oxford offers small- 
quantity packaging so that you need buy only your 
current requirements in slower moving numbers. 
Plus the advantage of buying all your filing supplies 
from one source, to save on transportation and sim- 


plify bookkeeping. 


Why not send Oxford your next order on file 
pockets and expanding envelopes? See pages 12 to 
18 in the Oxford handbook for prices and other in- 
formation. If you need a copy of the Oxford hand- 


book, it is yours for the asking. 


OXFORD FILING SUPPLY COMPANY 
340 Morgan Avenue e Brooklyn, N. Y. 
125 South 8th Street . St. Louis, Mo. 
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SMARTLY STYLED IN STEEL 
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The (OLUMBIAN 
Executive Chair 





“WE LIKE 
SELLING STEEL CHAIRS 


THE MODERN WAY” 


We get statements like the above regularly, from Harter Dealers. 
These letters convince us that our way of doing things has hearty 
dealer approval. They prove that co-operation gets results in selling 
steel office chairs — and posture chairs as well. 


Working with dealers is a time tried policy with us. A policy of 
which we are proud and one which we intend to maintain through 
the years. We invite alert dealers to join up with Harter. WE shall 


be glad to have you write us. 


THE HARTER CORPORATION « STURGIS, MICHIGAN 


‘HARTER - 
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“don’ts” were the following: Typewriter ribbons re- 
stricted to five colors, Multigraph ribbons to one color, 
and the use of tin containers, tin foil and waxed paper 
for typewriter ribbons discontinued for “the duration.” 

After the story period passed the majority of the 
members trooped to the billiard room of the club 
where several attempted, quite unsuccessfully, to com- 
pete in a game of billiards with Mr. Kenney, an expert 
player who turned on a star performance to retire the 
enemy in confusion. It was long after midnight before 
the meeting came to an end and everyone started for 
home. 

—>-  — —— 


VISIBLE INDEX BEEFSTEAK LUNCHEON 


The Edwardian room of the Horton Brewery, 128th 
street and Amsterdam avenue, New York City, proved 
an ideal locale for the first annual stag-beefsteak 
luncheon given by the Visible Index Corporation, 630 
Fifth avenue, New York, for the members of their 
growing organization and a few friends. 

It was a marvelous luncheon with the sizzling ten- 





“A BUNCH OF THE BOYS” WERE HAVING A GOOD TIME.— 

At the first annual beefsteak luncheon given by the Visible 

Index Corporation, New York, last month. (L to R) Herbert 

Weston, president, Visible Index Corporation; George Wheeler, 

Office Appliances; Frank Brantley, Dictograph Products, Inc.; 
L. E. Hutchings, Visible Index Corporation. 


der steak fit for a king. And, of course, all the trim- 
mings that go with it. 

President Herbert Weston and Eric Goestl, vice- 
president, proved ideal hosts, taking an active part in 
everything. All the knights of the briefcase were right 
in their element in competing for the prize of the day 
which went to the chap who told the best story. The 
challenge was readily accepted and the stories came 
forth with amazing rapidity. 


9 
NEW YORK 0O. A. M. A. HONORS 16 STAR 
SALESMEN 


The annual dinner of the New York Office Appli- 
ance Managers Association, given every year in honor 
of the star salesmen of member companies, was held 
on January 11 at the Waldorf-Astoria hotel. 

Prizes for the one-time winners of quotas of sales 
were Sheaffer pen and pencil sets; for the two-time 
winners, a pin-seal bill fold and key ring with a five- 
dollar bill in the billfold. For the three and five-time 
winners were special prizes as outlined beside their 
names. 

The one-timers: A. N. Darby, Addressograph-Multi- 
graph Corporation; George P. Molloy, A. B. Dick Com- 
pany; H. Wisner Miller, Jr., International Business 
Machines Corporation; Joseph P. Ryan, Kee-Lox Man- 
ufacturing Company; Wilmer T. Beck, Monroe Calcu- 
lating Machine Company; Paul P. Kniffen, Postage 
Meter Company; E. G. Swanson, Todd Sales Company; 
William Johnston, Yawman and Erbe Manufacturing 
Company. 

The two-timers: David J. Johnston, American Sales 
Book Company, Ltd.; J. B. Blottman, The National 





“Standard Gauge” 


PANAMA « BEAVER 


CARBON PAPERS 
INKED RIBBONS 


| 
| 


As standard as 
the railroad track 
you trust ~ from 
coast to 






coast | 


MERIDIAN 


“Super” 


Carbon Paper 


Manufacturers of PANAMA and BEAVER 


Typewriter Ribbons and Carbon Papers 


188 THIRD AVENUE 


BROOKLYN, N, Y. 
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SCOOP! 


Another 


AMES Keycard Improvement 


The Ames Genuine Celluloid No. 3A Key- 
card (63 characters) was hailed as a great 
advance. It received immediate dealer, me- 
chanic and customer acceptance. But now 
even this card has been improved by the 
Ames Genuine Celluloid No. 3B. This card 
has all the fine qualities of the 3A and in 
addition it offers two more characters— 
“TAB CLEAR” and “TAB STOP SET” and the 
characters are in the thin Royal style of 
lettering. Prices are very low: 17c each; 
$1.80 doz.; $14 per 100. 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


Home Office: 564 West Randolph Street 
Chicago, Illinois 
Telephone Franklin 1946 


Foreign Offices 
and Branches: eEncianD, Longs, Ltd., 80 Queen Street 
‘ London, E. C. 4., England 
Tel.—City 1621 


MEXICO, L. Gomez, Jesus Carranza No. 28, 


Mexieo City, D. F. Mexico 
Tel.—Eric 6-67-46 


ATLANTA—11 Pryor Street 
Tel.—Walnut 2443 


DALLAS— 206 Lane Street 
Tel.—2-8894 
NEW YORK CITY—37 Marray Street 
Tel.—Barclay 7-2191 


SAN FRANCISCO—583 Market Street 
Tel.—Garfield 1264 


Branches 


Offices and Agents 


Boston—Ames Supply Agency 
136 Federal Street 


Minneapolis—Precision Pilaten Co. 
126 South Third Street 
Tel.—Nubbard 6895 Tel.—8.R. 6482 
Cincinnati—Peter Paul Service New Orleans—Peter Pau! Mech. Ser. 
808 Main Street . SO9 St. Charies Street 
Tel.—Parkway 0866 Tel.—Magnolia 1205 
Cleveland—Typewriter & Supply Co. Philadeiphia—Liberty Typewriter Co 
1006 Superior Ave., N. E. 132 South Lith St. 
Tel.—Main 0136 Tel.—KIN. O417 
Denver—J. S. Stahi & Co. Pittsburgh—Standard Typewriter Co 
826 Seventeenth St. 120 Fifth Avenue 
Tel.—Main 1024 Tel.—Atiantic 0342 
Detroit—John J. Mooney Co. St. Lovis—Fietcher Typewriter Co 
169 W. Jefferson Street 806 Pine Street 
Tel.—Cherry 0355 Tel.—Main 0843 
Indianapolis—King Typewriter Exch. Seattie—Seattie Platen Mfg. Co. 
O07 Massachusetts Ave. 91 Spring Street 
Tel.—Lincoin 9470 Tel.—€.L. 1576 
Los Angeles—Ames Supply Agency Washington—General Typewriter Co 
524 S$. Spring Street o.c. 806 F. Street, N. W. 


Te!.—Michigan 0259 Tel.—NA. 2249 
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Cash Register Company; Ernest Gibson, Select-O- 
Phone Company. 

The three-timers: C. H. Mahan, International Busi- 
ness Machines Corporation, given a wardrobe travel- 
ing case; A. H. Queripel, Remington Rand, Inc., given 
a wrist watch. 

The only five-timer was J. M. Lattimer, Addresso- 
graph-Multigraph Corporation, given a handsome 
automobile rap robe for his recently-purchased car. 

Walter P. Lindsay, Remington Rand, Inc., carrying 
out the duties of toastmaster, and in charge of enter- 
tainment, expressed his appreciation of the coopera- 
tion of all of those in the association. He expressed 
his regret at having to cease his activity in the work 
of the association because he was taking up a new 
line of endeavor for the Remington Rand organization. 
Mr. Lindsay urged all those engaged in sales work in 
our field to deal with the conditions as they really 
exist today and clear our minds as to the aspect of 
the times at the present moment, and to concentrate 
on the things each one of us can do to profit and 
benefit the companies we represent and ourselves. He 
pointed out that the increased costs of manufacture 
and operation cannot be met with an increased price 
to entirely cover the concerns, which makes problems 
all of us must constantly concentrate on solving. He 
pointed out that such difficulties are opportunities to 
serve. He also pointed out that giving the dinner to 
the prize winners as the organization did each year 
really meant that the prize winners spell accomplish- 
ment. 

The toastmaster then introduced Charles H. Everly, 
of OFFICE APPLIANCES, as one of the speakers of the 
occasion, and one well known to many of those present 
through his attendance at former gatherings of the 
same nature. 

Mr. Everly in his remarks emphasized that he was 
definitely in favor of association work, whether it be 
this association or others. He recommended a simple 
remedy when the value of such work is in question, 
by suggesting that the record and standing and esteem 
in which the men are held who have an active part 
in association work be compared with those who be- 
little and do not take part in this type of endeavor. 
He left the decision of “What’s the use?” to the minds 
of those who would take the trouble to make such an 
analysis. Mr. Everly pointed out that he could not 
talk about politics today because the situation was too 
complicated and too contradictory. 

Mr. Everly did urge, however, that everyone of us 
seriously study existing conditions and exercise our 
votes in the direction of preserving our free American 
enterprise system, for if we are not active in this 
direction and work to preserve this right from within 
as well as from without, we will find we have gone 
back to things once abolished so we might be free 
men. There is no law against selling in 1940 any more 
than there was in 1930. When you fail to close the 
sale, find out why. Be enthusiastic about your job or 
get one you can be enthusiastic about. Mr. Everly 
then touched on the wisdom of not living in the past, 
nor living in the future, but living in the present. He 
summed up this viewpoint by saying “Put out of your 
mind the past, no matter what it may have been, 
don’t live in a future of golden dreams and high ideals, 
but concentrate your soul on the burning present mo- 
ment, for he who is true to the present is true to his 
best and the soul that wins the ground immediately 
before it makes life a triumph.” 

In closing, Mr. Everly said that when tomorrow be- 
comes today it will be a fresh, clean, new day, a day 
that never belonged to you before. It will be your 
day to do with as you wish. What will you do with it? 

Mr. Lindsay then took up the question of whether 
there was or was not opportunity for men in our in- 
dustry, and he gave a brief review of the career of 
W. K. Page, vice-president of the Addressograph-Mul- 
tigraph Corporation, as an illustration of what could 
be done by starting at the bottom and working up 
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| through a concern in our field, and then presented 
| Mr. Page to the organization. 

| Mr. Page, in his comment to the gathering, ex- 
pressed the belief that many of us failed to put the 
proper values on our franchise to vote in this country. 
He said that this opportunity, with its tremendous 
value, was not properly availed of by too many of the 
men who should exercise their right of franchise. He 
also pointed out that we need men of energy and 
training in this field of ours. He emphasized the fact 
that there certainly was opportunity in this field for 
the man who would properly equip himself to enter 
it and carry on in it. Mr. Page gave a brief review of 
the plans of the Addressograph-Multigraph Corpora- 
tion in regard to supervision and the training they 
felt their own men should have so as to properly ap- 
proach their problem, and in connection with this he 
pointed out the contribution of the field of office ap- 
pliances to industry as a whole. He expressed the 
belief that this genuine contribution of service was 
not properly understood either by the organizations 
| which the products of this field serve, or by many of 
those actually engaged in this industry in selling the 
products we produce. 

He pointed out that we should bear in mind the 
thousands upon thousands of jobs created through the 
work of this industry since the first typewriter was 
sold. He also pointed out that in the development of 
their own company, as among others, those who had 
won out did not stop to think of the difficulties and 
obstacles that lay in their paths; they just went to 
work and did the job. He illustrated what he had in 
mind in connection with this by relating some per- 
sonal experiences in his own career. He added to this 
| somewhat of a review of the developments of the field 
/ as a whole in the early days. He called attention to 
| the fact that many of the machines now quite gen- 

erally in use were not in existence in 1890. He also 
| pointed to the rapid increase in clerical employes over 
the country as a whole, using the United States Em- 
ployment Census figures as a basis of his statement. 
He mentioned the tremendous growth of the industry 
meant that today we must pick with care, worth while 
men. It is the responsibility of the organizations in 
our field to improve the technique of the men who sell 
their products. He also called attention to the fact 
that there is a thrill in the industry which is con- 
tinually creating and developing new fields of service. 

Mr. Page closed by urging that those engaged in 
| selling in our field more and more devote themselves 

to studying the problems that are to be met in busi- 
ness detail and the manner in which their products 
can meet them. 

As on former occasions there was a capital program 
of entertainment for which Mr. Lindsay, as “arranger- 
in-chief’ won the unstinted applause of everyone 
present. The show included acrobatic dancing, tap 
dancing, instrumental and vocal music, juggling, 
sleight-of-hand and a roller skating act. 


The presentation of prizes was made by John Noo- 
nan of the Kee-Lox Manufacturing Company, who, in 
his remarks to the winners, called attention to the 
fact that E. J. Ferris, Addressograph-Multigraph Cor- 
poration, was the originator of the annual contest 
and prizes for the winners. 

Guests for the occasion were J. V. Kirk, sales man- 
ager, Addressograph division, Addressograph-Multi- 
graph Corporation; Harry L. Hitchcock, sales manager, 
Multigraph division, Addressograph-Multigraph Cor- 
poration; Walter Strain, former president of the asso- 
ciation, Addressograph-Multigraph Corporation; E. A. 
McKay, divisional manager, American Sales Book 
Company; Harry Maley, New York manager, systems 
division, Remington Rand, Inc. 

This year the reception committee was composed of 
the following: Association President R. W. Davidson, 
International Business Machines Corporation; Associa- 
tion Vice-President L. M. Bonnewell, Todd Sales Com- 
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BUSINESS 


is profitable business. It is the result of confidence and 
satisfaction. 


When you sell Columbia steel office equipment, you sell 
a line that is correctly designed, offers a wide variety of 


choice, is competitive in price, and is backed by unfailing 
service. 


The Columbia line promotes confidence between dealer 
and consumer and encourages repeat business. 





COLUMBIA APEX COLONIAL ATLAS 


Standard Grade A Commercial Grade B Utility Grade C Non-Suspension Grade D 


COLUMBIA STE EQUIPMENT CO. 
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New streamlined HP-6 
with “tip-in-ink” feature 
—plain black or green, 
or gun metal or antique 


New two-pen HP-650 (at left) 
with “tip-in-ink” feature — sim- 
ilar to HP-640. 





copper finish. 
New, handsome HP-640 with 
“tip-in-ink’’"—HP-6 mounted on 
genuine two-tone walnut base. 
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New Sengbusch Desk Set 


Hard rubber adapter detaches from base of set for Durez base with Tenite top, in the following colors: 
insertion of ink bottle. Set screw holds bottle BLACK — red or black top. MAROON — ivory or 
firmly in place. No pouring of ink is necessary. black top. WALNUT — marble or black top, 
Reloaded in a jiffy by following simple directions. MAHOGANY — black or red top. 
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handi-nen sets 


make big profits for you 


New Models « * * Added Features 


New Sengbusch ‘tip-in-ink” 


feature now added to the 


already popular Aandi-nen line 


Provides uniform pen-inking — no flooding 
with this modern writing instrument — 
assures big-volume repeat business wher- 
ever you get atrial order » » » 


Only the tip of the pen point touches the ink. 
There is no creeping of ink up to the finger-grip 
— no over-supply of ink to spill from the feeding 
compartment if the set is mishandled. Weighted 
for stability. Compartment ‘’’B” controls expansion 
caused by temperature changes. 


Compartment “A” holds six months’ to a year’s 
supply of ink — no frequent refilling nuisance. 


The large fill-opening between the two compart- 
ments is closed by the pen socket. A narrow silit 
in the socket feeds, by capillary attraction direct 
to the pen feed, only enough fresh ink for instant, 
smooth writing. 


One-piece hard-rubber construction permanently 
resists damage from ink acids. 


You can do a big-volume business on the im- 
proved handi-pen. Write for folder—watch these 
columns for announcement of business-getting 
program for you. Sengbusch Self-Closing Ink- 
stand Co., 215 Sengbusch Bldg., Milwaukee, Wis. 


New tip-in-ink feature now incorporated in all these handé- 
models — as well as the new models shown at the left »  » 


The HP-7 HP-38 — HP-3 Base 


with HP-8 handi-pen 


with 2 — HP-8 handi-pens 





The HP-10 Base The HP-4 Base 


with HP-7 handi-pen 
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INSITE double 


An Exclusive ACME Feature 


An Insite Card offset to the right or 
left from neutral position commands 
attention! It is VISIBLY "out of step" 
with the other Cards in the Tray. An 
operator cannot overlook the offset 
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Bloom & Kamrath 
Card ... a Ledger Account posted Cirele Products © 
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who must be seen at once... an item 
of Stock that must be ordered now. 
INSITE is the only visible Equipment 
permitting Cards to be moved to 
any one of three definite positions 

. left, neutral or right! This signal- 
ing method is positive .. . each Card 
remains in position until intentionally 
moved. 
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pany; Association Secretary-Treasurer Carol Lyttle, | 
Dictaphone Corporation; William Allan, Jr., American | 
Sales Book Company, Ltd.; Philip A. Bennett, A. B. 


Dick Company; E. M. Davis, Postage Meter Company; | 
E. J. Ferris, Addressograph-Multigraph Corporation; | 
L. B. Flaws, International Business Machines Corpora- | 
tion; F. A. Greis, Underwood Elliott Fisher Company; | 


W. P. Lindsay, Remington Rand, Inc.; R. E. Owen, | 
Select-O-Phone Company; John A. Noonan, Kee-Lox | 
Manufacturing Company; W. C. Raftery, Addresso- 


graph-Multigraph Corporation; H. O. Whipple, The 
National Cash Register Company; C. G. Woosley, Yaw- 
man and Erbe Manufacturing Company; A. J. Zon- 
nevylle, Monroe Calculating Machine Company, and 


C. E. Murray, Postage Meter Company. 


o— oe 


RAE TELLS CANADIAN N. O. M. A. OF NEW DESK 
DESIGNS TO COME NATIONAL 
Montreal stenographers may expect to find them- 


selves provided with radically different desks, consid- 


erably smaller than the present ones in use, in the | 
not far distant future, it was indicated at a recent 

meeting of the Montreal Chapter, National Office | 
Management Association, held in the Regency room | 


of Henry Morgan & Company, Limited. 
“I think,” said John Rae, of the Bank of Montreal, | 
the speaker of the evening, “that you will see more | 
progress in the next year or two with regard to sten- | 
ographers’ desks than there has been in the past MECHANICS BUILDING 
twenty years.” 


Pressed for more information on this point by one 
of the members, Mr. Rae said that in the new design 


the typewriter will do its disappearing act on the side. 
There will be only one drawer in the new desk, at the 
bottom, for the stenographer’s bag and her personal 


effects. Above this drawer will be a series of pull-out 
slot shelves, probably as many as twenty, where differ- 
ent types of stationery may be kept. 


Mr. Rae advocated using more machinery in office | 
work. He remarked in this respect: to 
“To employ human labor in work that can be done | 


better and faster by machinery is not only costly and 
wasteful for the employer; it is definitely bad for the 
worker. It keeps up the cost of production, restricts 











demand, and makes expansion impossible. The prop- Monday to Friday, inclusive 
erty function of human labor today is to supply the 
intelligence that the machine lacks; in other words, to 1 P. M. to 10 P. M. each day 


control and direct the machine. For many centuries 
labor was cheaper than machinery; in recent years . . will 
the cost of labor has been steadily rising, while the | Here business executives have 


cost of machinery, taken of course in relation to work an opportunity to see and learn 


done, has been falling. The work has, in fact, bene- . 
fited by introduction of machines. It is true the ma- about machines, methods and 


chine does the work of many men, but it has so equipment designed to facilitate 
cheapened output and lowered prices that demand has | ffi d d bl 
increased to an enormous extent, and more, not less | ollice procedure and enabie any 
labor is required.”—RC type of business to operate more 
CHICO CLUB HOLDS ANNUAL DINNER | efficiently. 

The tenth annual banquet of the Chico Club was | ‘ 
held on the evening of January 8 at Chicago Towers, | The services of competent repre- 
formerly known as Medinah Athletic Club, Chicago. . . : 
Approximately 125 attended, including club members sentatives will be available to help 
and representatives of manufacturers. The Chico Club | visitors intelligently check admin- 
is an organization of stationers in outlying parts of | istrative costs. 


Chicago and suburban towns. As usual at these gath- | 
erings there was no head table and no speaking. En- 

tertainment was provided by a stringed trio. A num- 

ber of valuable prizes were awarded during the eve- | 
ning, the winners being Chuck Lofgren, Sanford | 
Manufacturing Company; Harry Bates, The Carter’s 
Ink Company; Frank Honeyager, manufacturers’ rep- | 


resentative; Karl Castle, Weis Manufacturing Com- | 
pany; F. Murin, F. 8. Webster Company, and George | Frank E, Tupper, Manager @ Phone Cortlandt 7-1392 


Weygant, Merriam Manufacturing Company. The | 

president of the club for the year which ended January 30 CHURCH oT. NEW YORK CITY 
22 was Morris Rosenthal of Wicker Park Stationers. 

The committee which handled the details of the ban- 
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PREMIER NOISELESS 
REBUILTS 


Top Typewriter Value! It’s 
rebuilt into every “Premier” 
with all the traditional traits 
of reliability, good looks, right 
prices. 

Champion of Factory Re- 
builts, at savings of about 
50% less than new. “Premier” 
has every quality you need to 
make sales. Fine impressions, 
long service, beauty P-L-U-S 
the outstanding quality of 
“QUIET”. 

Why be satisfied with ordi- 
nary rebuilts? Quality “Pre- 
mier”’ Noiseless cost no more! 


MONARCH PORTABLE ADDING 
MACHINES 


arch Adding Machine dealership. 


tory are prime prospects. 


for carrying deferred accounts. 
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AMERICAN WRITING MACHINE CO. 


NEW YORK, N. Y 


115-117 WORTH STREET 
Est. 1880 











Are you getting your share of Portable Adding 
Machine business? The selling season is on. You 
should investigate the profit possibilities of a Mon- 


Monarchs are accurate, portable, durable, econom- 
ical — Business and Professional men in your terri- 


Write now about our dealer franchise and plans 


The Speedy 
Season’s y) Economical 
Best Accurate 
Seller A Durable 
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quet included E. R. Lund of Englewood Blue Print 
Company, chairman; Emil Kolar of E. M. Kolar Sta- 
tionery Company, and Sol Hurtig, associated with Mr. 


Rosenthal in Wicker Park Stationers. 
ee 


PENN-MAR-VA CLUB CELEBRATES CHRISTMAS 

The Penn-Mar-Va Travelers Club held its annual 
Christmas meeting and dinner on Wednesday, Decem- 
ber 20, at the Philadelphia hotel, Philadelphia. The 
attendance was the largest ever and the spirit of the 
holiday season made the occasion one long to be 
remembered. 

The governor of the second regional district—R. L. 
Thomas of Baltimore—graced the festive board, and 
the genial secretary of the club—W. H. Cravens of 
Washington—was on hand for the business meeting 
and later provided some of the harmony of the quar- 
tette which performed during the evening. The enter- 
tainment committee paraded its guest artists, who 
performed their specialized acts to the enjoyment of 
the party, but the real pleasure of the members was 
their “Locker Room Chorus,” led by John Dwyer. 
Each one attending received a gift, but a special prize 
—a twenty-pound turkey and a bottle of wine—was 
won by Jack Emhardt of the Columbia Steel Equip- 
ment Company. 

sickest 
BRYAN EMPLOYES GUESTS AT DINNER 

Employes as well as officials of the E. M. Bryan Com- 
pany, stationery and printing house of Washington, 
D. C., started the new year off with a bang by gather- 
ing at a company dinner which was marked by a 
number of unique and clever innovations. 

A spirit of good fellowship and gayety featured the 
event to an extent where everyone proved willing to 
make impromptu speeches or at least join in the gen- 
eral good humored chaffing. Place cards differed in 
that each bore a friendly hint of good salesmanship 
such as the following: “$20,000 a year salesman 
wanted,” “Telephones must be answered,” and “A 
customer is a precious jewel.” 

Everybody had a good time and before the party 
broke up many were the wishes that it be an annual 


event for years and years to come. 
—_—_—— a -o— 


CONNECTICUT VALLEY STATIONERS ANNUAL 
MEETING SET FOR 12TH 

The twenty-second annual meeting of the Connecti- 
cut Valley Stationers Association will be held February 
12 in the Hotel Bond, Hartford, Conn. Various com- 
mittees of hard-working stationers have arranged a 
program designed to please everybody and afford an 
interesting and constructive day. 

The meeting will be preceded by a luncheon at noon, 
which will be held in conjunction with the local Ro- 
tary Club. At 2 o’clock the gavel will bring the annual 
gathering to order for the reading of reports and the 
election of officers. A prominent speaker will address 
the assembled stationers during the afternoon session. 

At 7 o’clock will begin the banquet and annual party, 
with Hartford stationers openly declaring that they 
promise visitors a grand and hilarious time. 

‘i odines 
PATTON EXCHANGE HOLDS OPEN HOUSE 

With a large crowd of well-wishers on hand for the 
occasion, the formal opening of the new office ma- 
chine and equipment display room of the Patton Type- 
writer Exchange was held at 210 Third street, Mineola, 
N. Y., on January 6. T. R. Patton, owner of the 
business and secretary of the Office Machine Dealers 
Association of New York, was on hand to welcome the 
visitors and see to it that they had a good time. 

cintincasnsiiljiallaail 
BLACKSTONE ATTENDS CHICAGO OFFICE 
APPLIANCE MANAGERS MEETING 

Arthur E. Blackstone, Chicago manager for Dicta- 
phone Sales Corporation, attended the January meet- 
ing of the Office Appliance Managers Association of 


























































Our all-green, letter size, steel front Super 
Wizard fibre board transfers are going over 






in a big way. Now you don’t need to back 
away from a transfer order that requires the 
latest in steel front construction. Super 
Wizards are the answer and will meet your 
requirements along this line. If you haven’t 





had a sample, send for one now. 
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You are overlooking many opportunities to in- 


crease your unit sales on vertical and card size 
indexes if your clerks are not using our Cell- 


U-Seal sample sets to demonstrate the value 


U-Seal 


you one or more 


. 


of having index guides with the Cell- 


Let us send 
Cell-U-Seal sample sets and advertising 


covering. 
material. 
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Duo Top Filing Folders are easy to sell once 
you demonstrate their advantages to your 
customers. They will like them better than 
the single top kind and you will make more 
profit per thousand. Equip your salesmen 
and clerks with Duo Top sample sets and 
advertising material that tells the story of 
Duo Tops. 


THE WEIS MANUFACTURING COMPANY 
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Chicago at Chicago Towers on the evening of the 
twelfth. This was his first appearance in more than 
a year, his absence being due to illness from which he 
has made a remarkable recovery. He was responsible 
for organizing the club, having been instrumental in 
bringing together a group of six who became the 
charter members. Called upon for a few remarks he 
recited some of the club’s history and also related 
some of his experiences during his visit in the South. 

The remainder of the meeting was given over to a 
discussion of club affairs and plans for subsequent 
gatherings. 

ee 
STATIONERS SQUARE CLUB MEETS 

The first 1940 meeting of the Stationers Square Club 
of Greater New York was held on Thursday, January 
18 in the Greeley room of the Governor Clinton hotel. 
The speaker of the evening was Police Sergeant Henry 
Butts, of the New York police department, who gave 
an interesting talk on his experiences as a ballistic 
expert. 

Before the meeting ended those present were re- 
minded of the club’s annual dinner dance to be held 
February 24 on the Starlight roof of the Waldorf- 
Astoria hotel. The event will include a full-course 
dinner, dance music by a leading orchestra and a num- 
ber of special entertainment features. 

——_= oO 


N. S. A. TO HOLD NEWARK MEETING 
A meeting of New Jersey stationers will be held in 
the Hotel Douglas, Newark, under the auspices of the 
National Stationers Association on February 8. The 
event is to be an all-day affair with an afternoon 
session at 2:30 and another at 7:30 in the evening. 
According to present plans, Charles P. Garvin, gen- 
eral manager of the N. S. A., will be the principal 
speaker and will offer plans for making future meet- 
ings productive as well as interesting. Problems of the 
trade will be discussed and sales talks will be given 
by manufacturers’ representatives. 
Dinner in the hotel’s grill room will be held between 
the two sessions. 
—_——— 
PARKER HOLDS SALES MEETING 
With nearly 100 representatives from cities in every 
part of the country on hand for the occasion, the 
Parker Pen Company last month held a three-day 
sales convention at the plant in Janesville, Wis. The 
delegates arriving on a special train were greeted by 
President Kenneth S. Parker and Vice-president C. L. 
Frederick, and then attended morning and afternoon 
sessions presided over by Mr. Frederick. On the enter- 
tainment side the delegates witnessed a new sales 
presentation motion picture and were guests at a 
dinner held in the Monterey hotel. 
cicipandigpiaiitaii = 


COCHRAN GUEST SPEAKER AT FORT WAYNE 
MEETING 

W. S. Cochran, assistant treasurer and comptroller 
of Ditto, Inc., Chicago, was principal speaker at a 
recent dinner meeting of the Fort Wayne (Ind.) chap- 
ter of the National Association of Cost Accountants. 
—AK 

_ So i 
SENGBUSCH HOLDS SALES MEETING 

The Sengbusch Self-Closing Inkstand Company, 
Milwaukee, Wis., held its annual sales meeting from 
January 8 to 12 at the Milwaukee factory. During the 
five-day convention the company exhibited to its as- 
sembled representatives the new line for 1940 which 
is to be announced to the trade this month. 


+ 


NORTHWEST TRAVELERS HOLD FAREWELL 
PARTY FOR ED. COOPER 





| General Office & Factory: 409 Mulberry St., 


Officers and members of the Northwest Travelers | 


Club gathered on December 27 for a farewell party 
for H. E. Cooper, who recently joined the sales staff 
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PEERLESS -IMPERIAL CARBON 
DEAL SMASHING RECORDS— 


Has Even the Skeptics Cheering! 


We booked this Deal for a limited engagement, but the 
audience (Dealers) raised such a clamor that we have 
extended the performance to meet the popular demand. 
Here are some of the “rave’’ notices we get: 

From Meridian, Miss: " . in regard to just how we 
are selling this carbon, we are not using any particular 
means but the carbon is GOING GREAT." 

From Ponca City, Okla.: “You promised to ship my 
25 sets in a week. | have about 20 sets already sold. 
Please hurry shipment so | can re-order.” 

From Charlotte, S. C.: "Our salesmen are tickled, 
because it gives them an entree into accounts they have 
never before sold." 

To Dealers we say, many moons will pass before you 
get another proposition that offers such amazingly quick 
sales and profits. To Carbon Specialists we say, if you've 
been wanting to go in- 
to business for yourself 
this is a golden oppor- 
tunity. We are ap- 
pointing representa- 
tives in selected terri- 





tories which do not 
conflict with estab- 
lished outlets. 

MEET 


JIM BATTELLE 


Jim has been associ- 
ated with us six years. 
His over 30 years ex- 
perience as a techni- 
cian and merchandiser 
has been a vital factor 
in our success in the 
carbon and ribbon 
business. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


Newark, N. J. 
THE KEY MEN OF AMERICA.Manufacturers with the dealers’ viewpoint 
BRANCHES 


New York City, 321 Broadway 
Detroit, 8083 American Radiator Building 





We make Peerless Rubber Keys for all Office Keyboard Machines ® Peerless Tuchtype Keyboards 
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Chicago, 19 South Wells St. 
Los Angeles, 827 8. Main St. 
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This AES 
SALES MAGNET 


Will Secure Your 
Share of School 
Business! 


See the Jasper Chair Co. Exhibit of Correct Posture 
School Chairs . . . at the National School Supplies 
and Equipment Association Convention. 
























L. Koerner 
G. Litchfield 
W. Brown 


in attendance 


The exhibit includes 
seating equipment 
for schools, libra- 
ries, colleges and 
universities, in 
which good design, 
correct posture and 
the strongest con- 
struction known to- 
day are pre-emin- 
ent features. Many 
designs are avail- 
able—send for our 


catalog. 


JASPER 


INDIANA 





CHAIR 
SxS 
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OFFICE APPLIANCES 


of the McMillan Book Company. Mr. Cooper, who is 
first vice-president of the club, will hold that position 
and maintain his home in Minneapolis until he estab- 
lishes a new residence more convenient to his recently 


acquired territory. 
ee oo 





NEW YORK O. M. D. A. HOLDS JANUARY MEETING 

John A. LaHiff, J. E. Albright & Company, accepted 
the gavel from retiring President Anton P. Pohl, Jr., 
Anton P. Pohl, Inc., at the first meeting of the new 
year of the Office Machine Dealers Association of New 
York at the Hotel New Yorker on January 11, in token 
of the installation of the new officers for the coming 
year. A goodly group of members were present and 
engaged in a rather spirited discussion on rental rates. 

—>-_—____- 


BEDAU TO HEAD EXECUTIVE CONVENTION 

Under the general chairmanship of Hugo A. Bedau, 
of the Marchant Calculating Machine Company, the 
first Pacific Coast conference of sales executives will 
be held at San Francisco on February 9 and 10. 

The meeting, which is to be held in the Palace 
hotel, is sponsored by the San Francisco Sales Man- 
agers’ Association, of which Mr. Bedau is president, 
and the National Federation of Sales Executives. 

—>-<- 


MORRIS HOST TO WAUKEGAN YOUNGSTERS 

For the fourth successive year George Morris, of the 
National Office Supply Company, Waukegan, IIl., was 
host to more than 100 local children at a dinner and 
Christmas party in the Christ church parish house. 
The happy youngsters, greeted by Mr. and Mrs. Morris, 
enjoyed a capital dinner and were presented with bags 
of gifts and oranges from their hosts’ grove in Florida. 

—_—————~—-o——— 


N. Y¥. GOLFERS HOLD MID-WINTER DINNER 

As this issue goes to press the Stationers Golf Asso- 
ciation of New York is scheduled to hold its annual 
mid-winter informal dinner and party at the Aldine 
Club, 200 Fifth avenue, New York City. Members were 
invited to take their friends to enjoy the dinner and 
cocktail hour and a record turnout was expected by 
Ray Weissenborn, chairman of the dinner committee. 

=> e—_—_ 


NEW CHICO OFFICERS FOR 1940 

At the annual meeting of the Chicago Stationers 
Club, held late in January, the following slate of offi- 
cers was elected to serve during 1940: 

Roy F. Kirk, Office Supply Company, president; 
Harold G. Klein, Auburn Park Stationers, vice-presi- 
dent, and Howard Crosby, Office Equipment Company, 
Michigan City, Ind., secretary-treasurer. 

The organization, more familiarly known as the 
Chico Club, is composed of stationers in the outlying 


Chicago area. 
—>-—— 


COLUMBIA RIBBON OPENS DETROIT OFFICE 
Increasing demands for the firm’s products has re- 
sulted in Columbia Ribbon & Carbon Manufacturing 
Company, Inc. opening a new Sales and service office 
at 155 West Congress street, Detroit, Mich. 
—-e 


POLAR IN NEW QUARTERS 


Late last month the Polar Manufacturing Company, 
Philadelphia, Penna., announced to the trade that it 
has recently completed moving into new and larger 
quarters at 323-25-27 North Thirteenth street. The 
offices and factory will be covered by that address. 

In announcing the move from 401 North Broad 
street, M. R. Landes, president of the Polar organiza- 
tion, said: 

“We are notifying the trade so that dealers can 
change their records in all departments and avoid a 
delay in their mail reaching us. Our enlarged facili- 
ties will permit us to extend even greater service than 
heretofore to our many friends in the industry. 
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Thank You 
Mr. Stationer 


Your fine cooperation this last year has 
enabled us to make a better celluloid 
envelope and at a lower price. 

We feel that this price reduction will 
be of benefit to both you, your custom- 
ers, and ourselves. Thanks for your 
continued cooperation. 


Rolls Without Cracking 
No binding edge to crack and 
break when sheets are treated 
roughly, bent or even rolled. 








Easy Insertion 


Eliminates work- 
ing to insert a 






Changes or in- 
sertions made by 
lifting the sheet. 


Lies Flat Without 
Bulking 
No stiff binding to bulk up the 
edges and make a depression in 
the center. Aico envelopes lie 
flat. 








Non 
Inflammable 


Eliminates Cigarette Hazard 
and Danger of Burns 





Order today at these new prices now in effect 


No. 17 Envelopes 14x 8% List 45c 
No. 15 Envelopes 12x 9% List 45c 
No. 13 Envelopes ll x 8% List._.......25c 


No. 1l Envelopes 942x6 List.........20c 
No. 9 Envelopes 8'2x5'2 List 20c 
No. 7 Envelopes 7% x5 List 5c 


No. 5 Envelopes 7%x4% List 15c 
No. 3 Envelopes 6%x3% List 10c 
No. 108* Envelopes 6% x 3% List 10c 


*Memo punching. 


G. J. Aigner Company 


503 S. Jefferson Street Chicago, Ill. 


corrected page. 
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“THE CARBON PAPER AND TYPEWRITER RIBBON 
INDUSTRY IN THE UNITED STATES” 

Benjamin Marshall, who calls on dealers in Con- 
necticut and parts of Massachusetts as a representative 
of the H. M. Storms Company, Brooklyn, N. Y., is nat- 
urally interested in ribbons and carbons. He is also 
interested in acquiring an education, in pursuit of 
which he has been attending the School of Business 
and Civic Administration of The College of the City 
of New York for a number of years. Interest and prac- 
tical circumstances met when the time came for Mr. 
Marshall to select a subject for his thesis to be “sub- 
mitted in partial fulfillment of the requirements for 
the degree of Bachelor of Business Administration.” 
He chose “The Carbon Paper and Typewriter Ribbon 
Industry in the United States,” completed his manu- 
script early last month, and received his degree. 

Mr. Marshall’s study of the industry is comprehen- 
sive, as is apparent from the titles of the five general 
chapters into which he has divided his work. His table 
of contents lists them as follows: I Scope of the In- 
dustry. II Descriptions of the Products. ITI Manufac- 
turing Methods. IV Marketing Channels. V Proper 
Selection of Carbons and Ribbons. 

In securing material for his thesis, Mr. Marshall 
points out in his preface that he accumulated much 
of the data through personal interviews and from his 
own experience, which extends over a period of fifteen 
years. His other sources included books and pam- 
phlets, United States government documents, and 
trade magazine articles. Of the twenty-five trade pa- 
per discussions listed in his bibliography, seventeen 
were published in OFrricE APPLIANCES. 

Under the heading, “Scope of the Industry,” Mr. 
Marshall emphasizes the importance of carbon papers 
and typewriter ribbons in the daily conduct of busi- 
ness. Without them “business would have to slow 
down.” They enter into myriad transactions and con- 
tribute to the speed and accuracy so necessary to 
modern business operations. The history of ribbons 
and carbons is traced from its small beginnings to its 
present world wide status. The number of manufac- 
turers in the field, the value of their products, the 
number of employes, and other information is in- 
cluded. The chapter ends with a table of annual 
export statistics from 1922 to 1938. 

Chapter II presents technical descriptions of the 
various weights and inkings of carbon papers and 
typewriter ribbons. Certain special uses and require- 
ments are described. 

Manufacturing methods are dealt with in the third 
chapter. Stressing the need for uniformity and the 
consequent essential, exactness in the production proc- 
ess, Mr. Marshall skilfully presents the steps that must 
be taken in order to bring into being efficient ribbons 
and carbons. From ink mixing and application to the 
tissue, to inspection, cutting and packing, the process 
of producing carbon paper is made clear. Similarly, the 
manufacture of typewriter ribbons is followed from 
cloth bleaching, inspection and cutting of the cloth, to 
ink mixing, application of ink, spooling and packing. 

The chapter on “Marketing Channels” surveys the 
entire sales field, outlining the two general methods 
of distribution—1. Direct by manufacturers, and 2. 
Through retailers such as commercial stationers and 
exclusive ribbon and carbon dealers. 


Concurring with the idea advocated in the Annual 
Office Specialties Section of Orrice APpLIANcEs for the 
past fifteen years, Mr. Marshall says, “In an industry 
where the items are many and cover a wide range of 
utilities, it is necessary for the salesman to be the mas- 
ter of a special selling technique in order to be able to 
analyze the many problems arising in his work... . 
Those who apply the specialty technique in this indus- 
try receive the satisfaction of increased and repeat 
business and the profit accruing therefrom.” 

In a section devoted to retail selling, Mr. Marshall 
indicates that, while it is helpful to have a technical 
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Announcing... ANOTHER NEW SUITE/ 


ARTILITY Metal Office Chairs 


The “ARTFORM” 








A LUXURY GROUP — YET MODERATELY PRICED (| 


OVERSTUFFED SEATS, BACK AND ARM RESTS 


IMPORTANT 


In addition to our regular standard finishes we will supply these chairs at no additional cost finished 
in gray, beige, gun metal, and green, similar in color to those supplied by Art Metal, Y. & E., Shaw- 
Walker, Corry-Jamestown, G. F., Steel-Case, and other manufacturers, 


BEAUTIFULLY DESIGNED - STURDILY CONSTRUCTED c 
H 
aA 
i 
R 
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CLIP AND MAIL TODAY 


ARTILITY METAL PRODUCTS, INC. Pye 
ARTILITY METAL PRODUCTS, Inc. 
221 Second Street 221 Second Street, 
| Elkhart, Indiana. 
ELKHART, INDIANA | Please send Booklet A 12. 
| Name 
| Address 


A COMPLETE LINE ...A PROFIT LINE. | City State 











Elim Cetwil acm Cetia Gtiiceiilonm Bisirheler 
For Fire Protection of All Records ? 


DEALERS having the Shaw-Walker 

franchise can supply complete fire 

protection for records of every size. 

There are thirty-four Shaw-Walker 

Fire-File items. They carry 2-hour, 

l-hour or ,-hour S.M.N.A. labels cer- 

tifying as to their fire protection. 

FIRE-FILE “60” Fire-Files alone make a profitable 
oe tin dealer line. However, Fire-Files repre- 
and Home File sent only a few of the fast selling, 














(p 127) x » 
FIRE-FILE “60” 7 non-competitive profit-makers in the 
| gale aia enormous Shaw-Walker franchise of 
| ‘4 
| (page 133) 8,000 items. 


Dealers Wanted 


Don’t continue to lose business 
because you cannot supply your cus- 
tomers’ demands for Fire-Files. You 
might be able to obtain sales rights 
in your city. — Write today. 


, “Built Like a 
Skyscraper” 





FIRE POSTING 
TRAY CABINET 


Cabinets of sizes to FIRE-FILE “60” 


house cards or sheets of Triple-Duty Counter 
any dimension from Files for records of 
8” x 8° to 12” x 16%’ almost any size 


Fire-File ‘'60,” letter size. The sec- 


(pages 240, 241) (126, 128 to 131) SH AWWA LKER 
tions cut away show thick, 


MUSKEGON, MICHIGAN mesh-reinforced insulation and the 


interlocking drawer heads. Page 124. 





IMPORTANT —Page numbers under 
pictures refer to the 430-page 1940 OFFICE 
GUIDE now being distributed by exclusive 
Shaw-Walker dealers. 








FIRE-PROTECTED 

MACHINE DESK 

Desks for machine posted records 
of all sizes up to 11° x15’ 











INSERT DRAWERS 





FOR SMALL 


RECORDS Fire Protection for cards, FIRE-CROSS FILE FIRE-FILE “60” 
Cross-File Trays, all checks and documents A Card Desk to protect records of For records up to FIRE-FILE “60” 
card sizes (page 131) (pages 128 to 130) all sizes up to 5” x 8” (page 78) 5"x 8” (page 132) For folded documents 


6) Cie Oz Te DY 0) (6) 24 ciaw 0 GAY INI EAN) 
with the 8,000-Item Shaw-Walker Franchise 


Largest exclusive makers of office furniture and filing equipment in the world. 
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LOOK BEYOND 194) — Insure reorder business this year, next 


year and thereafter. Tie up this exclusive franchise for the 





“Built Like a 
kyscraper” 


fastest-growing loose-leaf line in the Nation. Ask if it is avail- 
able for your City. Write today. Ssuaw-Watxer Loose-Lear 


Division (Master-Craft), Kalamazoo, Michigan. 
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AND 


for grouped 


orders, etc. 


VERTICAL FILE POCKETS 


Made in Letter and Legal Sizes 
with 134”, 3'/2” and 51/4” 
Expanding Gussets. 





HONESTY Has P 


FILE POCKETS | 


FILE JACKETS 


are Recognized as the 


Outstanding Containers | 
a 


letters, R 
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DOUBLE TOP FILE JACKETS 


—— Double Top File Jackets with 1”, 
Sehepianties 1,” and 2” Expanding Gussets. 
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ROVEN TO BE THE 


BEST POLICY— 


as exemplified by the Growth of Business and 
the Dependability of Products made by Quality Park! 
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CHAMPION CLASP ENVELOPES 


Champion Clasp Envelopes. Made with double 
gummed flaps and extra wide seams that protect 
heavy mail. 


QUALITY PARK 





EXECUTIVE DESK FILE 


Executive Desk Files. Preferred for its smart 
appearance. Available in Black or Gray heavy 
rigid cover with cloth or celluloid Tabs. 


ENVELOPE CO. 


11-116 Merchandise Mart, Chicago, III. 


FACTORY AT 


ST. PAUL 
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knowledge of ribbons and carbons, 
portant to understand their uses.” On that premise he 
builds an informative presentation of the various uses 
and the proper carbon paper or typewriter ribbon for 
the particular job. Improper usage causes dissatisfac- 
tion that is hard to overcome. 

The final chapter deals extensively with problems 
attendant upon the “Proper Selection and Use of Car- 
bons and Ribbons.” Essentially, it presents information 
for the user, but also it provides just the sort of data 
that a retail salesman of ribbons and carbons should 
have in order to do an intelligent piece of work as an 
adviser to customers and prospects. 

= - __——_ 


THREE R. C. 


Allen Calculators, Inc., 22 East Fortieth street, New 
York, N. Y., last month announced three important 
appointments made in its sales executive staff. The 
men concerned and the positions they assume are: 

M. T. Snyder, eastern sales manager; Glenn Farrell, 
western sales manager, and F. X. Bier, manager, cash 
register division. 

Mr. Snyder started in the adding machine business 
in 1918 with the original Wales and soon became one 
of the stars of the sales force. Foreseeing the future 
of the R. C. Allen line, he started four years ago as 





THREE NEW STARS IN THE R. C. ALLEN CONSTELLATION.— 


(L to R) M. T. Snyder, eastern sales manager; Glenn Farrell, 
western sales manager, and F. X. Bier, manager, cash register 
division. 


salesman and has subsequently been New York agency 
manager, northern and southern division manager 
and now he becomes sales manager for the entire 


eastern half of the country, with headquarters in 
New York. 
Mr. Farrell, following a period of years with the 


“it is more im- | 


ALLEN APPOINTMENTS ANNOUNCED | 








Burroughs Adding Machine Company, organized his | 


own company in Billings, Mont., doing a general sales 
and service office machine business. His success with 


the R. C. Allen line was such that the company ap- | 


pointed him manager of the state and later Rocky 
Mountain division manager. In taking over the whole 


western part of the country he will establish head- | 


quarters at the factory in Grand Rapids, Mich. 
Mr. Bier, after thirteen years with The National 
Cash Register Company, set up his own business in 


Houston, Tex., as a cash register, typewriter and add- | 


ing machine exchange. 
line and soon became one of the largest dealers in 
the country, particularly in the cash registering ma- 
chine line. Because of his success the company ap- 
pointed him to take over the state of Texas with the 
job of showing other dealers how he sold cash reg- 
isters. His territory was subsequently enlarged to cover 
seven states. Mr. Bier’s practical experience as a sales- 
man, dealer and supervisor particularly fits him for 
the larger task of heading the company’s cash regieter | 
division. 
— —-. 

SALESMEN LIKE SPEED-O-PRINT MAGAZINE 

By the time the third monthly issue of The Speed- 
O-Print Merchandiser was put into the mails early in 
January, its circulation list included several salesmen 
of dealers in various parts of the country. Because of 


He took on the R. C. Allen 
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WHY is 


CEN-TR-KOTED 


CARBON PAPER 


One-half inch longer 
than Ordinary kinds? 


CEN-TR-KOTED CARBON PAPER is made 8!/,-inches 
wide and 13!/, long instead of just 8!/, by 131 
The extra half-inch acts as a handy tab, which enables 
the stenographer to put the work into the typewriter 
faster and to take it out faster, too] This unique CEN-TR- 
KOTED feature not speeds work and saves time, 
but also considerably extends the life of each sheet of 
Convince yourself about 


only 


Cor 
periority! 


carbon paper. Test 
CEN-TR-KOTED su 


npare 











Send for our helpful booklet “Car- 
bon Paper Facts.” It will be sent 
on request and will 


t Oo y 1 A I r e e 


give you many informative facts 


n Carbon Paper. 











An Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 
osition booklet. 


GRAND PRIZE 


CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O'CONNOR, PRES. 


Head Office and Factory: 
1451] Harrison St., San Francisco 


Los Angeles Denver 
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Desk Pads 


Will Not Warp or Crack 
Perfect Writing Surface 


Blotters Unnecessary 





PANEL STYLE PADS 


GENUINE IMITATION 
LEATHER LEATHER 
Black or ; Brown or 
Brown Green 
Stvie 3071 Panel Stvie 3037 
List Prices Each Sizes Width List Prices Each 
$2.50 19%4"%24%4” 2 $1.50 
3.50 2 ae 4" 2.50 
5.00 24%4"x381%4" 4” 3.50 








Se 


CORNER STYLE PADS 





GENUINE IMITATION 
LEATHER LEATHER 
Black or Brown or 
Brown Green 
Style 3019 Style 3001 
List Prices Each Sizes List Prices Each 
$1.25 19%4"x24%4” $1.00 
2.50 20 "x36 2.00 
3.80 2414"x38Y4" 3.00 


Desk Pads Money 


Cannot Duplicate Elsewhere 


GEO. E. FOX & CO. menutocturers 


420 Orleans Street, Chicago, Ill., U. S. A. 
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the interest expressed by these men on the Sales “firing 
line,” the Speed-O-Print Company, Chicago, has 
offered to send its little house magazine to any dealer’s 
salesman who makes the request. 





BANKERS & MERCHANTS STAMP WORKS OFFERS SPECIAL 
DEAL FOR STATIONERS.—A special deal offer of twelve 
chromium mounted stock stamps together with a large and 
attractive display box for counter or window is being offered 
for a limited time by the Bankers & Merchants Stamp Works, 
3215 Sheffield avenue, Chicago. The twelve stamps are those 
most used in offices and business houses and include “Special 
Delivery”, “Via Air Mail” (in two styles); “Paid”, “Fragile” 
and “C.O.D.” The stamps, listed to sell for $3.80, offer the dealer 
a good profit while the display box is so designed and built 
as to be an attractive addition to the counter or window of 
any stamp or stationery dealer's store. 


—<- 


COOPER JOINS McMILLAN SALES STAFF 


The McMillan Book Company, Syracuse, N. Y., last 
month announced the appointment to its sales staff 
of H. E. “Ed” Cooper to cover the territory left vacant 
by the death of the late James M. Campbell. 

Mr. Cooper has spent practically his entire business 
life in the industry. Immediately following his dis- 
charge from the military service at the end of the 
World War he was engaged in the retail stationery 
business in Kansas and Missouri. This was followed 
by sales work with the Irving-Pitt Manufacturing 
Company in the mid-west and also in New York City. 





H. E. COOPER 


Following the merger of that company in 1929 he 
joined the sales department of the Boorum & Pease 
Company and for the past ten years has represented 
that firm in the mid-west territory, headquartering in 
the Twin Cities. 

Before starting on a trip through the South and to 
the Pacific Coast on January 1, Mr. Cooper said that 
for the present Mrs. Cooper and their two daughters 
will remain in their home in Minneapolis. 
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SECURITY 

Steel Products 
Bookcases 
Filing Cabinets 
Desks and Tables 
Storage Cabinets 
Transfer Cases 
Shelving 
Waste Baskets 


Planned Equip- 
ment 


Visible Equip- 
ment 





Special Counter Equipment for a 
Nationally known Insurance Company. 
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Planned Equipment - 





















** © AILORED to fit the need”? is most expressive of the planned 
equipment installations of SECURITY STEEL. 


illustrate or explain the wide range of planned equipment 


To attempt to 


SECURITY engineers are capable of furnishing is a difficult task. 
A glance at the profusely illustrated Planned Equipment Section 
of our general catalog is convincing. It graphically illustrates the 


results that can be obtained by SECURITY cooperation. 
Send today for catalog and available territory. 


SECURITY STEEL EQUIPMENT CORPORATION 


AVENEL, N. J. 
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-AND STILL 
THE LEADER 


Threadline pencils and leads continue to set new 
records because the quality is there—in the pen- 
cil—in the leads. They're made for each other 


DIXON. ITE- ITF and made to do the world's best writing job. 





o-rig-i-nal (0-riji-nal) a. 1. Of or pert. to the 
origin or beginning; first in order or exist- 
ence. 2. Not copied, reproduced or translated ; 
novel; fresh. 
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RITE “RITE MFG. as CHICAGO Subsidiary of Joseph Dixon Crucible Co. 
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LYON METAL OFFERS DEALERS TWO NEW ITEMS 

For several years the Lyon Metal Products, Inc., 
Aurora, Ill., has sold its lines of steel folding chairs 
and steel storage and wardrobe cabinets through office 
equipment dealers. Last month the firm announced 
that these will be supplemented by two more also to 
be sold through dealers. 

The new items are a line of steel shelving, newly 
designed and bearing the trade name Lyon “Steelart,” 
and a series of steel lockers. The latter line consists 
of three of the most popular styles of lockers of sizes 
most in demand by business of every description. 

Elsewhere in this issue is described a new catalogue 
covering these numbers and now ready for distribu- 
tion to the trade. 








SAXON-KENT 

Announcement has been made of the marriage of 
Miss Virginia Compton Kent and Loraine Quinn Saxon 
on the afternoon of Sunday, December 24, at the home 
of the bride’s parents in Waco, Tex. Mr. 
manager of the stationery department of Maverick- 
Clarke Lithographing Company of San Antonio, and 
has a wide acquaintance among members of the sta- 
tionery and business equipment field in the southwest. 
Previous to joining Maverick-Clarke he had been a 
representative of the Spencerian Pen Company, with 
headquarters in Waco, and had previously been asso- 
ciated with the Hill Printing & Stationery Company, 
also of that city. Mr. and Mrs. Saxon will make their 
home in San Antonio at 1300 West Mulberry avenue. 
—BCR 


See ee 
McINTOSH-MALLESON 

Mrs. Helen Nelson McIntosh of Honolulu and Mr. 
Theodore T. Malleson of New York announce their 
marriage on Monday, January 17, 1940. Residence, 
385 Parkside avenue, Brooklyn, N. Y. Jasmine bloom- 
ing over the cottage door—robin on the window sill— 
mocking bird singing in the magnolia tree. And good 
wishes, OFFICE APPLIANCES’ among them, pouring in 
from Ted Malleson’s friends around the world. 
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TWO NEW ROYAL YOUNGSTERS 

Richard Heisser, employe of the Royal Typewriter 
Company, Inc., at Akron, Ohio, and Mrs. Heisser have 
distinguished themselves in the social circles of that 
city by being the proud parents of the last baby to 
be born there in 1939. Not to be outdone by a fellow 
employe, Stephen Marks, also attached to the same 
Royal office, and his wife took honors by having the 
first baby born in their home town in 1940 at 12:01 
a. m., January 1. 
Mrs. Heisser are having a little difficulty in finding 
enough room for the many presents sent them by 
companies in Akron for their unusual experience. 

sania sacsigilailiaiia 


MASTER GRIFFIN ARRIVES 


° a 








Perry Griffin, district manager for the Royal Type- | 


writer Company at Fort Smith, Ark., recently became 
the proud father of a son born to Mrs. Griffin at the 
Sparks Memorial hospital in Fort Smith. Mr. and Mrs. 
Griffin and the young gentleman reside at 2312 Dodson 
avenue in the Arkansas city. 
- —- - 
LARRY TAPAMAN, JR. 

Mr. and Mrs. Larry Tapaman will always remember 
December 31, 1939, as something more than the last 
day of the year for that is the day they became the 
proud parents of Larry, Jr. Larry, Sr. is a salesman 
for Harbord-Rogers Company, Portland, Ore-—ATW 
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THESE FEATURES 


er | 


@® RIGID 
@ PORTABLE 
@ COMPACT 


| Ideal Stands sell on sight and repeat well, because 


they combine ALL of these valuable features. Ideal 
Stands provide genuine non-tipping support. Ideal 
rigidity makes business machines work better, with 
quick, safe portability. Compact Ideal Stands take 
up little space. 

For example, Model 23-SA (illustrated below) is a 
fast moving item that contains ALL of these sales 
features. The stand sets solidly on four legs when in 
use. The rugged tubular frame provides real non- 
tipping support, made still safer by generous top 
proportions. 

The rigidity of Ideal 23-SA makes it possible to 
operate heavy business machines properly and ac- 
curately. Quick, safe portability is supplied with the 
distinctive Ideal raising and lowering device, oper- 
ated by one quick lever movement, which sets the 
stand up on four swivel casters, positioned outside 
the legs for extra safety. This stand takes up very 
little floor space. 

For detailed information on this and all other 
Ideal stands and stools, write for catalog, price list 
and dealer discounts NOW. 






Illustration shows Model 
23-SA. Shelf is inter- 
changeable either right 
or left side. Raised 
shelves also available. 











SHERMAN-MANSON MANUFACTURING COMPANY 
625 SOUTH KOLMAR AVENUE + CHICAGO, ILLINOIS 


We sell only through dealers 





STANDS AND STOOLS 











OFFICE APPLIANCES 


s4 


NEW MACHINES AND DEVICES 
(Continued from page 40) 





special, patented feature of the Johnson posture 
chairs is the hinged back which provides for proper 
back support regardless of the position assumed by 
the chair user. 

The seat and back covering can be furnished in 
brown or green frieze or in leather. The back pad is 
removable making the chair convertible to a regular 
wood back if desired. It is available in golden oak, 
birch, walnut or mahogany finish or solid walnut. 
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FILE GROOVED RIM DRINKING CUP ANNOUNCED 
FOLDERS The Paper Container Manufacturing Company, 1752- 
60 East Seventy-fifth street, Chicago, has recently 


placed on the market a new type of paper drinking cup 
which has been given the name of the Grooved Rim 
Spiral drinking cup, and will supplant the “spiral” 


cup marketed by the company heretofore. 
R A C K S The improvement of the cup consists of a depressed 











a 
VERTICAL 
FILE 


+ 
INDEX & 
RECORD 
CARDS 





No. 20 
Letter 





| * Size 
LETTER 
TRAYS Oak, Mahogany and Walnut 
Finishes with and without 


cover. THE GROOVED RIM DRINKING CUP 
groove just below the cup’s edge which affords a softer 
and smoother drinking surface. This item is to be sold 
through the company’s regular distributors at no in- 
crease in cost. 

Further particulars on the firm’s entire line will be 
furnished dealers on request to the home Offices. 

—_— io 
STEEL TRANSFER CASE BY COLE 

The Cole Steel Equipment Company, Inc., 349 Broad- 

way, New York City, has recently announced a new 


CARD 
INDEX 
CABINETS 








Legal 
Size 


Designed to take Letter and 
Legal Size Papers. 





THE COLE STEEL TRANSFER CASE 


steel transfer case which was designed after many 


M a 00S (0 M PAN Y months of experimentation. 
The new transfer case is made of heavy gauge steel 


Forest Park Ilinois ' : 
with a twenty-gauge front and can be interlocked and 
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New Neva-Clog J-60 Stapling Plier 


TEMPORARY PERMANENT 
FASTENING FASTENING 
wv ~~ c= 


j 









“4 


NG PLIER $3.00 





ons ae 


MODEL J-30 STAPLI 








MODEL S-100 STAPLING PLIER $4.50 


‘“*FASTEN THINGS TOGETHER” 


wth NEVA-CLOG... 


NEVA-CLOG PRODUCTS, INC.. 





PRODUCTION 


MEANS CONTINUOUS PERFORMANCE AT HIGH 
SPEED WITH MINIMUM LOSS OF TIME. THOU- 
SANDS OF CONCERNS HAVE USED NEVA-CLOG 
STAPLING PLIERS AND GENUINE NEVA-CLOG 
STAPLES FOR YEARS UNDER MOST SEVERE CON- 
DITIONS AND FOUND THEM MOST SATISFAC- 
TORY. THEY ARE BOTH TRUSTWORTHY AND 
ECONOMICAL. THE HARDER THE SERVICE, THE 
MORE THEY PROVE THEIR WORTH. 





ALWAYS RECOMMEND AND SELL NEVA-CLOGS 
FOR “PRODUCTION PERFORMANCE”, 


os \; oes 


NEW DISPLAY CARD FOR YOUR 
WINDOW OR COUNTER 


THIS ATTRACTIVE AND COLORFUL CARD WILL HOLD ANY 
NEVA-CLOG STAPLING PLIER ON DISPLAY. MEASURES 
14” X 19” WITH FOLDING SHELF TO HOLD DEVICE. BE 
SURE TO SEND FOR YOURS NOW. BUILD BETTER BUSI- 
NESS FOR 1940 


a fen @ fete 





ORDER DISPLAY No. P-40 — GRATIS 


STAPLING MACHINES and STAPLES 


eee ele BRIDGEPORT, CONN. 




















AN “AUTOMATIC” 5-DRAWER FILE OF 


Efficiency 


a 


Note how exclusive EXPANDING 
drawer allows easier operation. 


“7-Drawer Capacity—5 Drawer Utility” 


——__ > 
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stacked as high as the ceiling. The unit is electrically 
welded throughout. 

Manufactured in olive green with a baked enamel 
finish, the transfer case is equipped with a brass- 
plated card holder and a solid steel handle. It is 12% 
inches wide, 10% inches high and 24 inches in length. 

a os 


RISING JOINS BANKERS BOX 
Franklin Rising, Jr., for the past twenty years con- 
nected with the stationery trade in various capacities, 
last month was appointed western representative of 
the Bankers Box Company, Chicago, IIl. 
Mr. Rising, who lives at 3559 West Fifth street, Los 




















FRANELIN RISING, JR. 


Angeles, Calif., will cover eleven western states and will 
sell to dealers the Bankers Box Company’s lines of 
Liberty storage boxes, Staxonsteel transfer files and 
Liberty permanent binders. 
ee cee 
“100 PACKAGING CASE HISTORIES” 


Under the above title, a new 224-page book has been 
published by the Breskin Publishing Company, New 
York, N. Y., for Modern Packaging magazine. As the 
name implies, the book is the result obtained from a 
study of 100 separate redesign operations conducted 
by several hundred individuals. Each page is well 
illustrated with pictures of the old and new packag- 
ings compiled and described by Albert Q. Maisel. 

The book affords a codified record of successful 


achievement in modern packaging and “a viewpoint 
as to the essential nature of package redesign and the 


problems it presents.” 
In his thesis Mr. Maisel mentions the incentives and 


The combined savings resulting from the use of AUTOMATIC 
1 EXPANDING and COMPRESSING 5-Drawer Files instead of 
ordinary 5-drawer units exceeds, in many instances, the actual 
cost of the file IMMEDIATELY upon its installation. The key 
to these tremendous savings is contained in the following 








features :— 


Has usable capacity of 7 ordinary file drawers. 


Allows even the tightly packed drawer to open 
like a book! 


@ Gives 9 inches of extra working space at all times. 
@ Reduces filing and finding from 8 to 3 operations. 
@ Contents at back of top drawer accessible without 


touching follower. 


@ Drawer contents compressed and neat when closed. 


Only 4 feet, 7 inches from floor to tabs in top 
drawer. 


@ Only 5 inches higher than average 4-drawer files. 
@ Equipped with lock rods in every drawer (Standard!) 
@ Cost no more than other Standard Grade Files. 


AUTOMATIC FILE & INDEX COMPANY 
629 W. Washington Bivd., Dept. A-11, Chicago, Ill. 


—__—_<—__ 


Write for complete information on this 
remarkable file now! 


—_——_+»—_— 





necessities for the change, the influence of the artistry 
upon sales potentials and the effect of technological 
factors upon convenience and economy in the market- 
ing procedure. 

Included in the packagings shown are several used 
by members of the office equipment and supply field, 
among them the following: The Carter’s Ink Com- 
pany, Dictograph Products Company, Inc., Eagle Pen- 
cil Company, Faultless Caster Corporation, General 
Electric Company, Charles M. Higgins & Company, 
Inc., W. A. Sheaffer Pen Company, and the L. E. Wa- 
terman Company. 

Oe 
EDISON OF CANADA WINS DIRECT MAIL AWARD 


Thomas A. Edison of Canada, Ltd. has been awarded, 
for the second year in succession, one of the twenty- 
five awards of the Canadian Direct Mail Leaders. A 
handsome framed certificate bears these words: “The 
judges congratulate those responsible for the effec- 
tiveness, originality and craftsmanship which resulted 
in this selection.” 

Walter Dandie, manager, Thomas A. Edison of Can- 
ada, Ltd., reports that business is shaping up well for 
1940, and he expects it to surpass 1939 by a consider- 
able margin if it continues as it has started —-WAM 








SIMPLIFIED SERVICE 


Entire parts assemblies 
easily replaced. 


A FULL DUTY MACHINE 


In addition to the exclu- 
sive features listed above, 
it has all the important 
features Common to ex- 
pensive machines. 


Now the easiest selling job in the adding ma- 
chine field has been made still easier. You no 
longer have to sell a keyboard, to defend one or 
combat another. YOU SELL VICTOR FULL 
DUTY PORTABLES AND GIVE THE CUS- 
TOMER THE KEYBOARD HE PREFERS. 


Victor 10-key Portable is identical in superior 
features (see them on the left) with the full key- 
board Victor Portable which swept the country 
since its introduction last July. It sells at the 
same low prices that are not approached by 
any machine of comparable quality or perform- 
ance. With Victor Hand Operated and Electric 
Machines, it throws the entire field of adding 
machine preference wide open to Victor deal- 


ers—makes the sweetest dealer proposition of 





them all still more profitable. 


il I) t 
j / ) ; 
1 , With the introduction of Victor 10-key Port- 


ables, the potential value of Victor dealerships takes another 


bound upward. Get the new, full details—deal arrangements, 


discounts, sales helps and all. Your name on the reply card 


will bring them to you promptly. 





VICTOR 
keyboz 
three | 


Capa 
9,999 


4 


No. 6 


ADDING MACHINES 





VICTOR PORTABLES with full or ten-key 


keyboards, each in three capacities, at 


three low prices. 


Capacity Capacity Capacity 
9,999.99 99,999.99 9,999,999.99 We'd like to know, without obligation, the 


f I § 0 \ 0 full details of Victor dealership possibili- 
bh i ties in our territory, on the lines checked: 


No. 650, No. 660, No. 680, 
full keyboard full keyboard full keyboard 


No. 750, 10-key No. 760, 10-key No. 780, 10-key 
keyboard keyboard keyboard 


ee 


Address 


* 








Model 5125812 Electric 
—Direct Subtraction, 
Adding, Listing. 


Capacity 999,999.99 


Model 501AS—Direct 
Subtraction, Adding 
and Listing. 


Capacity 99,999.99 


$89.50 


Model 511S—Direct 
Subtraction, Adding 
and Listing. 


Capacity 999,999.99 


VICTOR 


Model 5225812-10 State- 
ment Machine—Direct 
Postage No Subtraction, Dating 
rs Pa; Postage Stamp Feature. 
Will Be Paid wanton 
by If Mailed in the 
Addressee United States 


BUSINESS REPLY CARD 


First Class Permit 6000, Sec. $10 P. L. & R., Chicago, Ill 


VICTOR Adding Machine Co. 
3900 North Rockwell Street 
CHICAGO, ILLINOIS 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
814 Highland avenue, Manhattan Beach 


Rerurns from the Christmas trade were quite gen- | 
erally good. However, some merchants complained of | 
“spotty” business immediately following the holidays. | 
Matters are moving along as usual. Nothing spec- | 
tacular has taken place except the bursting forth of | 
a gas well about five miles from this place. Static elec- | 


tricity is said to have touched it off, and for a time 
there was a magnificent display of what nature can 
do even in the small confines of a gas well. But gas 
wells and office equipment have little in common ex- 


cept as mattersS of general interest. Everything seems | 


to be on the “up and up.” 
* 7 = 
Missoula, Montana, Visitor.—Claude Elder, owner of 
the Office Supply Company of Missoula, was a recent 


visitor to Los Angeles. He is a well known business | 


man of that place. 


x ~ ~ 


Mr. Rising Takes New Lines.—Franklyn E. Rising, 


Jr., has taken on the following lines on the west coast: | 


Bainbridge, Kimpton & Haupt, Inc., Bankers Box Co., 
L.D.L. Manufacturing & Sales Co., Seneca Falls Rule & 
Block Co., and Dr. Scat Chemical Co. 


* * * 


Les Geil Now Represents Western Territory for 


Furniture Firm.—Les Geil, newly appointed representa- 


tive of the Wagner Furniture Company, manufacturers | 
of high grade office accessories, has recently taken on | 


the company’s trade in the West. He is well known 
and highly esteemed in that territory. 


* u * 


Miss Penney Visits Mountain States.—Miss Marjorie 
Penney, former owner and manager of the Bushnell 
Inked Ribbon Manufacturing Company at 927 Grand 
avenue, Los Angeles, having sold the business she in- 
herited from her grandfather, is traveling in Montana 
and other midwestern states visiting friends and look- 
ing over the field generally. Miss Penney for some 
time looked after all the details of the Bushnell Com- 
pany in person. About a year or more ago she moved 
from East Third street to the present address on Grand 
avenue, where an attractive and convenient office and 
factory was fitted up. She kept this business going 
for several months, but finding the work too onerous 
she sold out. The trade regrets her leaving the busi- 
ness. She was the only person of her sex to be in the 
ribbon and carbon business in Los Angeles. 

* 7 - 

Mr. Oglin Joins Sales Department of Western Firm. 
—Louis Oglin, formerly of Trick & Murray, Seattle, and 
Stevens-Maloney & Company, Chicago, has joined the 
sales staff of the Los Angeles Stamp & Stationery Com- 
pany. He is a thoroughly experienced man in the lines 
which he undertakes to handle and should make a 
fine record. 

Typewriter Man Celebrates Twenty-five Years with 
One House.—George G. Ralls, one of the well known 
men in the typewriter field, on January 2 celebrated 
twenty-five years of service with the Royal Typewriter 
Company in various offices. He has been manager of 
the Royal offices in Los Angeles for a number of years. 
The writer knew him years ago when he was manager 
of the Milwaukee office. He has headed several other 
offices as manager. 


DEALERS 
APPRECIATE 


q SPEAKING of 
lines ‘’ Castell“ 
Drawing, Copy- 
ing and Polychromos Pencils 
still assure Dealers the big- 
gest profits in the pencil 


industry. “Castell” is a Fair 
Trade product, a good bus- 
iness item. Thousands of 
loyal users demand it. The 
turnover is as steady as 
clockwork. For the full truth 
of these statements check 
with any “Castell” Dealer 
in the country.: It will pay 
you to get full particulars 
of the “Castell” franchise. 

A. W. FABER, Inc., Newark, N. J 


AWFABER- 


CASTELL 


DRAWING PENCIL IN THE METAL 


15° each * $150 per mete 
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MORE SALES 
Hane 


LITHOGRAPHED CONTINUOUS FORMS 
INTERLEAVED WITH ONE TIME CARBON 


raat te any 


a 








ELIMINATES CARBON HANDLING 
PERFECT COPIES . FASTER 


Clear copies with perfect registration is the result of the exclusive 
Hano feature of tailoring each Hano Continuous form with one time 
carbon to the customer's individual typewriter or billing machine. 
There's no handling of smudgy carbon...no jogging into alignment... 
all the typist's time is productive. 


LitheFraphed 
Individual and Continuous Snap-a-part Sets 
Continuous Interleaved Carbon Forms 


Continuous and Manifolding Forms 
Autographic Register Forms 


Hane 


Autographic Desk and Portable Registers 
Holyoke Hano Carbon Packet 
Hanohandi Manifold Book 


WRITE FOR OUR DEALER PROPOSAL 
TERRITORIES OPEN 

Central, Southern 
and Western States 













PHILIP HANO COMPANY 


InCORPORATEDO 


HOLVOKE ,MASS. 
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SNOW TAKES UEF CHICAGO BRANCH AS 
McBRIEN GOES ON SICK LEAVE 

H. T. McBrien, manager of the Chicago office of the 
Underwood Elliott Fisher Company, who has been in 
ill health for some time, last month was given leave 
of absence. In making this announcement General 
Sales Manager W. F. Arnold said: 

“Mr. McBrien has not been in the best of health for 
some time, and it is our hope and belief that by being 





F. C. SNOW 


relieved of all business problems, he will soon make 
a complete recovery. 

At the same time Mr. Arnold announced that F. C. 
Snow, who was western district manager for UEF, has, 
upon his own request, taken over Mr. McBrien’s job, 
a position he held for a considerable time before being 
appointed to the district managership. Under Mr. 
Snow’s supervision the Chicago branch for years had 
an outstandingly successful record. 

L. T. Osmon, educational director, and more recently 
acting manager of the Atlantic district, has been or- 
dered to make his headquarters at the district office 
in Chicago as special representative of the UEF gen- 
eral offices, in order to handle all district problems 
formerly handled by Mr. Snow. 

— = 
“SEE NEW ZEALAND FIRST” 

Thus invites the New Zealand Government Tourist 
and Railway Service on the back cover of the Christ- 
mas number of The Weekly News, Auckland, New Zea- 
land, sent us by our old friend, T. C. Coull of Coull’s 
Somerville Wilkie Ltd., Dunedin, New Zealand. 

“Turn the globe in your library slowly around. As 
you come to each region recall one or more of the 
natural scenic wonders for which it is famed. With 
amazing frequency a comparison will show that it has 
a counterpart in New Zealand,” is the further state- 
ment of this governmental agency. 

Mulling through the sixty-six pages we discover 
we have absorbed much of the enthusiasm for New 
Zealand’s topographical wonders. Nature was indeed 
in her most charming mood when she made this island 
with its unusual contrasts of rugged mountains and 
snow-capped peaks; of placid, spacious, rolling coun- 
try where cattle and sheep abound—of cold and ice in 
glacial formations, of tropical, verdant luxury—of 
nature in its violent moods, and of nature in repose. 

But, of course, we won’t hope to do justice here to 
the pictorial display of the Island in this Christmas 
number. Thanks, Mr. Coull, for this little peek into 


your wonderful country. 
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LATSCH NAMED HEAD OF LINCOLN (NEB.) C. OF C. 

R. D. Latsch, office equipment and supply dealer of 
Lincoln, Neb., last month was elected president of the 
Lincoln Chamber of Commerce. Mr. Latsch is well 
known in the industry, and has served conspicuously 
on behalf of the local chamber of commerce, having 
held the vice-presidency last year and done a great 
deal of committee work 
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SALES S2ith the AIRLINE and MAINLINER! 


and functional beauty only ART METAL desks provide! 


he 


tHE SURLINE 


ERE is the desk that has made a sensational hit with 
efficiency-minded office managers everywhere. Behind 
its outward beauty is every convenience feature they 
want in a desk. Non-glare Artolin tops, plenty of leg and 
“swing” room, E-Z Slide, roomy drawers, concealed wiring 
connections and adjustable island bases for easy cleaning. 


There is a model of AIRLINE desk for every office need 
—tailor-made to speed the work flow of the job for which 
it was designed. 


No wonder men 
who measure time 
in terms of money 
are enthusiastic 
about the AIRLINE. 
And no wonder 
they think of AIR- 
LINE first when 
they think of office 
modernization. 


mur, MOINLINER 


N the new MAINLINER desk, ART METAL has solved the 

problem of meeting every general office desk require- 

ment in one uniform, standardized line. The buyer may even 
have his choice of four, six, or eight leg desks. 


An outstanding development applied to both Airline and 
MAINLINER desks is the FOLD-O-WAY typewriter device which 
has made possible the snug storage of typewriters in stand- 
ard, letter-width, pedestals. A 55” secretarial desk with ad- 
equate knee-space 
would be impos- 
sible without the ART 
METAL FOLD-O-WAY 
typewriter device. 

Having it, ART METAL 
agents have the 
only complete line 
of smooth contoured 
and efficient space- 
saving 55” desks. 


ART METAL DESKS ARE THE PRODUCT OF 50 YEARS’ EXPERIENCE IN MAKING ALL-STEEL OFFICE EQUIPMENT THAT IS KEYED TO THE REQUIREMENTS [OF MODERN 
BUSINESS, ART METAL DEALERS ARE THE ONLY ONES WHO CAN OFFER THEIR PROSPECTS THE EXTRA STYLE AND EFFICIENCY THAT RESULTS FROM THIS EXPERIENCE. 





If you would like to know whether a sales franchise 





STEEL 


is open in your territory, write the Agency Division: 


ART METAL CONSTRUCTION COMPANY, JAMESTOWN, N. Y. 


~ Art (YVatal - 
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“FIRST 


think it through” 
—the Boss says— 
“then you'll be sure 








to put it over!” 


** ee 
S@ Heese 
*-. 








No. 883 


BUSINESS must plan, and comfortable concentration is 


essential to right planning. Selling 


JASPER CHAIR CO. CHAIRS 


is doubly productive: It builds up your volume today and 
forms contacts that with proper cultivation become increas- 
ingly profitable. The long life of Jasper Chair Co. chairs, 
both of service and fine appearance has an important effect 


on future business. 





They are especially to be recommended for sturdy construc- — No. 886 
tion, for variety of inviting, inspiriting designs, and for the 
genuine, thorough comfort afforded. Holding a high standard 
of design through numerous variations of form, color and 
material, craftsmen with a quality tradition build these 
chairs—a line well rounded out with styles appealing to 
many. Modern, approved methods of upholstering provide 
the utmost in day-long comfort. 

See our catalog illustrating these fine upholstered chairs and 
an extensive group of all wood office chairs made in solid 
walnut, quartered oak and birch. Send us your order for 
display numbers. If you desire, we shall be glad to recom- 


mend a selection. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 





REPRESENTATIVES 
Ge A. Litchfield, Sales Mgr 
R. J. Freeman, (Eastern) 505 Fifth Ave., New York, N. ¥ 
S. H. MacDonald, (West) 405 Orpheum Blidg., Seattle, Was! 
James 8. Fowls, (Southern) 3414 Euclid Heights Bivd., Cleveland, O} 
W. H. Brown, (Chicago-Midwest) 6708 Glenwood Ave., Chicag Phone ROGers Park 3644 


E. W. Thomas, (Southwest) 3004 Mountain Ave., Apt. No. 2, Birmingha Ala No. 880 
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M. J. Murphy, founder, and for the past sixty-eight 
years president of the Murphy Chair Company, died 
January 20, at his home in Grosse Point, Mich. His 
passing at the age of eighty-eight years came from 
an injury suffered in a severe fall two days previously. 

As a young man of twenty-one Mr. Murphy founded 
the chair company in Detroit. He chose for the plant 
a wooded section at a point then described as far 
outside of the business district. From the beginning 
he demonstrated his unusual business ability and keen 
ingenuity so that his organization, small as it was, 
began to prosper from the first. 

The plant was enlarged periodically as the business 
grew until, in 1919, Mr. Murphy and his executives 
transferred the manufacturing activities to Owens- 
boro, Ky., the present site of the company’s plant. 

Mr. Murphy was born in Sarnia, Ontario, and took 
his first job soon after moving to Detroit as a bank 
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bookkeeper. He soon tired of this occupation, and, 
when he reached his majority he bought a small furni- 
ture shop which he opened under the name of M. J. 
Murphy & Company. This was the beginning of the 
nationally-known organization of today. 

The remarkable growth of the firm experienced in 
the very beginning continued unchecked and various 
branch factories and warehouses were added in To- 
ronto, Chicago and Omaha. In 1921 the Michigan 
corporation was dissolved and a new Kentucky cor- 
poration formed to continue the business exclusively 
in the Owensboro plant. 

Mr. Murphy had other and varied interests. He was 
president of the Security Bank and Trust Company in 
Detroit for five years and was a member of the boare 
of several other Detroit banks and manufacturing 
companies. He founded the Federal Mogul Corpora- 
tion, makers of forgings and castings for the automo- 
tive industry and was president of the firm for many 
years. He was elected president of the Detroit board 
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Change now to “MATCHED 
PACKAGES” and to our sensa- 
tional new way of displaying 
them! M. & V., noted for co- 
operation, gives you the finest 
typewriter ribbons and carbons, 
distinctively packaged to MUL- 
TIPLY your sales ... and you 
show them in this master eye- 
catcher, a revolving stand in 
seven colors holding a gross of 
ribbons with 48 in full open dis- 
play. Write at once for full 
details of our beautiful Spring 
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Every VICTOR item 


has proven sales - ability 
that means greater profits 
for dealers in 1940 


MAK -UR-OWN 


MAK-UR-OWN INDEX TABS TRADE MARK REG. U.S.A. 


Baja + CELLULOID 
INDEX TABS 


High grade materials and precision 
manufacture make these the most pop- 
ular index tabs with users . . . most 
profitable for dealers. Attractive free 
display cabinet and literature makes 
sales for you. 


VISIBLE EQUIPMENT 


Protected pocket equipment in 
sectional form . . . handy book 
units . . . convenient panels... 
efficient tube reference equip- 
ment. Visible system selling re- 
wards the dealer with extra pro- 
fits. This Victor-Rand line pro- 
vides equipment and forms for 
any kind and size of business. 








DUPLICATOR STENCILS 
| AND SUPPLIES 


Consistent high quality of Victor 
Stencils assures continued profits from 
satisfied users. Sizes to fit all standard 
duplicating machines. Inks that are 
designed to give best results with 
Victor Stencils. Unique free sample 
package gets new customers for you. 





STEEL FILING EQUIPMENT 


This complete modern line of 
steel filing equipment in four 
grades, all sizes, will fill the re- 
quirements of any of your cus- 
tomers. Built for strength, en- 
durance, efficiency. Competi- 
tively priced. Steel desks and 
tables in many sizes are in- 
cluded. Many productive terri- 
tories still open. 





Write today for complete dealer information 
Gror 
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of trade and was one of the organizers of the Michi- 
gan Manufacturers Association, serving as treasurer of 
that organization. He was also a member of the 
finance committee of the General Motors Company 
in its early days. 

In odd moments Mr. Murphy endulged in his only 
pastime, that of writing verse, reflecting his kindly 
nature and gentle philosophy of life which endeared 
him to his executives, employes and friends alike. 

Mr. Murphy was the father of the late Gleeson Mur- 
phy who until his death a few years ago was vice- 
president and general manager of the company, and 
the grandfather of Gleeson Murphy, Jr., who suc- 
ceeded his father as vice-president and general man- 
ager, and Stephen Murphy, secretary and production 
manager of the company. He is also survived by the 
following children: Miss Blanche Murphy, Mrs. Charles 
B. Davis, Mrs. Charles B. Hull, J. Harold Murphy and 
Charles R. Murphy, all of Detroit, and L. Francis Mur- 
phy, of New Orleans, La. 

Funeral services were held in Detroit on Tuesday, 
January 23. 


tr br + 


J. J. SEITZ 

John Joseph Seitz, president of Underwood Elliott 
Fisher, Limited, Toronto, Canada, died January 12 
after a brief illness. He resided at 6 Pine Hill road, 
Toronto, and would have been seventy-eight years of 
age on February 2. 

With the passing of Mr. Seitz ended a career which 
began in 1878, when, still a boy of sixteen, he obtained 
a job as telegrapher with the Great Northwestern in 
Toronto. Two years later, married and moved to Ham- 
ilton, Mr. Seitz set about for a means of lightening the 
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burden of hours of writing by hand the messages 
relayed over his telegraph wire. Hearing of a “writing 
machine” then being sold in Buffalo he went there and 
brought back what was probably the first typewriter 
to enter Canada. 

Thoroughly sold on the typewriter the young man 
gave up his job a short time later and returned to 
Toronto where, having secured the agency for the 
Jewett typewriter, then made in Des Moines, Iowa, he 
opened up a business of his own. Many and varied 
were the obstacles Mr. Seitz had to overcome during 
the next few years but it is characteristic of the man 
that he surmounted them all and, in 1898, he secured 
from John T. Underwood the exclusive Canadian sales 
rights to the Underwood typewriter. 

The rights included a three-year agreement stipu- 
lating sale of a minimum of fifteen machines per 
month. It is noteworthy that this contract, under 
which Mr. Seitz eventually sold 1800 typewriters per 
month, was never renewed except verbally. 

The business was destined to flourish from the start. 
Two years after the machine was introduced into 
Canada new and larger quarters were taken. Chart- 
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Now...all-rubber PRESTOVACS 


An amazing new cushion key for >| 2° 








Forget all you ever knew about cushion keys—what they do—what 


they cost—how fast they sell. See and try the sensational new 






















PRESTOVACS. You will see why millions of typewriter owners 


will immediately adopt these revolutionary new keys. 






Fully 
guaranteed 





PRESTOVAC cushion keys, molded 
from live, resilient rubber, follow 
years of scientific development and 
testing. Easily applied to the keys, 
wn they stay on by molecular attraction. 
FOREIGN These keys eliminate broken finger 
PATENTS nails, batter and bruise o: typing 
PENDING and eye-fatiguing glare — assure 
faster and more accurate typing. 







PRESTOVAC all-rubber cushion keys provide the following advantageous features for the user: 


1, LIGHT WEIGHT—no metal collars; no interfer- 4, STAY-STRAIGHT LETTERS—will not revolve 


ence with key action. or turn upside down. Characters permanently 
inlaid. 

2, PURE RUBBER—will not get harder nor softer, 5. LONG LIFE—will stick until you want to remove 

unaffected by use or weather. them. No glue, no paste, no deposit, when 


removed. 
3, FIT ALL PORTABLES—as well as standard models. 6, SPACE BAR INCLUDED—protects thumbnails. 


Important notice to dealers: 


This sensational invention opens up a market of new millions steady profit. Those dealers who start selling immediately will 


of users who want quality keys, but will not pay $3.00 = $5.00 reap the greatest cash returns. Order PRESTOVACS from your 
per set. (It is estimated that only about one typewriter in five sie ‘ipa 
; wholesaler.* If he does not stock them yet, write direct to the 

is equipped now with cushion keys). It offers a marvelous 
door-opener”” item for your tactory. PRESTOVACS are packed three dozen sets with a dis 


salesmen as well as a source of play carton. Other advertising and sales helps are supplied. 












*In determining quantity you want on your initial order, be sure to specify 
enough. Remember that your investment is only a fraction of what it 
would be for other high quality keys—and remember that these sell about 
five times as fast. 
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If you were in the market for a desk for your own office, you would check feature 
against feature, quality against quality, looks against looks, and finally you would 


That’s what hundreds of other discerning men are doing. 
features that made the Steelcase 


choose a Steelcase. 
With all of the mechanical and construction 
“600” line famous both in and out of the industry, plus its own exclusive features, 


this new desk is actually ahead of its time. No mere “cut” can do it justice—it must 


be seen and “fussed with” to be truly appreciated. 
No wonder dealers from coast to coast are “going” Steelcase stronger than ever 
and once you get a real close-up on the 1940 Steelcase line of desks, you will too. 


Suppose you take a suggestion from us and take the first step to greater and faster 


desk profits by writing us today ... it will prove to be one of the smartest moves 


of the year. Try it! 
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ered in 1902, as the United Typewriter Company, Ltd., 
the firm took over an entire five-story building and 
branches were opened in Montreal, Hamilton and 
Ontario. 

A serious illness which came in 1909—shortly after 
he had formed the Peerless Ribbon & Carbon Com- 
pany—caused Mr. Seitz to cease his activities for a 
while, but one year later he was back in the harness 
with his son, Joseph L. Seitz, working with him as 
executive vice-president, and another son, W. J. Seitz, 
handling the Peerless organization. 


When the Underwood Typewriter Company effected | 


a consolidation in 1927 and became the Underwood 
Elliott Fisher Company, the United Typewriter Com- 





pany joined the merger. Although nominally it | 


changed to Underwood Elliott Fisher Limited, its poli- | 


cies, practices and operations continued as before with 
Mr. Seitz as president. 

Mr. Seitz was the moving spirit in formation of the 
Canadian Business Equipment Manufacturers Associa- 
tion and currently its honorary president. He was 
also president of the Underwood Elliott Fisher Manu- 
facturing Company and of A. D. Gorrie & Company, 
Limited, and vice-president of the Capital Trust Cor- 
poration. 

He had been president of the Toronto Baseball Club, 
of Rosary Hall, of Newsome & Gilbert, Limited, and 
of the St. Vincent de Paul Society. He served on the 
board of St. Michael’s hospital and on the executive 
board of the Toronto Welfare Association, and held 
membership in Canadian Manufacturers Association, 
Toronto Board of Trade, the Albany Club, Eastbourne 





Golf and Country Club, the Ontario Club, the Old | 


Colony Club, the Lakeview Golf and Country Club and 


the Canadian Club. 
Besides the two sons mentioned, Mr. Seitz is survived 


by his widow, three more sons, Ernest, a famous con- | 


cert pianist, Philip and Paul; three daughters, Mrs. 


G. O. McConkey, Mrs. J. V. Driscoll, and Mary, and 


thirteen grandchildren. 
+: |; 
C. A. SLINGERLAND 

Stricken with a heart attack while visiting New 
London, Conn., on behalf of his company, Charles A. 
Slingerland, salesman for Acme Visible Records, Inc., 
Chicago, died January 16. He covered the New Eng- 
land territory and was well known in the field. 

Mr. Slingerland joined Acme in the Fall of last year 
shortly before the National Stationers Association con- 
vention, and timed his first trip on the firm’s behalf 


to coincide with the Boston convention. Previous to | 


that he was supervisor in charge of sales promotion 
and dealer appointments for the Guardian Trading 
Corporation, Brooklyn, N. Y., distributor in America 
of the Original-Odhner calculating machine. Before 
that connection he was assistant to the general sales 
manager of the Remington Typewriter Company’s ac- 
counting machine division and took full charge of the 
firm’s exhibits at expositions, conventions and business 
shows. 

He had had international experience in the industry. 
For some time he was a special representative of the 
Remington Rand, Inc. foreign department and trav- 
eled extensively in Canada and the Orient. Before 
joining Remington Rand Mr. Slingerland was manager 


of systems and exhibits of the Elliott-Fisher Company. | 


-  & 


T. H. HINDLE 

Thomas H. Hindle, manufacturer of typewriter sup- 
plies, died January 13 at his home, 1 Sommer avenue, 
Maplewood, N. J. He was head of the T. H. Hindle 
Company, of 116 Duane street, New York City, which 
he founded 25 years ago, and was seventy-one years 
of age. 

Born in England, Mr. Hindle came to this country 
sixty years ago. He lived in Lawrence, Mass., and the 
Flatbush section of Brooklyn before moving to Maple- 
wood twenty years ago. He was a member of Metro- 
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CONSIDER WHAT 
SPOTSEALD 
ADDING MACHINE ROLLS 
OFFER YOU! 


e FIVE DISTINCT PAPER GRADES—making 
you competitive under almost any circumstances 
—and EACH grade presents these seven real 


selling points: 


e Every roll SPOTSEALD — the 
exclusive patented feature’ which 
eliminates. practically all waste 
when opening a new roll. 

e Every roll contains 250 FEET—a 
feature to be considered when 
competing with “unusual buys”. 


e Every roll is boldly marked with a RED 
WARNING SIGNAL, appearing about 
three feet before end of roll. 

e Every roll in any one of the five grades 
is UNIFORM in quality of paper, texture 
and weight. 

e Every roll is SMOOTH—individually 
sanded, vacuumed and brushed. 

e Every roll is HARD WOUND—no 
breaks or patches. 


e Every roll is wound on a hardwood 
wax-dipped core—NO SPLINTERS. 


e SAMPLES AND COMPLETE PRICE INFORMATION 
WILL BE MAILED TO INTERESTED DEALERS 
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Light Socket Fluorescent 








Screws in like 
any light bulb 


No. 3001—18”—15 Watt 


Now—Van Dyke supplies an 
economical Fluorescent fix- 
ture which screws into any 
light socket—simple as put- 
ting in a light bulb. This 
package of scientific day- 
light opens up a_ million 
new uses for fluorescent—a 
thousand new lamp sales. 


Office supply dealers will 
multiply their fluorescent 
sales with Van Dyke's 
LIGHT SOCKET fixture. 
Here is the ideal illumination 
for offices, office buildings, 
stores, hotels, hospitals, res- 
taurants, theatres, etc. 


Light Socket Fluores- 
cent available in the 
following styles 


No. 3001—For one 18”—15 
watt tube. 


No. 3002—For two 18”—15 


watt tube. 


No. 3101—For one 24”—15 
watt tube. 


No. 3102—For two 24”—15 
watt tube. 


Send for complete details. 
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Screws into ceiling fixture 


The name Van Dyke means the ultimate in efficiency, en 
gineering, beauty and salability. Van Dyke offers the 
most complete line of fluorescent in America. There's a 
unit for every commercial lighting need. Write for com- 
plete literature and dealer discounts. 


VAN DYKE INDUSTRIES 


2857 S. HALSTED ST. 


CHICAGO, ILL. 


New York Office — 30 Charlton St. 
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politan lodge, F. & A. M., of New York and the South 
Orange, N. J., Elks. 

Surviving are his widow, Mrs. Marion E. Hindle; 
three sons, Albert E. and Walter N. of Maplewood, 
and Thomas H. Jr. of Teaneck, N. J.; a brother, Arthur 
of New York; three grandchildren and a great-grand- 
daughter.—NJNS 

+ - 


M. B. MAYER 


Maurice B. Mayer, sixty-five years old, well-known 
owner of Schiff-Mayer Office Supply Company, 112 
West Main street, Oklahoma City, died at his home 
January 3, following an illness of six months. 

Born July 7, 1875, in Cincinnati, Ohio, Mr. Mayer 
was bookkeeper for Hill’s Printing & Stationery Com- 
pany, at Waco, Tex., before going to Oklahoma City 
in 1906. 

Among his early business ventures in Oklahoma City 
was partnership with an uncle in the operation of a 
cigar store, which was expanded after a time with the 
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addition of filing equipment and office staples. The 
firm name was Simon and Mayer. When the American 
National bank was built at the corner of Main street 
and Robinson avenue, Simon and Mayer leased the 
lobby cigar stand and also operated a billiard parlor 
in the basement. 

This partnership was dissolved in 1911 or 1912 and 
Mr. Mayer returned to Waco, and was again employed 
at Hill’s Printing & Stationery Company. Going to 
Oklahoma City in 1916, he formed partnership with 
the late Nate Schiff, a cotton buyer, and opened an 
office supply, furniture and equipment business on 
the second floor of the Empire building, 124 West Main 
street. Some time later the business was moved to a 
ground floor location in the Huckins building near 
Main street and Broadway, and shortly thereafter to 
the present location, 112 West Main street. After Mr. 
Schiff’s death several years ago, Mr. Mayer operated 
the business alone. 

Survivors include, in addition to his widow, Mamie, 
one son, Roy L. Mayer, of the home address, 2907 North 
Robinson avenue; a brother, Leonard B. Mayer, San 
Benito, Tex.; and two sisters, Mrs. Catherine Jones, 
Dallas, and Miss Julie Mayer, Washington, D. C. 

Funeral services were held at 3 p. m., January 4, 
in the Jack Jones chapel, with Rabbi Joseph Blatt offi- 
ciating. Burial was in Fairlawn cemetery, Oklahoma 
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E. L. SICK 

Elmer L. Sick, for many years an executive of W. B. 
Gregory & Son, Inc., Detroit, Mich., died December 18 
from complications resulting from a serious illness he 
suffered last July. He was sixty-four years of age. 

Born near Cohocton, N. Y., March 5, 1875, Mr. 
Sick worked on a farm as a young man, taught 
school for a while, returning to the farm when Sum- 
mer school closing ended his teaching activities. He 
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O ALL major countries and possessions—to Iceland, Mada- 
gascar, New Zealand—to the West Indies, East Indies, South 
Sea Islands—to frigid Siberia and torrid equatorial Africa— 
even to civilization’s most remote outposts—go International 
custom rebuilt typewriters. ... And at home—in_ business 
offices large and small—in schools, churches, homes, lodges, 
institutions—wherever letters must be written or records kept 
-countless thousands of Internationals are giving satisfactory 
service under every conceivable kind of use. . .. Such is the 
result of more than twenty years’ devotion to the task of pro- 
viding industry with custom rebuilt typewriters that are high 
grade, bright, clean and as nearly perfect mechanically as 
human skill can make them. We always keep in stock thou- 
sands of used typewriters, all standard makes, ready for ship- 
ment anywhere in the world. 
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held a number of jobs until September, 1906, when | 
he connected with a position with Adams & White | 


Company, Buffalo. Five years later Mr. Sick went to 


work for the George A. Drake Company in Detroit, | 
staying with that firm until 1920, when he joined the | 


Gregory, Mayer & Thom Company, taking charge of 
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the loose leaf and catalogue department. In July, 


1924, he became a member of the firm of W. B. Greg- | 


ory & Son, Inc. 
Mr. Sick, who was one of the best known stationers 


| 


| 


in the industry and counted his friends by the hun- | 


dreds, is survived by his widow, Mrs. E. L. Sick, and 
two daughters, Mrs. DeWolfe and Mrs. E. W. Gray. 
+ i; 
F. P. SWAN 

In ill health since he was stricken with a cerebral 
hemorrhage ten months ago, Frank P. Swan, founder 
and president of the Swan-Morgan Company, Hunt- 
ington, W. Va., office supply house, died December 21. 
He was sixty-eight years of age. 

A man of many distinctions, Mr. Swan was the pos- 
sessor of the coveted thirty-third degree in Masonry, 
was a deacon and former Sunday school superintend- 
ent of the Fifth Avenue Baptist church, and was 
secretary and poet laureate of the Rotary Club of 
Huntington. 

After a few years spent as a compositor he became 
editor of the Baptist Banner before deciding to go 
into business for himself. In 1896 he entered into a 
partnership with F. A. Kiger to form the printing 
firm of Swan & Kiger. Later he purchased the Kiger 
interests and incorporated under the name of the 
Swan Printing & Stationery Company. Still later this 
firm was dissolved and for a time Mr. Swan headed 
a typewriter and office machine sales agency. 

A short time later he again went into business and 
launched the Frank P. Swan Company which became 
the Swan-Morgan Company after the entrance of Mr. 
Swan’s son-in-law, J. Hanley Morgan, into the busi- 
ness. 

Mr. Swan is survived by his widow, Mrs. Fannie B. 
Swan; a daughter, Mrs. J. H. Morgan, and three 
grandchildren, Dorothy Ann Morgan, Nancy Swan 
Morgan and James Hanley Morgan, Jr 


+ 
L. J. HARRINGTON 

Members of the typewriter industry were shocked 
last month at news of the death of L. J. Harrington, 
Liberty Typewriter Company, Philadelphia, January 
8, 1940. Mr. Harrington was born December 3, 1871. 

He first entered the employ of L. C. Smith & Bros. 
Typewriter Company, which later became L. C. Smith 
& Corona Typewriters Inc, in July, 1908. For this 
company he acted in various capacities, including 


field representative, manager of the Rochester and | 
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PLUS AUTOPOINTS 


GRIP-TITE TIP 


EQUALS 


MORE SALES FOR YOU! 


WITH THIS AUTOPOINT GRIP-TITE 
TIP, THIN LEADS CAN'T WOBBLE 


OR FALL OUT~AND THEY RESIST 
BREAKING! 





@ The famous Autopoint “GRIP-TITE” tip plus the popular 
new Real Thin Leads make a sales combination that can’t be 
beaten. The new Autopoint pencil for Real Thin Leads is not 


just a writmg tool that’s always sharp; but a quality writing 


instrument that gives years of comfortable, easy writing and 
never-failing service. The leads cannot wobble or slip out, nor 
will they break easily. Demonstrate these sales points to your 
customers. It will mean repeat sales—and more profits—for 
you. Try it! 


SOLD SEPARATELY OR IN 
COMBINATION SETS 


Autopoint pencils using Real Thin 
Leads are sold separately or in com 
bination with six extra erasers and 
fifty extra leads. Pencils only retail 
from 49c to $1.00. Combinations at 
75c to $1.25. Prices slightly higher 
in Canada. Order from your jobber. 


THE TTER PENCIL 


DEPT. 0-2 


AUTOPOINT COMPANY 


1801 Foster Avenue Chicago, IIlinois 
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OFFICE FURNITURE 


For an office or reception room that sparkles with the radiance of 
chrome brilliancy. The new Royalchrome line denotes marked ad- 
vancement in the field of office equipment with 
added efficiency and utility. 

Strongly built, expertly finished, embodying only 
the most carefully selected materials, Dealers are 
missing a bet who overlook Royal- 
chrome. 


No. 370 
RECEPTION 
ROOM 
CHAIR 

<— 

Has removable and 
reversible seat and | 
back cushions. 






























SIDE CHAIR— 
A fine all-purpose 
chair. 


—> Roomy and 
comfortable 
executive 
chair— 


20 inches of space be- 
tween upholstered 
arms. Arms are rub- 
ber cushioned. No 
squeak ‘'Flotilt'’ tilter 
never needs oiling. 






NEW EXECUTIVE 
CHAIR 


Write for big, new 84-page catalog 
ROYAL METAL MFG. COMPANY 


187 N. Michigan Ave., Dept. 8B. CHICAGO Royal 


New York Los Angeles Toronto 
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| Philadelphia branches, and at one time was sales 


manager of the company. Mr. Harrington had the 
reputation of having trained more salesmen who later 
became managers for the Smith Corona organization 
than any other man. 

At the time of his death Mr. Harrington was man- 
ager of the Liberty Typewriter Company and, in addi- 
tion to his duties there, he frequently acted as consult- 
ant for L. C. Smith & Corona Typewriters Inc. 

The funeral was held in Philadelphia, January 10. 


| The large number of floral tributes received from his 
| many friends and business associates bore testimony 


to the high regard in which he was held. Among 
those who attended were Assistant to the President 


| E. L. Smith, and Vice-President V. H. Davidson of 
| L. C. Smith & Corona Typewriters, Inc. 


rt i i 
A. E. CLAUSEN 

Albert E. Clausen, president of the Office Supply & 
Printing Company, Sheboygan, Wis., was fatally in- 
jured late last month in an automobile crash involv- 
ing another car and a heavy farm vehicle. He was 
sixty-one years of age. 

Born in Sheboygan on January 14, 1878, Mr. Clausen 
was educated there and started his business career as 
an odd jobs boy in the plant of the Herald Publishing 
Company, after which he went to Milwaukee to work 
for another printing company. In 1907 the Herald 
organization brought him back to Sheboygan to take 
over the managership of the firm, and in 1920 it was 
consolidated with the Office Supply Company. Mr. 
Clausen filled the positions of secretary and treasurer 
with honor and, three years ago, was elected president 
of the company. 

Mr. Clausen is survived by his widow, Mrs. Charlotte 
Meta Mehrtens Clausen; two sons, Stanley of Marin- 
ette, and Howard of West Bend; two grandchildren, 
Karen and Judith, the latter the daughters of Mr. and 
Mrs. Howard Clausen. 


y 


+t & + 
MRS. D. M. HUNTER 

Mrs. Dinah Malinda Hunter, pioneer resident of the 
Mundell Christian church neighborhood near Bedford, 
Ind., and mother of Charles H. Hunter, Chicago man- 
ager of the National Business Show Company, died 
January 1 following a short illness. She was in her 
ninety-first year at the time of her passing. 

Mrs. Hunter, a native of Lawrence County, Indiana, 
was the daughter of David and Elizabeth Faubion 
Cummings and was born on October 22, 1848. In 1866 
she married Freeling H. Hunter, who passed away 
thirty-four years ago. Mrs. Hunter throughout her 
lifetime was deeply interested in church affairs and 
was a member of the Pinhook Church of God. 

In addition to her son, Charles, Mrs. Hunter is sur- 
vived by another son, George, at home; a daughter, 
Mrs. Rachael Vance, Odessa, Mo.; a brother, Simpson 
Cummings, Bedford, Ind.; seven grandchildren and 
three great-grandchildren. 

Following funeral services at the Mundell Christian 
Church, interment was in the cemetery adjoining. 


+ + + 
A. W. RANSOM 


A. W. Ransom, secretary-treasurer of the Educator 
Supply Company, Mitchell, S. D., and prominent in 
civic affairs of his community, died last month follow- 
ing a short illness. 

Mr. Ransom, prior to moving to Mitchell twenty- 
five years ago, was engaged in the publishing business 
in Watertown. In Mitchell he was actively connected 
with the Chamber of Commerce, having served as 
chairman of the retail merchants’ division and in other 
capacities. In recent weeks he further served the city 
in which he lived as head of the Community Chest 
campaign which closed just before the holidays. He 
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THE * « x ¥ 
PROFIT-MAKER 


Texcel is ringing the bell 











as a sure-fire profit item. 
NO 


And linked up with the MOISTENING 
REQUIRED 


ADHERES INSTANTLY 


TRANSPARENT 


they can’t help but , MADE IN 
INDUSTRIAL TAPE 
CORPORATION 


NEW BRUNSWICK. N 


famous Texcel Dispensers 
boost business and profits. 
Texcel has a 4-star 


rating 


% it is a clear, clean transparent tape. 
% seals instantly without moistening. 
% invaluable for sealing, mending, repairing and attaching purposes. 
% almost indispensable in industries, stores, offices, homes, libraries, 


drafting rooms, art departments, schools, etc. 


TWO POPULAR | TWO 
DISPENSERS | POPULAR 
A quick and easy way for unwind- } SIZES 


ing and cutting Texcel Tape. 
These dispensers are for commer- 
cial and office use and are strongly 
built to last for years. 


| Texcel 10c roll—without 
1 
No. 1—Commercial Use—Holds | 
1 
| 
' 


cutter. 
Texcel 25c¢ roll—with dou. 


2592” rolls. ble duty cutter. 


No. 2—Office Use—Holds 1296” 
and 792” rolls. 


——— —~'| counter display boxes. 


Feature these sizes as they 
are packed in attractive 





Complete range of the popular sizes. Samples and prices on request. 


INDUSTRIAL TAPE CORPORATION 


CHICAGO, ILL. NEW BRUNSWICK, N. J. SAN FRANCISCO, CAL. 
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You do have the 
advantage —|F 
you are selling 

= 


FILING SUPPLIES 








The GUSSCO Complete line of filing supplies 
is honestly made merchandise from good 
quality stock. It is competitively priced. No | 
one can offer your customers more for their 
money. No one is in a position to give them 
better service. 


We do not sell direct. Our organization 
is geared to serving dealers upon whom we 
depend entirely for our sales. 


GUSSCO dealers never fear competition 
because they are in a position to meet it— 
and still maintain a good margin of profit, 
too. GUSSCO is a good line to tie to. 





Samples, catalog and prices sent on request. 
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was also secretary of the Mitchell Typothetae, a local 
organization of employing printers. 

Mr. Ransom is survived by two daughters, Carrol 
and Alice; a son, Harvey; two brothers, Frank, of 
Mitchell, and Dr. J. H. Ransom of Decatur, Ill., and a 
sister, Mrs. Ellen Larkin of Buffalo, Minn. 


t + ys 


H. W. ROGERS 

Henry W. Rogers, president and director of the sta- 
tionery house of Wilbur & Hastings, 121 Varick street, 
New York, N. Y., and prominently identified with 
association work, died last month at his home in 
Morristown, N. J., at the age of sixty-seven years. 

A native of Stanfordville, N. Y., Mr. Rogers was a 
director of the Maplewood (N. J.) Building & Loan 
Association, a trustee of the Morristown First Presby- 
terian church and a director of the Drug & Chemical 
Club of New York. He was also a charter member of 
the Maple lodge, F. & A. M., Maplewood, and a mem- 
ber of the Duchess County Society of New York City. 

During his years in the field Mr. Rogers devoted a 


| great deal of time to fostering association activities 


in the industry and served as president and secretary 


of the New York Stationers Association. 


Mr. Rogers is survived by his widow, Mrs. Edith S. 


| Rogers, and two sons, H. Wolcott and John F. Rogers. 


+ + - 
R. B. QUAY 

Royal B. Quay, for the past ten years associated with 
the International Business Machines Corporation as 
an authority on business tabulating machines, died 
last month at the Naval hospital, Philadelphia. He 
was forty-five years of age and had been ill for several 
months. 

A World War veteran, Mr. Quay lived at Thornbrook 
Manor, Bryn Mawr, and was a member of the Ameri- 
can Legion and local Masonic lodge there. He is sur- 
vived by his widow, Mary; a brother, Raymond, and a 
sister, Mrs. Emma Pfeffer. 


+ | 
H. B. WILLIAMS 
H. B. Williams, forty-three, operator of a typewriter 
business in San Antonio, Tex., died in that city re- 
cently from the effects of a stroke, the aftermath of 
a brain injury suffered in an automobile accident 
three years ago. A native of Kansas City, Kans., Mr. 
Williams had resided in San Antonio about two years 
during which time he had been taking treatments for 
his injury in addition to operating an independent 
typewriter business. He is survived by his widow.— 
BCR ok + 
Cc. F. HUNT 
Charles F. Hunt, for many years connected with the 
commercial stationery firm of A. C. Turnbull, Hamil- 
ton, Ont., Canada, and later with Cloke & Son, died 


| at his home in that city last month. Mr. Hunt was an 


| ardent amateur photographer and was widely known 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. | 






Manufacturers of 
TRANSFILE FILES 





THE REGULAR 
TRANSFILE 


in the stationery trade.—SJL 
+: | 
J. D. CONWAY 
John D. Conway, for many years operator of a suc- 


| cessful stationery and office supply store at Hespler, 


Ont., Canada, died last month at his Toronto home. 
Mr. Conway had been a resident of Toronto since his 
retirement a few years ago—SJL 
+ i | 
LAWRENCE BANGERT 
Lawrence Bangert, Sr., for the past forty-four years 


| owner of a stationery store at Richmond Hill, Long 

| Island, N. Y., and well known for his interest in civic 

| affairs in his community, died last month at the age 
of sixty-nine years. 


Mr. Bangert was president of the Richmond Hill 
Board of Trade and was a member of the volunteer 


| fire department. Among the memories he cherished 
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WINS 


PENCIL SUIT 


THE ONLY PUSH PENCIL 


WITH THE NON-JAMMING 
CONTINUOUS GUIDE-TUBE FOR 
LEAD AND THE TIP THAT GRIPS 

















The right to manufacture the Push Pencil with the continuous 
guide-tube for lead and the tip that grips was clearly established 
for Esterbrook by a verdict of the United States Circuit Court of 
Appeals on January 8, 1940. This verdict establishes beyond fur- 
ther appeal the difference between the Esterbrook non-jamming 
Push Pencil and other push-type mechanical pencils. 


We Thank Our Dealers 
We are grateful that the stationery trade was willing to rely upon 
Esterbrook’s reputation and continued to give their full support 
to the sale of Esterbrook Push Pencils during the period of this 
suit. It would be difficult to fully express our gratitude to our 
dealers for this loyalty and wholehearted support. We appreciate 
this confidence in Esterbrook’s reputation for reliability and 


fair dealing. 


The Verdict Spells Continued Profit for You 
This verdict is an assurance to the entire trade that the growing 
sales and profits on Esterbrook Push Pencils will continue 





without restriction. 


THE ESTERBROOK PEN COMPANY cn " ? 
CAMDEN, N. J. Pp vite ot 
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STEEL LETTER TRAYS 
Made of finest cold rolled furniture steel 
in legal and letter sizes. Can be built up 
to any desired height. In olive green and 
walnut or mahogany finishes. 
Single Letter Tray Green, list 90c 











STEEL PRIVATE FILE 
Designed to keep private letters, bills and 
important information under lock and key. 
Made of heavy furniture steel electrically 








welded for strength. Equipped with A-Z 
index, lock and 2 keys. List $2.00. 





STEEL LAW BLANK CABINETS 


Designed for the safe keeping of legal documents, 
printing plates, etc. Made of cold rolled furniture 
steel electrically welded into sturdy, rigid units. In 
5 drawer and 6 drawer units. Finished in olive green. 








STEEL CARD INDEX BOXES 
Electrically welded, best grade furniture steel. Durable 
hinges. Domes on bottoms keep them from marring 
furniture. Capacity 450 cards with index. In 3 x 5— 
4x 6—5 x 8 sizes. 


FAST MOVING 
MONEY MAKING 
STEEL PRODUCTS 


These are a few of the 300 different COLE steel office 
items. All these numbers sell off your shelves every day. 
They are demand items. Made right and priced right 


they turnover quickly and with a minimum of sales effort. 


You can make money with the COLE line. Write today 
for our catalog, prices and complete dealer service infor- 


mation. 


COLE STEEL EQUIPMENT CO., INC. 


DIVISION OF PRONTO FILE CORP. 
349 BROADWAY NEW YORK 





STEEL BOX FILES 
Sturdily made of furniture steel, electrically welded. Dust 
proof. Finished in rich olive green baked enamel. Complete 
with 24 sub-division index, reinforced cloth tabs. List $1.40. 











PRONTO 




















<0 = ere: 














ne CERO aR 


+ = a ate: 








FEBRUARY, 1940 


of his long time in the stationery field was that of 
once employing as a newsboy Percy Crosby, cartoonist 
and creator of the famous character “Skippy.” 
Surviving Mr. Bangert are his widow, Mrs. Eugenia 
Bangert, and two sons, Lawrence, Jr., and Herbert 


Bangert. 
+; + +; 
HARRY FISHER 





Harry Fisher, former president of The Conklin Pen | 


Company, and lately an operator of orange groves in 
Florida, died last month at Orlando, Fla. His only 
survivor is a son, George, who resides in Texas. 

In 1902 Mr. Fisher bought into the Conklin organi- 
zation, then a $9000 company. Together with C. E. 
Miller, who served as vice-president, and the late Car- 
rol Cobb, sales manager, Mr. Fisher built the com- 
pany into a $2,000,000 concern by 1919. 


+ i & 
MISS CATHERINE SMITH 
Miss Catherine Smith, who some time ago took over 
the commercial stationery business of Howard Smale, 
at Strathroy, Ont., Canada, died recently at her home 
in that city—SJL 


eT 
TRADE-IN ALLOWANCES PIVOT SALES 


Rising price trends in the offing are a sales stimu- 
lator when there is yet time to get under the barrier 
before the advance. Many sales are won on this basis, 
since an actual saving is made by the customer; and 
what sound business man or office manager in the 
market for a new typewriter is averse to the savings- 





profit inherent in taking advantage of a price that is | 


on the warning schedule to shortly rise? 

So inasmuch as the “trade-in allowance” on a 
typewriter is an excellent selling trump, a magnet for 
merchandising, as it were, this was made the keynote 


of a four way selling campaign,—i.e., (1) display, (2) | 


demonstration, (3) sales promotion and (4) advertising 
during January, 1940, by the Seattle branch of L. C. 
Smith & Corona Typewriters, Inc., in their smart, 


streamlined sales salon and offices at 910 Second ave- | 


nue, along Seattle’s financial and office row. 
“Trade-in-now” was the timely typewriter topic or 

urge to turn in used machines as part payment on 

sparkling new streamlined models by the selling staff 


of the Seattle sales office which featured new “Super | 


Speed” Smiths in this extensive Seattle promotion. 
Besides attractive build-ups, demonstrations were 
made directly in the office of the prospect. New model 
business machines were brought over, shown and tried 
by the stenographer who would operate them, with 
all distinctive attributes and accessories adequately 
demonstrated in detail. Highlighted were improved 
touch, finish and modern design, as well as other spe- 
cial features.—CML. 
tee ee 
ECONOMY COMPANY REPORT STRIKES 
OPTIMISTIC NOTE 


Optimism over the stationery business and office 


supply industry for 1940 was the keynote of a state- | 


ment issued recently by officials of the Economy Office 
Supply Company, Grand Rapids, Mich. The statement 
in part reads: 

“The Economy Office Supply Company, of Grand 
Rapids, has just passed through its best year and is 
now entering its fifth year in business. At the present 
time the concern is rearranging the interior of the 


store (40-50 Market avenue, N. W.) and increasing | 


space for additional stock made necessary through 
increased business. Many new accounts have been 
added and 1940 will undoubtedly be a good year for 
them.” 

The company carries a complete stock of stationery 
items, furniture, safes and filing equipment, and em- 
ploys four outside salesmen. Heading the organization 
are Jay C. Oom and S. C. Herrema, formerly connected 
with the Tisch-Hine Company. 
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THE COLONIAL SUITE 





Now They Can Afford 
SLOANE 
EXECUTIVE SUITES 








A WELL-FURNISHED OFFICE is as necessary to an alert 
business man as being well-dressed. Yet to many men... 


an office by Sloane seems to be a far-away goal. 
NOW YOU CAN put this goal in easy reach. You can sell 
this market with Sloane’s new line of executive suites. 
Here is furniture with custom details, ready for imme- 
diate shipment, at stock prices! 
IT’S A NEW departure for Sloane...in answer to a big 
demand for really fine office furniture on a budget. 
‘To maintain Sloane standards, we’ve put in fine selected 
woods and distinguished hardware. 
PERMO-WELD PANELS have been used...impervious to 
checking, warping and weather. We have followed only 
the most authentic designs...ten of them...so that every 
ofiice decorating scheme can be suited. 
Illustrated: Sloane’s Colonial Executive Suite of walnut. 
Desk, $177.50; swivel chair, $80.00; armchair, 
$70.00; table, $113.00. 
Write today for literature, prices, and details on 
our liberal discount and protected dealer policy. 


Wholesale Office Furniture Division 


W«J SLOANE 


575 FIFTH AVENUE*+NEW YORK 
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SHIPMAN. WARD 


MFG. CO ,CHICAGO 





Shipman-Ward 
Your 
Headquarters 

for 


Genuine replacement parts for: 

Underwood — Royal — Remington 

L. C. Smith — Corona — Woodstock 
at Manufacturers’ Prices 


also 
Adding Machine Parts 
SUPERFINE PLATENS for All Office 
Machines 


asi well ar 


Rough and Rebuilt Adding 
and Calculating Machines and 
Rough and Rebuilt Typewriters. 


SHIPMAN-WARD MFG. CO. 


“The Dealers Quality Supply House” 
Established 1892 


325 N. WELLS STREET CHICAGO, ILL. 


Consolida'ed buying on Adding & Calculating Machines, Type- 
writers, Parts and Platens saves you money and time. An Exclu- 
sive S-W Service. 











OFFICE APPLIANCES 


UNIVERSITY CO-OP AT MADISON STAGES 
BUSINESS SHOW 

For the third consecutive year the office equipment 
department of the University Co-Op, Madison, Wis., 
staged a successful business show on January 4 and 5. 
The growth of the department, which last year showed 
a sixty-five per cent increase, is attributed to these 
business shows. 

Among the office equipment and supply companies 
included in the show were the following: Blaisdell 
Pencil Company, The Macey Company, Yankee Paper 
& Specialty Company, Speed Fastener Corporation, 
National Blank Book Company, Speed-O-Print Cor- 
poration, W. A. Sheaffer Pen Company, and the Oxford 
Filing Supply Company. 

The men representing the various companies ex- 
hibiting merchandise were John Pydlek, Carl Kauf- 
man, James P. Hawker and John Oberweiser. The 
Co-Op staff included C. A. Austin, R. J. Bennett, Ray 
Pence, C. G. Weston, W. K. Farmer and Gil Almusin, 
department manager. 

9 


PACIFIC NORTHWEST NOTES 

New honors have been bestowed on Thomas M. 
Pelly, president of the Lowman & Hanford Company 
at Seattle, in his nomination last month as president 
of the Seattle Chamber of Commerce, composed of 
leading business executives and industrial tycoons of 
the Pacific Northwest. Mr. Pelly continues to add to 
his honorary laurels and many high posts in the city’s 
civic and business life, no less than in the Pacific 
Northwest Stationers Association. 


- * 7 


Suggesting that “It’s Time To Renew Office Sup- 
plies,” is the neat timepiece outlined in blue installed 
in the Third avenue window of A. E. Fransen Com- 
pany, stationers and printers, which gives timely 
advice on Third avenue, in the central business dis- 
trict of Seattle. 


* * + 


Presentation of a fine new Underwood portable 
typewriter was made by L. W. Pickler, Seattle manager 
for the Underwood Elliott Fisher Company, Second 
avenue, to Miss Judith M. Woodrow, Glenwilde place, 
Seattle, a business college student, who was a prize 
winner in a national essay contest for which the 
Underwood people gave the fine machine. Over a 
thousand essays were sent in from Seattle, and hers 
was the best from the city, on the subject of “What 
Are The Qualifications of a Good Secretary.” Now 
that Underwood has all “the right answers,” seems 
as though they have material for a valuable secre- 
tarial book—CML 

EO 


LAWRENCE BECOMES GENERAL MANAGER OF 
COSBY-WIRTH COMPANY 

Turner Lawrence, former general sales manager of 
the Cosby-Wirth Manifold Book Company, Minneapo- 
lis, Minn., last month was appointed general manager 
to succeed T. K. Pickering who recently retired. 

At the same time the company announced that the 
general sales managership will be filled by H. R. 
McCready, who will carry the title of sales manager 
in charge of dealer sales and field operations. Mr. 
McCready, former owner of the H. R. McCready Sales 
Company, Springfield, Mo., has been district sales 
manager for Cosby-Wirth and covered Missouri and 
Kansas with headquarters in Kansas City, Mo. Upon 
taking up his new position he will move to the home 
offices in Minneapolis. 

The Cosby-Wirth Company manufactures sales 
books, registers, autographic supplies and continuous 
forms, etc., which are sold largely through dealers in 
North and South Dakota, Wisconsin, Minnesota, Iowa, 
Nebraska, Missouri and Kansas. 
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The INVINCIBLE File Line 





New 1600 Line 


Rich beauty—rugged dependabil- 
ity—famous Invincible free-float- 
ing roller progressive drawer 
suspension—in big range of 
drawer and height combinations 

all in a Grade “C” line at a 
utility price—make the Invincible 
No. 1600 Line a remarkable sales 
builder! 


Has 


It’s the complete range of 
matched business furniture and 
file lines that puts the entire 
INVINCIBLE Line way out 
front in sales and profit oppor- 
tunities! On sheer merit in 
beauty and design, the Mod- 
ernaire Desks and Tables by 
Invincible attract new prospects 

and their many new conveni- 
ence, construction and perform- 
ance features build outstanding 


sales records. 


When you go Invincible all the 
way, you really have a steady- 
profit line with files in all types, 
sizes and combinations to fill 
every need of all types of cus- 
tomers. Write at once for full 
details of how to cash in on the 
advantages of pushing the com- 


plete INVINCIBLE Line! 


““EVERYTHING'' 
Sales and Profits for You! 


to Win 








Built-in Concealed Safe Units in 
a variety of arrangements—with 
exclusive, patented, Invincible 
provide extra advan- 
tages to make Invincible Files 
first choice of new and old cus- 


features - 


tomers. 


INVINCIBLE METAL FURNITURE CO. 


2602 Franklin Street 


Manitowoc, Wisconsin 
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““"MASTER GRADE” 
UNDERWOOD S 


never let you down — or your customers 
either! Quite the contrary! Giving highly 
satisfactory service day by day, year after 
year, they give you the finest “build up” pos- 


sible. 


Let you down? Not by a jugful. They will 
make your business. 


THE 


WHOLESALE TYPEWRITER CO. 


155 SIXTH AV., NEW YORK, U. S. A. 
Cable — Saletype 


Wholesale always has the largest stocks available of all makes, models and 


serial numbers. You can get just what you want when you want it. 














HALF A CENTURY 


Serving the Dealer 


Years devoted to the manufacture of Inked Ribbons and Carbon Papers 
exclusively have developed 


THE COMPLETE LINE 


Inked Ribbons—Carbon Papers—Roll edge of the dealers’ problems and re- 
Carbons for every known device and in uirements by A manufacturer who 
SOLICITS DEALER BUSINESS ONLY. 


a complete range of price and quality. Ppore jc prestige and profit in STORMS 


\ dealers’ line made with a wide knowl- products. 


Write today for our N-1 price scale and our special offer on ribbons or carbons 
under your private labels. 


H. M. STORMS COMPANY 


Vanufacturers of “THE COMPLETE LINE” 
961 GRAND AVENUE BROOKLYN, NEW YORK 
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SHIPMAN-WARD ESTABLISHES ADDING AND 
CALCULATING MACHINE DIVISION 


Early in January arrangements were completed for 
organization of an adding and calculating machine 
division by the Shipman-Ward Manufacturing Com- 
pany, Chicago. Luis de Olazarra was engaged to head |, 
the activities of the new division, which makes avail- | ¥ 
able to office machine dealers a new and extensive 
source of remanufactured and rough adding and cal- 
culating machines of all American makes and models. 

Under the general guidance of C. A. Thompson, 
vice-president and sales manager, Mr. de Olazarra 
already has the new division in full function. An 
eight-page folder has been printed, with space left 
on the front cover for imprinting a dealer’s name. 
S-W quality is stressed, preceding a complete list of 
the adding and calculating machines offered. Because 








LUIS DE OLAZARRA 


Moffett Phot 


the folder is for distribution among dealers’ customers, 
retail prices are quoted and special emphasis is given 
to the message, “These machines are available through 
recognized retail dealers and cannot be ordered direct 
by the consumer.” Supplementing the folders is a 
separate wholesale price list for use by dealers and | 
their salesmen. Its special feature of convenience is 

identifying item numbers for all machines listed and | 
similarly numbered in the retail folder. Accurate | 


quotation of prices is facilitated. 
From the standpoints of mechanical skill, sales @ Every store and office in your commun- 


advice and support, knowledge of machines and appli- ity...every prospect your salesmen call on... represents 
cations, and extensiveness of stock, the new division | an opportunity for added sales and extra profits when this 
and its personnel are fully equipped. By following new combination of popular, attractively priced Lyon mer- 
the plan of confining activities exclusively to whole- |  chandise is a part of your line. 

sale and export activities, this new Shipman-Ward This special combination deal on Lyon Folding Chairs, 
venture appears to be headed for the objective of Lockers, Cabinets and Steelart Shelving... based on exten- 
mutual benefit and satisfaction to all concerned— sive research and practical tests... merits your immediate 











retailer, wholesaler and consumer. investigation because it offers a practical plan for making 

By training and experience, Mr. de Olazarra is ad- | four sales grow where one grew before by merchandising 
mirably fitted for directing the affairs of the S-W | associated items. Use the coupon today to get full facts 
adding and calculating machine division. He has a about this new deal. Dealers everywhere say it's a‘‘natural”’ 
wide knowledge of export practices and a similarly for winning new customers and multiplying sales to old 


customers. LYON METAL PRODUCTS, Inc., Aurora, III. 


broad understanding of retail distribution of office 
machines in the United States. Although his direct 
relation to the Shipman-Ward organization is very 
new, his actual contact started back in 1927, when an 


S-W executive referred to him in a convention address 
as “a bright young fellow ... who immediately 








reorganized the business,’ (the J. E. Thomas Type- 
writer Company, New York, N. Y.) “putting in new FOLDING 
ideas such as I am about to describe to you.” A num- FURNITURE 
ber of Mr. de Olazarra’s ideas were put into practice LYON METAL PRODUCTS. INCORPORATED 
and recommended to dealers by Shipman-Ward. 

Except for the first few months of his life, Mr. de |[~ eee e 

LYON METAL PRODUCTS, INCORPORATED 
2802 River Street, Aurora, Miinols | 


Olazarra has been a resident of the United States. He 

attended grade and preparatory schools in New York | 
City, and St. Vincent’s College in Beatty, Pa. While 
still in college he started his business career by work- 
ing summers as an office boy for the American Trading 
Company, New York, N. Y., one of the largest general ||__— ’"—____________ cxsme cient ennas ennneintammncmei 


Without expense or obligation, send full particulars on your new deal for 
| stepping up office appliance sales | 





Nome 





| Address - | 
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Mr. Dealer: 


The Meilink Line Is the 
“Complete Dealers’ Line’ 
All practical sizes of Underwriters "A" and "'B" Labeled 
Safes and the most complete line of One Hour Safes, 
Security Chests, Safe Drawers and many other protective 
items built. 








WHY MEILINK IS YOUR 
SAFE LINE 


No Factory Competition. 





® 
@ All Inquiries Referred to Dealers. 
@ Personal Assistance. 

@ Interior Planning Department. 


@ Direct Mail Campaign Aids. 


@ Engineering Department Service. 


@ Simplified Catalog—Easier Sales. 


Write Today for Full Information and Catalogs 


MEILINK STEEL SAFE CO. 
TOLEDO, OHIO 


CHICAGO NEW YORK 
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trading organizations, with branches in all parts of 
the world. Upon completion of his schooling, he con- 


| tinued with the American Trading Company for four- 
| teen years, holding the following positions in the order 


given: assistant manager of Cuba, Mexico, Spain and 
Italy departments; manager of Brazil and West Coast 
departments; special representative in Central Amer- 
ica and northern South America, and sales manager 
in Cuba. 

From 1924 to 1929 he was with the J. E. Thomas 
Typewriter Company, New York City. During the 
following ten years he conducted his own business 
under the name, Domestic Office Equipment Company, 
New York, handling office machines on his own ac- 


count and as a manufacturers’ representative, oper- 


ating as a retailer and an exporter. When he discon- 


| tinued his business in 1939, he entered the employ 


of the S. W. Allen Company, Orange, N. J., before 


| affiliating with the Shipman-Ward organization in 


the capacity of head of the adding and calculating 
machine division. 
ily lili ase 





HOW THAT GUNN DESK CAN TAKE IT!—The Gunn Furniture 
Company, Grand Rapids, Mich., certainly does play rough 
when it comes to testing out desks before allowing them to 
leave the factory. Pictured above is a Ridgewood desk made 
by Gunn which, after the knee panel was removed, was loaded 
with 600 pounds of cement with an additional 200 pounds 
placed in the pedestal openings. This load was maintained 
for several days in a dry temperature varying from 100 to 200 
degrees Fahrenheit after which live steam was turned into the 
test room making a temperature of 110 degrees for three more 
days. This was followed by a general rough-housing after 
which tests proved the Ridgewood had suffered no sagging 
although it had been subjected to misuse which fifty years of 
service would not produce. 
—>-. 


UNIQUE “INTRODUCER” PRECEDES 
ALLEN-MARSHALL SALESMEN 

The Ivan Allen-Marshall Company, Atlanta, Ga., 
is using a new and novel advance notice of its sales- 
men’s appearance in the field which is causing con- 
siderable comment and a good many laughs through- 
out the southern district. 

The “introducer” consists of four pictures on a 
single sheet which, when folded in a certain manner 
combines all four of them to portray the likeness 
of a gentleman much in the news. An attached sheet 
bears the picture of a man driving one of the early 
vintage horseless carriages and a salesman’s name. 
Beneath this is notice that Salesman so-and-so is 
on his way to help the dealer solve the puzzle. 
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ry WOW. . He famed LL Ivrown 


Fo nearly 100 years, L.L. Brown 
papers have stood out because, 
in addition to their other advan- 
tages, they have been uniquely 
resistant to wear and tear. An 
example is L. L. Brown’s Linen 
Ledger — ever since 1849 the 
recognized standard not merely 
of permanence but also of strength 
and durability. 

This extraordinary _ service- 
ability, a characteristic extra 
value for nearly a century, is 
now obtainable in the two lower- 
priced, general utility ledgers 
and the two bonds of similar 
grades described on this page. 

Thus, for the first time, you can 
give your customers the following 
L. L. Brown tame-proven advan- 
tages even in record and cor- 
respondence papers for every- 
day needs: 1 — Greater capacity 
to withstand hard wear. 2 
Perfect surfaces for all methods 
of writing, printing and ruling. 
3 — Flawless erasing qualities. 
4 — Dependable uniformity. 
5 — Genuine economy. 6 — Last- 
ing satisfaction. 

Be the first in your vicinity to 
profit from this important devel- 
opment. Ask your regular paper 
merchant today for samples of 
FORWARD and ESCORT, or 
write to the L. L. Brown Paper 
Company, Adams, Mass. 


oS 


The accepted Symbol of Quality and Value 
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Outstanding resistance to hard handling, long an 
L. L. Brown plus property, is now available in non- 
permanent ledgers and bonds for general use. 


FORWARD Sn Zeer 


100% NEW RAG CUTTINGS. Strong; perfectly balanced; flawless 
writing, erasing, and re-writing qualities; L. L. Brown’s smooth yet 
glareless finish; greater serviceability than its grade indicates. This 
paper is unequalled for non-permanent records which must with- 
stand hard use. 


FORWARD Zend 


100% NEW RAG CUTTINGS. Crisp, clear, cockled, and perfectly 
formed, this tub-sized, air-dried paper unites exceptional strength, 
beauty, and impressiveness — is ideal for stationery and for documents 
which must defy hard use yet need not last permanently. 


BUCO] Leler and Machine Sealing 


50% NEW RAG CUTTINGS. A unique, dual-purpose paper; equally 
and ideally suited to ledger and machine posting needs; perfect surface 
for all methods of recording, ruling, printing; absolute uniformity; 
6 colors; extensive range of sizes and weights. 


BOGUT Bond 


50% NEW RAG CUTTINGS. Flawless writing, erasing, printing, and 
ruling properties; a special finish which makes it equally adaptable for 
stationery, records, and forms; tub-sized, air-dried; 4 inviting colors — 
and unusual serviceability for a paper of its grade. 


Use these Other L. L. Brown Papers for Other Needs 


Rags Rags 
L. L. Brown’s Linen Ledger... .. 100% Greylock Linen Ledger, Hinged.. 85% 
Advance Linen Ledger.........100% L. L. Brown’s Limen? :.... .. 0s 100% 
Resistall Linen Ledgerf........ 100% Advance Bondt. eee |! ly 4 
L. L. Brown’s Finef............ 85% Resistall Index "Bristolt . < oe kee 100% 
Greylock Linen Ledger......... 85% tEnvelopes to match tHydroil Process 


LL. BROWN aa 


Ledgers, Linens and. Ponds 


PERMANENT * DURABLE ° DEPENDABLE 
L. L. Brown Paper Company, Adams, Massachusetts 
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MORE FOR THE MONEY 


The amazing low prices of ‘All Star’ 
card cabinets are possible, not at the 
expense of quality, but because of steel 
dié construction, volume production, 
national recognition, and low distribu- 
tion cost. Compare “All Star” cabinets 
with any on the market—then compare 
prices. 

Here indeed is a bargain both for dealer 
and consumer. 


Increase your sales and profits with "All 
Star” card cabinets. 


THE MACEY COMPANY 


GRAND RAPIDS 
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“LM Star 


CARD CABINETS 


% Wide front case edges— 
rigidity and strength 

% Double rounded drawer 
guides—perfect fitting 
easy gliding drawers 

% Double drawer heads— 
positive lock follower 
blocks—heavy reinforced 
drawer back 

%& Oversize rubber block 
cushions — large bronze 
finished label holder 
pulls—closed case bot- 
tom 

¥%r Hook on case back—post 
in case front—perfect 
alignment—can't slip— 
can't tip 

% Individually packed in 


heavy cartons 








MICHIGAN 
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POEMS WAFT FOUR NEW “VICTORMEN” TO 
THEIR TERRITORIES 

With the advent of the new year three new sales- 
men of The Victor Safe & Equipment Company, North 
Tonawanda, N. Y., took the road as part of the firm’s 
program of expansion for 1940. The salesmen, known 
as “Victormen,” identified as “B” men, were launched 
on their selling careers with appropriate ceremonies 
participated in by the whole Victor home office force. 

The ceremonies opened with a brief speech, includ- 
ing a few words of well chosen advice from President 
W. F. Block addressed to the newcomers, Victormen 


















THE PEAK OF 


PERFECTION 
IN METAL 


PAPER FASTENERS 


@ 
You can rely upon Vail Pins, 














NEW VICTORMEN BOLES, BERTSCHE AND SWANSON 


Paper Clips, Brass Fasteners, 
Boles, Bertsche and Swanson. Then the “B” men were 
each required to recite one of the following three Staples and Thumb Tacks as 
“poems”: 





Don’ts For Young Salesmen . : 
Don’t forget all that you’ve been told, being made right. 
Don’t let your feet or your pep get cold. ® 


Don’t neglect to answer home office mail, 
Don’t spend too much time in the village jail. 
Don’t let hard-boiled dealers get you down, | 
Don’t break more than one heart in any one town. 
Don’t try to kid us, or let us kid you, 
Don’t forget we know how much meals cost, too. | 


Every item is perfectly formed 


of the best material, attrac- 





Don’t forget we’re anxious to see you succeed, tively packaged for eye ap- 
Don’t let traffic cops get you for too much speed. 
Don’t forget you're selling for your pork and beans, | peal, and ready for customer 
Don’t play slugs in the slot machines. 
Don’t let yourself get to feelin’ low—but, | satisfaction when it leaves 


Don’t get too much of the “Hi-de-ho.” 


ANN 








Don’t listen to other guy’s hard-luck tales | Yj 
And don’t ever lose sight of your main goal—SALES. | our plant. 7 
Felicitations AY 
You’ve been a pretty good gang and we’ve liked you | & Dia 
a lot j (pd Y 
And we hope when you’re selling you'll be what they | You can be sure of offering the TSO 
call hot. Wyj4U 
We want you to know that we wish you Godspeed, best the market affords when The 
And will do all we can to help you succeed. "LOH 
But when all’s said and done it’s now up to you you sell the Vail Line. YOY 
To hustle and show us just what you can do. YO777 
We have every faith that each one of you men fs YO) 
Will have proved a success when we next meet again. Yj Y YY 
And nothing will please us so well as to see Try us on your next order. UY 
Each one of you go on a real selling “spree.” UY V/ 
Warning! Yj —Y 


Look out all you dealers, you’re in for some woe, 
Victor’s “B” men are loose and they’re after your 
dough. 
You can hide in the cellar, or take to the woods 
But we’re betting they’ll get you and sell you some VA I L 
goods. MANUFACTURING 


Somehow and sometime you're going to fall, nd COMPANY 
Though you may hold the fort ’til the fourth or fifth 900 E. 95th St. Chicago, Il. 
call. 
If you don’t like our stencils they’ll show you a chest | 
or prove to you why Victor note case is best. 


| 


\s\ 
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“"MAILAE TO VAI 


They will sell you some Mak-Ur-Own and after a while 
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GREATER DISCOUNTS 
MORE SALES 
LOWER PRICES 


SELLING THE CONSUMER THE 
GREATEST NUMBERING MACHINE 
VALUE FOR HIS DOLLAR 


THE WORLD'S 
MOST USEFUL 
NUMBERING MACHINE 


MODEL 95 


A choice of 
5 to 10 wheel capacity 
with 
7 size and style figures 


Retail prices range from 


$13.00 up 


1234567 


Style L 


THE WORLD’S LARGEST MANUFACTURER 
OF NUMBERING MACHINES 


Unconditionally Guarantees 


‘Model 95 


AUTOMATIC NUMBERING MACHINE 





This is a five (5) movement machine 
with a unique DIAL SET, making it pos- 
sible to set the machine to Repeat, 
Consecutive, Duplicate, Triplicate or 
Quadruplicate by a slight movement 
of the dial. 


Send for prices, discounts and descriptive circulars 


THE ROBERTS 
NUMBERING MACHINE COMPANY 
694-710 Jamaica Avenue Brooklyn, N. Y. 


Western Distributors LOUIS MELIND CO. 


362 West Chicago Ave 593 Market Street 
Chicago, Il. San Francisco, California 
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You may find yourself owning a portable file. 
If one item don’t work then another one may, 
And they have enough gadgets to keep talking all 
day. 


To save yourself trouble (and this is no guess), 
When they ask for an order just simply say “Yes.” 


Absent from the ceremonies was a fourth Victor- 
man, F. C. Leonhard, who had already started his 














VICTORMAN F. C. 
LEONHARD 


activities for Victor about a month previous to the 
graduation of the new class and is said to be receiving 
a fine reception from Victor dealers in his territory. 

The addition of these men to the Victor force rep- 
resents an effort on the part of the company to in- 
crease its service to the dealers. 

Pi haan hor a -? 
SMITH-CORONA OPENS HOUSTON BRANCH 

A new branch office has been opened by L. C. Smith 
& Corona Typewriters Inc, at 1208 Prairie avenue, 
Houston, Texas. The new manager is J. F. Holt, who 
has been promoted from the position of home office 
field representative. 

The establishment of the new branch at Houston 
will provide a closer coverage of the state of Texas. 








J. F. HOLT 


The company will now have three branches in that 
state: San Antonio, Dallas, and Houston. 

It was also announced by the company that Noel 
Boulware, one of the home office field representatives, 
will now make his headquarters in the Oklahoma City 
branch. His previous headquarters were in Denver. 

>? - 
NORRINGTON JOINS VISIBLE INDEX 

As this issue goes to press word is received to the 
effect that E. C. Norrington, for the past eighteen 
years connected with Acme Visible Records, Inc., has 
joined the Visible Index Corporation, New York City, 
as Metropolitan New York City sales manager. He also 
becomes a director on the board. 
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*A warm, soft, neutral 
gray finish, with scien- 
tifically correct reflec- 
tion factor. 


SCIENTIFIC studies of eye fatigue inspired our development 
of new, warm Neutra-Tone Gray Finish. We applied it to the 
stream-lined System-planned Style-Master Steel Desk. The 
result? A desk that is the perfect aid for your working hours. 

Remember — the clash of inharmonious surroundings and 
the confusion of glaring contrasts— wears down executives 


and office workers as surely as does noise. 


YAWMAN AND 


WHAT'S DESK COLOR 


TO DO WITH OFFICE EFFICIENCY ? 
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FREE— Write for com- 
plete catalog of seventy- 
five models for every 
office worker from exec- 
utive to junior clerk. 


COMPANY 











MFG. 


4 1010 JAY STREET e ROCHESTER, N. Y. | 


The above advertisement is the opening gun of an in- 
tensive Campaign to acquaint the consumer with the 
many advantages of “Y and E”’ Style-Master Steel 
Desks. It will appear in the February 19th issue of 
TIME MAGAZINE. Carefully coordinated, this cam- 
paign will bring Style-Master Steel Desks and the Orig- 
inal Neutra-Tone Gray Finish to the attention of more 


than a million people each month. Each “Y and E” 
Franchised Dealer will have at his disposal a group of 
powerful selling helps that will help him to capitalize 
most effectively on the exclusive features of America’s 
fastest selling line of desks—one more proof of the 
value of the ‘“‘Y and E” Franchise. A few territories are 
still open. Write for complete details. 


Ge. "FOREMOST FOR SIXTY YEARS” ($e. 
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new 18th century execu- 


tive suite. 8-piece center- 


operial 00 YOUR PROFITS! 


RIGHT NOW — before your spring rush starts 
— take time to think about two facts: 

1: Your customers today are looking for 
definite qualities in the office furniture they buy 
— distinctive styling — fine craftsmanship — 
and moderate prices. 

2: Only a line that answers all these de- 
mands can meet present-day competition, and 
assure you the volume and profits you deserve. 

Dealers in many parts of the country have 


Handsome 


put their office furniture departments on a pay- 
ing basis by switching to Imperial. Because 
Imperial desks, tables and matched suites are 
built to appeal to customers’ eyes and pocket- 
books alike. 

Get your copy of the new 1940 Imperial 
catalog, featuring “The Chancellor Group” 
(shown above) and fast-selling numbers in 
every price range. Write today to the Imperial 
Desk Company, Evansville, Indiana. 

















Where SECURITY of Binding is 
of Paramount Importance It 


In two sizes: No. 1, 50 sheet capacity........ $ 6.50 


Edw. L. Sibley Mfg. Co. Ine. 


Bennington Vermont 














Especially for 
lawyers, archi- 
tects, engineers, pub- 

lic officials, etc., where 
“valuable papers remain valu- 
able only when intact.” 


No. 2. 100 sheet capacity... 15.00 


Since 1886 


“Nothing but our own creations” 
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L. L. BROWN MEETS NEW PAPER DEMANDS 

For nearly 100 years, the L. L. Brown Paper Com- 
pany of Adams, Mass., has specialized in the manu- 
facture of permanent record papers, principally for 
government records, but also used extensively for the 
more important commercial requirements as well. 
Conspicuous among its products in this respect is 
L. L. Brown’s Linen Ledger, the company’s 100% rag 
Extra No. 1 ledger grade made from new white linen 
and cotton cuttings. 

To meet changing conditions of use, that company 
has now broadened its service to embrace the second- 
ary 100% rag and the 50% rag grades. In each of these 
grade levels, it has brought out a new ledger and a 
new bond, thus making four additional L. L. Brown 
papers which are fully described elsewhere in this 
issue. 

In announcing this development, A. Millard Daniels, 
president of the company, states that the move was 
made at the suggestion of leading paper merchants, 
printers and consumers. These representative users of 
paper had pointed to the increased wear and tear to 
which records are subjected today and explained the 
need of papers designed especially to meet such re- 
quirements. 

Acting upon the recommendation, the company 
made an extensive study of the market. This was 
supplemented by equally wide research to discover 
how the firm’s formulas, representing some ninety 
years of specialization, might be adjusted to obtain 
the desired qualities in the lower grade ledgers and 
bonds. The result was an addition to the formulas 
which, it is stated, makes it possible to minimize cer- 
tain destructive factors which detract from the serv- 
iceability of non-permanent papers. 

This development, the announcement explains, is 
of far-reaching importance. It is represented as 
insuring greater security for non-permanent records 
which might be required to last longer than originally 
intended. It is also presented as insuring extra re- 
sistance to hard-handling for a longer period and, 
finally, it is described as affording resistance to a 
higher degree of handling. Inasmuch as the new 
papers are priced the same as others of corresponding 
grade levels, the claimed advantages are said to guar- 
antee true economy and lasting satisfaction. 

——— 


BRAINARD RENAMED HEAD OF CLEVELAND BANK 


George C. Brainard, president of The General Fire- 
proofing Company, Youngstown, Ohio, has been re- 
appointed chairman of the Cleveland Federal Reserve 
bank for 1940, having been a director since 1936 and 
serving as chairman during 1939. He also is recognized 
as one of the outstanding pressed steel engineers in 
the country. He played a leading role when the Union 
National Bank was organized in Youngstown in 1931; 
was a member of the reorganization committee for 
the Dollar Savings & Trust Company, and served as 
a member of former Governor George White’s state 
banking advisory committee, in 1933. Mr. Brainard 
represented Youngstown at the fourth federal reserve 
district meeting, called to stimulate business in 1932, 
and former President Herbert Hoover commended him 
for his part in the work. He also has served three 
terms as president of the local Chamber of Com- 
merce.—AK 





iid lilalllia tatiana 
SAUL TAKES ROYAL’S SCRANTON BRANCH 
The Royal Typewriter Company, Inc. has announced 
the promotion of Warren G. Saul to the position of 

manager at the Scranton, Pa. office. 

Mr. Saul has had more than fourteen years of ex- 
perience in the typewriter field, having accumulated 
an extensive selling background in the East. His fine 
sales ability and executive qualifications promise him 
a successful future in his new position. 


121 








Everyone 


Can bind his own papers—Inventory 

sheets, duplicate invoices and orders, 

sales slips, or any papers necessary to 

be preserved for future reference, at 

trivial cost and in as neat volumes as 
the one pictured below 





Wabaco 
Storage Binders 
and Backs 


A stock size binder for almost every 

size sheet and special sizes at surpris- 

ingly low cost. Ask for prices and full 
information. 


v 


(he Wabash Cabinet Co. 


Wabash~Indiana. 














The Wabash Cabinet Co., Wabash, Ind. 
Please send us full information about your WABACO 
STORAGE BINDERS, including PRICE LIST and DISCOUNTS. 


Name_ : ciate ia 


Address__ Sa 
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VERTICAL 
OLENCIL 
FILES 











MODEL 
300 


capacity 300 stencils 
Size 22” high—12” wide 
—22” long 


$9450 


Slightly higher 
west of Rockies 





Two 
Other 
Models 
No. 50— 
50 Stencils 
Ne. 1500— 
1500 Stencils 


Ball Bearing Casters 


ATLAS VERTICAL STENCIL FILE CABINET 
OFFERS YOU a WAITING MARKET 


Dealers—Atlas Vertical Stencil File Cabinet is the 
proven “new approach” item. Opens the door to 
schools, banks, utilities, industrials, offices, letter 
shops. It’s the short cut to new accounts—the avenue 


to increased sales and profits. 


Sells on sight. The only equipment available to 
solve stencil filing problems. Provides fingertip 
accessibility, complete indexing convenience, positive 


stencil preservation. 
EXCLUSIVE TERRITORIES AVAILABLE 


Write for Discounts and Sales Promotion Plan 


The ATLAS DUPLICATOR SUPPLY CO., inc. 


501-511 Western Reserve Bidg. 
CLEVELAND, OHIO 
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EDIPHONE INSTALLED IN AUTOMOBILE 

A. L. Smith, manager, Scottish Fertilizers, Ltd., Wel- 
land, Ontario, recently had an Ediphone installed in 
his car. To quote Mr. Smith: “Quite frequently I am 
on the road for days at a time, and as I drive things 
occur to me that should be done, or ideas come to 
mind that would be useful in my business. Sometimes 
I get a good suggestion for a letter to my salesmen as 
a result of conditions I find in the field. With my 
present Ediphone installation all these things can be 
easily and conveniently recorded while fresh in my 
mind, and transcribed at my office on my return. In 
cities where facilities are available for recording I can 
have letters I have dictated transcribed en route.” 

The Ediphone is installed in the compartment gen- 
erally used for gloves, dusters, cameras or Other items 
customarily taken along on motor trips. It is operated 
from the car battery, the current passing through a 
small transformer to bring it to the correct voltage. 
Extra cylinders can be accommodated beside the ma- 
chine. When desired the machine can be quickly 
moved from the car to Mr. Smith’s office or home. 
Special fittings had to be contrived, but the job was 
done so neatly that one hardly realizes that an im- 
portant piece of office equipment is housed at the end 
of the instrument board.—WAM 

RS Eee 
GEORGE HALLING IS NEW MANAGER 
FOR GILL COMPANY 

George Halling became general manager of the J. 
K. Gill Company, Portland, Ore., on January 1, suc- 
ceeding W. A. Montgomery, who retains the presidency 
of the firm. 

Mr. Halling has been with the company since 1919 
and most of that time as head of the educational 
department. He had charge of text book distribution 
in Oregon, Washington, Idaho and Alaska. 

Although Mr. Montgomery is retiring from the po- 
sition of general manager, he will remain as president 
of the company, which was founded in 1866 by the 
late J. K. Gill. Upon the death of Mr. Gill, the 
presidency was filled by Mr. Montgomery, who also 
has been general manager for more than twenty- 
five years —ATW 





So 


S-W PROFIT FINDER “CLICKS” WITH DEALERS 

When the executives of the Shipman-Ward Manu- 
facturing Company, Chicago, decided to send out prac- 
tical Christmas cards last December, they thought they 
had a pretty good thing in a “profit-finder” chart 
consisting of a four-page folder slotted so that mov- 
able inserts could be positioned to reveal the cost and 
other information on any item in the Shipman-Ward 
line. But their expectations were exceeded. Over a 
thousand requests for extra copies were received 
within a short time after the folders were mailed. 

—_=>-o-—__—_— 


McGAREY JOINS ALLIED CORP. 

Edgar E. McGarey last month announced to the 
trade that he is now connected with the Allied Carbon 
& Ribbon Manufacturing Corporation, New York, N. 
Y. Mr. McGarey was previously connected with the 
Paine. Webber Company, Boston stock brokers, and 
later spent three years with the Columbia Ribbon & 
Carbon Manufacturing Company in the New England 
states. He is well-known in the field and will be 
welcomed by a number of old friends in the industry. 
—- 


JONES AND MACE ON BUYING TRIP 

A. R. Jones and H. M. Mace, president and secretary- 
treasurer respectively of the Office Equipment Com- 
pany, Chicago, recently returned home following a 
week’s journey to Grand Rapids and Muskegon, Mich.., 
where they visited factories on a buying trip. One 
of the progressive organizations in Chicago, the Office 
Equipment Company is located at 201 West Monroe 


street. 
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“Streamliner’’ desks are 
made in various styles and 





a aceon 2 Rea. 






















The ‘‘Streamliner’’ executive series desk is shown here with telephone stand, chair 
and 2-drawer desk height file. 


“STREAMLINER”’ — MODERN 
G/W BUSINESS EQUIPMENT 
FOR THE OFFICE OF TODAY 


Modern ‘‘Streamliner’’ business equipment for executive and general 
office use keeps pace with the trend for new design, beauty and in- 
creased efficiency. It enables people to do better work with less 
effort and makes working conditions more pleasant. 


The line includes executive and general office desks, tables, telephone 
stand, desk height and four drawer files, and the usual accessories. 
Both desk height and Smart new chairs are also available to complete the suite. Many 
4-drawer filing cabinets are valuable features are built into this equipment. In addition to green 

available. and walnut or mahogany grained finishes, ‘‘Streamliner’’ equipment is 
offered in a beautiful shade of seal gray with white metal trim. It is 
daring, distinctive, different and your customers will like it. 


Write for catalogs, prices and information about our attractive propo- 
sition to dealers. 








Telephone stand has top 
ey el -babbate Me bale MBE tae(-Melesaahel- ta ae 
- ment at the bottom. 


These sturdy, well-built tables are de- “Streamliner’’ flat top typist’s desk is avail- 
signed for use with any ‘‘Streamliner”’ able with typewriter pedestal at the 
desk. right or left. 


Globe-Wernicke 


Olatellalar-lemmelare 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
§ ; Steel. and Wood Office Furniture, Filing Equipment, Bookcases, Partitions Special! Stee! 
ew and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 
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THREE VIEWS OF THE RECENTLY-ACQUIRED NEW HOME 
OF THE ROYAL METAL MANUFACTURING COMPANY AT 
175 NORTH MICHIGAN AVENUE, CHICAGO.—(Top) First 
floor showroom devoted to reception room furniture with a 
show window for passersby on Michigan avenue displaying 
a neat, compact group arranged to fit many interiors. (Center) 
The mezzanine floor with an office arrangement featuring 
Royalchrome furniture with a completely restyled line of desks 
finished in simulated wood grain, and new line of sectional 
furniture. (Lower) A department featuring Royal's line of 
rumpus room furniture with a Royalchrome bar, convertible 
bridge table with a top to seat eight persons. This type of 
furniture is being installed by many business houses for 
employe recreation rooms. A picture of the Royal Metal new 
building was presented on page 126 of the December issue o 
Office Appliances, 
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“NO GUARANTEE 
NECESSARY!” 


|... writes H. L. Wild of New York City 








No. 4, $4.50 


On February 4th, 1938, H. L. 


Speed Fastener from a New York Stationer. 


Wild bought his first Swingline 
On December 2nd, 
1939, he bought his fifth, took advantage of a blank spot on 
the Swingline Guarantee Bond to express complete satisfaction 
It’s a pleasant state of affairs shared by 
For 


stapling machine business. 


as reproduced below. 


all Swingline users. the dealer it means “clean cut” 


Swinglines stay sold! 








No. 3, $3.50 


SPEED PRODUCTS COMPANY 


TOT, $1.50 


| 37- 18 Northern Blvd. Long Island City, N. Y. 
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DATER BUSINESS IS up 


NOW! 


Customers! Sales! Profits! 


Date "em up now with Fulton’s 
new No. 114 Dater. 


It’s the big season, the best 
time of the year to concen- 
trate on dater business! 
Fulton has the number that 





sells! 


Send for a sample dozen 
right away. 


FULTON 





es Lae On On be, Soe ie co. 
Factory, Elizabeth, N. J. 


Sales Office: 200 Fifth Avenue, New York City 


Pacific Coast Representative: 0. H. DAVISON & CO., 


‘STEEL: &<TRONG 


yee on ®) The Red 
aon eee 


788 Mission St., 
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AUTOMATIC TOIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller's Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 


Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 








941 CLARK ST 
C'NCINNATI O 


THE CL DOWNEY CO. 





| 
| 
| 





San Francisco | 
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CINCINNATI POST PICTURES NEW 
GLOBE-WERNICKE LINES 

The Cincinnati Post, in its issue of January 11. 
spread itself in a big way to bring home to its readers 
the fact that office furniture is becoming streamlined 
when it used a long story and a five-column spread 
of pictures on The Globe-Wernicke Co.’s new line of 
modernized desks, cabinets and tables. 

Under the byline of Ward Moore, the newspaper’s 
“business reporter,” the story told how designers in 


" 
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CINCINNATI POST FEATURES G-W FURNITURE.—Two of the 
pictures reproduced by the newspaper in a story concerning 
The Globe-Wernicke Co’s new “Streamliner” desks. (Top) 


| Miss Virginia Ramsey, G-W secretary at one of the streamlined 


| typewriter desks. 


(Lower) Francis F. Braun, designer, and 
C. W. Hamilton, sales promotion manager, talk over the new 


| points of the streamlined furniture with (seated) Harry C. 


Anderson, general sales manager. 


| the G-W plant at Norwood began work several years 


ago to develop a line of streamlined furniture which 
was to include not only desks, filing cabinets and 
tables, but such items as telephone stands and other 
pieces of office equipment in a number of designs and 
styles. 

“The new streamliners,’ the Post article concludes, 
“for office use are steel framed desks, filing cabinets, 
telephone stands and tables of neutral seal gray color, 
molded plastic drawer handles, rounded edges trimmed 
with stainless steel and recessed bases instead of legs 


at the corners.” 
OS Oe 2 


COMPLETE SHOWING OF DOPPELT’S CASES 
IN OWN SHOWROOM 

Extra values in cases on display in the Charles Dop- 
pelt & Company sample rooms will be offered during 
the first ten days in February. This is the time of the 
year when they have their regular after-inventory 
sale, which permits of many money-saving buys. 

Doppelt invites visitors to Chicago to make their 


| office their Chicago headquarters, go through the fac- 


tory, and at the same time examine the complete 
1940 line of commercial and school zipper cases on 
exhibition. The address is 412 North Orleans street, 


| Chicago. 
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PRECISION 
REBUILT 


wo Resolutions 


With but a Single Thought. . . 


To fulfill both resolutions, Regal should 


be the source of supply for all your type- 
writer needs — Regal serves the dealer 


profitably because it sells only to the dealer. 


REGAL TYPEWRITER COMPANY, Inc. 


75 VARICK STREET Cable: Regaltype NEW YORK, N.Y. 
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Tabulating Card 
Equipment 


Two grades—each with a definite 


purpose. 





Without question the new im- 
proved A Grade File is the most 
modern and efficient tabulating 
unit available. For semi-active or 
transfer work we recommend our 
Keystone Floating Roller Bearing 
Unit. 


PEERLESS STEEL EQUIPMENT CO. 


Unruh and Hasbrook Sts. Philadelphia, Pa. 
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Streamlined in appearance and performance. Turns out 


4 
sconcniicitt perfect work . . . insures hairline registration . . . patented 


Write for More Details feature prevents smudged, spoiled copies. New design on 
and Dealer Proposition long flowing lines, with chromium trim. 
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PRESTOVAC ELECTS GOUDY PRESIDENT 

N. S. “Hank” Goudy, well known in the office supply 
and equipment field, last month was elected president 
of the Prestovac Corporation of Oak Park, Ill., manu- 
facturers of Prestovac typewriter keys and other pres- 
sure adhesive products. 

Mr. Goudy has had over twenty years’ experience 
in the office equipment industry as sales manager of 





N. S. GOUDY 
David Lupton’s Sons Company and other manufac- 
turers of steel equipment. For the past four years he 





has specialized in the manufacture and sale of various | 


devices secured by pressure sensitive rubber adhesives 
and is the inventor of the Prestovac key pictured and 
described elsewhere in this issue. 
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MITTAG & VOLGER TELLS SAN FRANCISCO THE TIME!— 





Over the entrance of the Mittag & Volger. Inc., San Francisco | 
office a new neon electric clock has recently been placed | 


where Frisco commuters rushing to and from the Bridge 

Terminal can readily see it. Members of the Bay City M. & V. 

branch estimate that the clock is sighted by 150,000 persons 

each working day of the week as, of course, is the Mittag & 
Volger sign alongside the timepiece. 


_ — 


COHEN TO AID CHARITY BOARD 
Louis Cohen, Fort Smith (Ark.) Typewriter Com- 
pany, was honored recently when his name was added 
to the board of directors of the Arkansas Employment 
Service, Inc., a benevolent society for the aid of men 


and women who are blind. Two others who also joined | 


the board with Mr. Cohen are J. R. Tucker, of Harri- 
son, and Arthur Jones, of Jonesboro 
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POSTURE CHAIRS 
4 
For Comfort . . For Health . . For 
Efficiency 
EASY ® QUICK ® POSITIVE 
ADJUSTMENTS 


“A Model for Every 
Need” 










No. 505 with 
VENTILATED SEAT 


EASY TO SELL AND EASY TO DEMONSTRATE 
Sold Exclusively Through Dealers. 
Write today for complete catalog. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 























In fact, every moment counts with 
Tempo Film* for it is the most out- 
standing stencil improvement in years. 
That is no exaggeration, for ever since 
stenciling began, several major prob- 
lems remained unsolved. But now, with 
Tempo Film there is no more type- 
filling, type-cleaning, loop-letter cut- 
outs nor roller-swelling . . . because 
the Film protects! You should see this 
stencil in action to appreciate these 
features and many others. Try it. No 
obligation with our Trial Order Plan. 
Investigate now, while a few good 
territories are still open. And, while 
the signals are with you. 
*U.S. Pat. No. 1,989,922 
Canada No. 362,885 


MILO HARDING CO. LTD. 


Eastern Division: 617 Commonwealth Annex, Pittsburgh, Pa. 
General Office-Factory: 432 W. Pico Bivd., Los Angeles, Cal. 


MAIL TODAY FOR AN EARLY START 





| __7en 
eMoS Send Quires, Tempo Film on Trial Order Plan [) i 
Send Literature Send Dealer Plan oO | 

a PLEASE PIN TO YOUR LETTERHEAD ____ 


sete ul 
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The copyholder that is a 
natural for regular sales and 
worthwhile profit. Vitally 
needed by every account 
on your books — don't 
neglect this line! Order 
now and enjoy profits plus! 








The Dawn Manufacturing Corn 


_HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y. 





INTRODUCING 
Sher 


Any office can now afford a ‘‘valet’’. Here it is 
a new smart, compact, wardrobe fixture by Peterson 
which really provides ample room for all of the 
outer garments of six people and thelr overshoes 
and umbrellas too! 
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\OFFICE VALET 


x 


Now you can replace the awkward and invariably 
overloaded office costumer with this clean, efficient 
unit which holds twice as much in less than half the 
space (6% feet high and 2% feet wide.) The Peter- 
son S-6 office valet is of sturdy steel construction 
with ventilated hat shelves individually divided. Has | 
umbrella rack and base shelf for overshoes. Vacuum | 
cup rubber shoes, beautifully finished in choice of 
three baked enamel colors. Walnut, Green and | 
Mahogany. 








INDIVIDUAL HAT SHELVES 





VENTILATED AND DUSTLESS 





LARGE UMBRELLA RACK 





RIGID, NON-TIPPING BASE 





At the right is the Double 
(2-sided) ““Valet’’ No 
D-12 efficiently designed 
for accommodating 12 
people. 


Dealers write at once for 
full information about this 
uttractive, fast selling 
utility—be first to intro- 
duce it. It is a natural 


OGEL-PETERSON CO., 





“The Chee kroom Pe ople see 


1823 N. Wolcott Ave., Chicago 
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N. ¥. WORLD’S FAIR ANNOUNCES NEW 
ADVERTISING MEDIUM 

A new exhibit plan whereby manufacturers may 
show their products through a recently inaugurated 
Displamor division, has been announced by the New 
York World’s Fair 1940. 

Displamor exhibits, such as that of the Autopoint 
Company, Chicago, pictured here, will be installed in 
the major buildings of the fair and will consist of 
three-dimensional moving displays of actual products, 
many of them animated. These displays will be housed 


| in “Displalounges,” twenty of which will be placed in 
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AUTOPOINT ON DISPLAY AT THE 
N. Y. WORLD'S FAIR.—This attrac- 
tive group of products of The Auto- 
point Company, Chicago, is an 
example of the Displamor exhibits, 
showing actual merchandise in 
three-dimensional displays which 
is a new form of advertising offered 
by the 1940 New York World's Fair. 


| the various buildings and will afford seating accom- 


modations for 50,000 persons daily. 

In each “Displalounge” will be a battery of twelve 
units of twenty-four displays. Attendants will be on 
hand to pass out literature and information and, by 


| special arrangement, do actual selling for the manu- 
| facturer advertising. 


Participation in the plan also includes the privilege 
of using the fair’s seal and letterhead and all promo- 
tional material. Communications should be addressed 


| to the Displamor Division, New York World’s Fair 


1940, New York City, N. Y. 
ee 
“BUSINESS MAN—WHAT NOW?” 


Consisting of a group of chapters covering subjects 
“uppermost in the average business man’s mind,” a 


' new book entitled “Business Man—What Now?” has 


recently been published by the Press Publishing Com- 


| pany, New Egypt-on-Oakford Lake, N. J., to sell for 
$1.00. 


Written by W. Clement Moore, nationally-known 
cost accountant and author of many other books on 


| business matters, the book contains sixty-four pages 
| of the unusual dimensions of 314 by 9% inches. It 


covers in a masterly way such matters as “Some of the 
More Commonly Discussed Problems of the Business 
Executive,” “How to Use Scientific Control Charts for 
Price and Estimating Control,” “Your Personal Re- 
sponsibility in Your Town or City,” “Fair Profit Mar- 
gins Beget Industrial Stability,” and many others. 
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DEALER AID PROGRAM 
INCREASED IN 1940! 


A new and different Rotospeed sales aid 
campaign now in progress. Monthly aids, 
based on more than 25 years of experience 
in duplicator sales, supplied all dealers. 
Take on the profitable Rotospeed line now 
and enjoy the benefits of this great new 
program, 





n MODEL AK PR SENSES eAtR 


A typical Rotospeed value. All the speed, beauty, 
OUTSTANDING FEATURES efficiency and rugged durability of costly duplica- $ 7 








AUTOMATIC IMPRESSION ROLL shifts tors—at a price that makes it an extremely pop- 

into printing position only when paper 1] Senha Setheunal easy to oper 

i iti ar selier. °* 9 ° eee i} . 

is fed to positive stop. u ; P , P : . complete with supplies 
AUTOMATIC PAPER FEED for any size ate, to adjust, to keep in order. Cast aluminum 

ee ae frame finished in black wrinkle enamel and satin ea 
ACCURATE REGISTRATION AT ALL chrome give it great display appeal. Best of all 

SPEEDS it’s a ROTOSPEED—the name itself is a warranty respected by thousands. 
NEW TYPE BIG CAPACITY FEED 

TABLE For our new folder “Rotospeed Leads” describing 
COUNTER—OPEN OR CLOSED CYLIN- wW g ' ’ q q Model AA and for catalog showing the complete line 
“—— TS €:—-m™.e CON- * of Rotospeed Duplicators & Duplicating Supplies. 
SIMPLE ADJUSTMENT raises or lowers ong: 

print on paper over six inches. THE ROTOSPEED co. 202 So. Wilkinson DAYTON, OHIO 








Also Manufacturers of Genuine Cellulose Stencils and Supplies of all Stencil Duplicators 






















Liberal Profit , =< U HL S T fe i. q 
for Dealers 7 


=. ROLL TOP 


| ms TYPEWRITER 
Saastsssata DESK No. 7070 


es 


lt actually reduces lost motion 
—enables typist to do more and 
better work with equal effort. 
Made of special steel, except 
baseboard and side leaves which 
are 5-ply built-up wood. Busi- 
ness-like design. Smart, smooth, 
oven-baked enamel on metal 
parts. CelUhl finish on wood 
parts. When side leaves are 
folded up and steel roll curtain 
pulled down, everything inside 
is secure. 


The Toledo Metal 


Furniture Company 
1688 Hastings St. Toledo, Ohio 


Compact when 
closed. 


Ask for 
Catalog 







No. 7070 
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AUTOMOBILE CK) 


COMFORT BALANCED ACTION 


IN YOUR 


Secs CHAIR 86 (SESE Eee 


Unmatched comfort will be found in chairs equipped 
with rubber cushioned irons. These cushions are not 
merely substitutes for springs, but are shock ab- 
sorbers on which the weight of the occupant in any 
position is evenly distributed. The ball bearing 
swivel is a feature of this fixture and together they 
provide the utmost in comfort. A COMPLETE LINE OF OFFICE 


POSTURE AND STOOL IRONS 
\% 
PATENTED 


EQUIPPED WITH EITHER RUB- 
NOW The Perfect Machine 
Every Stapling Job 


BER OR STEEL SPRINGS. 
EXCLUSIVE NEW REMOVABLE HEAD 


FEATURE — STUNNING BEAUTY AND 
AMAZING PRECISION MAKE THIS 
SENSATIONAL TRIPLE-DUTY STAPLER 
THE STAR PROFIT ATTRACTION OF 
1940. 













































—_ +. 
Collier-Keyworth Co. 
Gardner, Mass., U. S. A. 


CATALOGUE ON REQUEST 























STAPLER 


Easy to look at. . . easy to sell! Here 
at last is the world’s most highly per- 
fected fastener —the “Rolls-Royce” 
of triple-duty staplers. The new SU- 
PREME stapler, pins and tacks with 
astonishing new precision and feather- 
weight touch. Takes 3/16”, 4”, %” 
leg standard staples. Stitches 3 sheets 
or 80 with a smooth-as-silk, silent 
stroke. ONLY stapler with exclusive 
new patented REMOVABLE head to 
keep it jam-proof and fool-proof. A 
smart streamlined beauty, yet ruggedly 
built for a lifetime of trouble-free ser- 
vice. Stock this stapler that’s stealing 
the show — and put new life in your 
profits for 1940. Send for free circu- 
lars and information about attractive 
discounts. 





Ln? 
Sen 




























List Price 


$6.00 


Sold Through Dealers Only 


CHAMPION FASTENER 
CORPORATION 


299 Broadway, New York, N.Y. 
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MUELLER HEADS WIS-ILL CLUB 

Charles P. Mueller of Joseph Dixon Crucible Com- 
pany, was elected president of the Wis-Ill Club for 
1940 at the annual election of officers held December 
29 at Eitel’s restaurant in the Field building, Chicago. 
In recognition of his faithful service as first vice- 
president during 1939, he received nearly a unanimous 
vote on the first ballot. He succee®s Herbert Walsh of 
Southworth Company. 

Chosen to serve with Mr. Mueller were G. J. Aigner 
of G. J. Aigner Company, first vice-president; Dick 











C.P. MUELLER 


Gingland, Esterbrook Steel Pen Company, second vice- 
president; Harry L. Nichols, Weis Manufacturing Com- 
pany, third vice-president; Tom Gillice, Rockwell- 
Barnes Company, secretary; Ray J. Eichenlaub, service 
Steel Products Corporation, treasurer. The election of 
the last two named has become a habit, and a good 
one, too. Few clubs have officers who give as much 
time to the work and are as efficient as Mr. Gillice 
and Mr. Eichenlaub. 

Two names were added to the roster. Harley R. 
Cheek and H. C. Koske of Keen Manufacturing Com- 
pany were voted into the organization. 


—_ — 9-9 —___. 


PORTUGAL HONORS H. H. VREELAND 

Herbert H. Vreeland, chairman of the board of di- 
rectors of the Royal Typewriter Company, Inc., was 
signally honored recently when Joao de Bianchi, min- 
ister of Portugal, conferred upon him the diploma of 
Officer of the Military Order of Christ in the name 
of the government of Portugal for distinguished serv- 
ices. 

The outstanding services of Mr. Vreeland in busi- 
ness organization and finance were recognized by the 
officials of Portugal who for more than twenty years 
have enjoyed his counsel and assistance. This honor 
was tendered to Mr. Vreeland in recognition of his 
unusual ability 
Portugal but the world over with constructive assist- 
ance in the tangle of industrial operations and later 
developments following the World War. 

The insignia of an Officer of the Military Order of 
Christ consists of a red enamel cross trimmed with 
gold, forming a white cross inside. It is attached to 
a red ribbon with a gold buckle and may be worn 
around the neck or on the left side of the coat. The 
Military Order of Christ, the oldest honorary order in 
the world, was founded by King Don Denis on August 
14, 1318, after the extinction of the Military Order of 
the Knights Templar in 1311. 

———=—___ 


ACME VISIBLE ESTABLISHED IN NEW HOME 

Ending a long and tedious moving job which con- 
sumed several days, the Acme Visible Records, Inc. 
has settled down in its new quarters at 122 South 
Michigan avenue, Chicago. The company was formerly 
located at 8 South Michigan avenue. 

Directly overlooking Lake Michigan, the new offices 


in helping not only the people of | 
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IM ON MY WAY TO BUY 
SOME MORE 
SPENCERIAN NO.42 PENS! 








@ Everybody likes this 
Spencerian No. 42 Gilt-Dome 
Pen—because it’s the smooth 
est, easiest writing all-purpose 


pen. It has eye-appeal, dura 





bility, general utility. It’s 

the most popular dome 

pointed pen in America 

and the surest seller that you can stock. Maintain 

adequate stocks of popular Spencerians for quick profits. 
No, 42 — Gilt Point, 
Fine Dome Point, 
Gilt bowl — gray 





shank. Semi-flexible. 


Dept. P, New York 


vadway, 


Spencerian Pen Co., 434 Bro 


Gy) Wit Eh 


V/ THE NAME FOR WRITING 














Here is a _ Posture 
Chair that will give 
yourcustomersa 
NEW conception of 


energy-saving 


COMFURT 


Build profitable volume with this new addition 





No. 7614 


to our posture chair line. Built to provide easier 
action, easier adjustments and positive simpli- 


fied control of correct seating posture. Write 


for full descriptive information and prices. 


HIGH POINT BENDING & 
CHAIR COMPANY 
SILER CITY, NORTH CAROLINA 



































MARKING DEVICE needs @- 
me 


PROMPT, ACCURATE and FRIENDLY 


Service you can depend on 


Service is an institution with us. We All our transactions are accomplished 
spare no effort to serve you promptly. ina friendly manner. Fair and reason- 
In most cases, orders go out the same able pricing of merchandise is a 
day they are received, except with primary factor with us too. 

certain made-to-order products. Each 

order is checked and rechecked to A few groups of items are listed below. 
insure your getting just the items you All well-known brands of marking 
specify. devices are kept in stock. 


e The “ALUMINUM” POCKET SEAL 
e The “OFFICIAL” POCKET SEAL 
eLEVER SEAL PRESSES 
e RUBBER STAMPS and TYPE 
e NUMBERING MACHINES 
e BADGES and COINS 
e TRADE CHECKS 
items: dies, molds, pressed metal ¢BAND STAMPS 
Muir. e NAME PLATES 


LET US SERVE YOU FOR ALL-ROUND SATISFACTION 


MEYER & WENTHE, Inc. 


Established 1854 


Other marking devices kept in stock: 
steel stamps, stencils, timing devices 
and marking inks. Made-to-order 

















30 So. Jefferson Street ¢ CHICAGO, ILL. 


A year ‘round 
TOP NOTCH SELLER! 


for the man 
who has lots 
to carry 












No. A2017 





Profit in 1940 with this handsome brief bag—watch your volume grow. It has 
three pockets, lots of capacity and Talon closing with lock. Its reinforced 
construction makes it sell on sight to men who demand durability and utility 
and lots of room in a brief bag. 

FREE CATALOG—24 pages—illustrated. A commercial or school zipper case 
for every taste—a price for every purse. Get your copy. 


0 | PPF It A 
con BTC Zeago  SHIEAEO 


VE ME LEATHER GOODS Merchandise Mart 
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of the company are the last word in modern and effi- 
cient arrangement. There is a centrally located re- 
ception room with a girl tending an information win- 
dow and telephone switchboard. Comfortable and 
attractive chairs and the latest type of indirect light- 
ing are features of the room. 

From the reception room a door leads to a number 
of private offices and, in another direction, to a large 
and well equipped demonstration room, a Sales per- 
sonnel office and a teletype room. 

Leasing of the new quarters is a direct result of an 
impressive expansion of the company’s activities in 
every section of the country. Within recent weeks 100 
new dealers have been appointed by D. R. Pinney, 
in charge of dealer distribution. At the same time it 
was found necessary to considerably increase the home 
office personnel to the extent where additional work- 
ing space became an urgent demand. 

Dealers visiting Chicago will be made welcome by 
officials and employes of the company should they 
care to visit the new home offices or the factory, which 
is located at 1754 Belmont avenue. 


|e 


OFFICE EQUIPMENT EXHIBITED AT FURNITURE 
MART SHOW 

Exhibits of manufacturers of office furniture and 
equipment were much in evidence at the annual show- 
ing of furniture which closed at the Furniture Mart 
in Chicago last month, and which resulted in a record 
number of orders being taken from buyers from every 
section of the United States. 

Manufacturers of office furniture who maintained 
display rooms, their products and those in charge were 
as follows: 

Gaylo Manufacturing Company, Chicago, Ill.—Fold- 
ing card table and chair sets in modern styling and 
design. William Nave. 

The Howell Company, St. Charles, I1l.—A line of mod- 
ern smokers for the office, with home and outdoor 
furniture. William McCredie. 

Imperial Desk Company, Evansville, Ind.—Several 
styles of household desks and bookcases in Many new 
designs and patterns. Norman Gerth. 

Indiana Desk Company, Jasper, Ind.—A large display 
of dressers, bookcases and desks. A. F. Krieg. 

Interstate Metal Products Company, Chicago, Il.— 
Steel lockers, household tables and chairs, kitchen 
tables and equipment. 

Jasper Seating Company, Jasper, Ind.—A diversified 
showing of chairs of all types and styles to meet every 
requirement. The company maintains a showing of 
office furniture at 529 South Wabash avenue W. J. 
Gosman. 

Lloyd Manufacturing Company, Menominee, Mich.— 
A showing of chairs and household items. C. D. 
Dalrymple. 

Murphy Chair Company, Owensboro, Ky.—A series 
of wood and upholstered chairs for home and office use. 
R. J. O'Malley. 

Mutschler Bros. Company, Nappanee, Ind.—A varied 
showing of furnishings and equipment for the home. 
R. C. Chapman. 

New Indiana Chair Company, Jasper, Ind.—A num- 
ber of new designs in plain and upholstered chairs, 
with a number of modern patterns featured. 

Norcor Manufacturing Company.—Folding table and 


| chair sets in a large number of styles and colors. 


| 
| 





Al Krueger. 

St. Johns Table Company, Cadillac, Mich.—Dynette 
table and chair sets and a number of occasional pieces 
for home use. R. L. Petrie. 

Troy Sunshade Company, Troy, Ohio.—New styles 


| and designs in chairs, desks and settees. George Fraley. 


High Point Bending & Chair Company, Siler City, 
N. C.—Household settees and chairs. James Baling. 


Tell City Chair Company, Tell City, Ind—A large 


| selection of late design chairs. John O’Toole. 
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What? Shave Myself with a 
'‘PerfecTilT'' Chair lron Spring? 


Odd Thought, isn’t it? . . . But there must be something unusual to the 
suggestion if the JOHNSON CHAIR CO. suggests that a man can 
shave with the compression spring used in their new 
“PerfecTilT” Chair Iron. 


There is SOMETHING UNUSUAL HERE. We’'re not 
suggesting that you actually chin yourself on a 
“PerfecTilT’’ Compression Spring. But we are saying 
in no uncertain terms that the same steel AMOLA 
STEEL — is so high in quality and possesses such un- 
usual characteristics that it can be and IS used for 
making the very finest quality razor blades. 







The new 1940 Chrysler Corporation automobiles use 
AMOLA for springs, gears, and other vital parts. And 
TO PROVE ITS QUALITY they make razor blades 


from it. 


We’ve Worked All This Into A Simplified, Dram- 
atized Selling Plan For Office Furniture Dealers. 


WRITE US FOR DETAILS. 


JOHNSON CHAIR CO. 





No. 


A most popular JOHNSON 
Executive Chair using 


1680XL 





World’s Largest Manufacturers of Commercial Chairs — Founded 1868 AMOLA Steel for the 
c ion Spring in th “PerfecTilT” 
4401-4531 W. NORTH AVE. CHICAGO, ILLINOIS) Chair tron 








Why Not Get Your Share 
of These Profits in 1940? 


—by taking care of the Cesco Loose Leaf Equipment trade in your 
locality. Cesco products are easier to sell to the average customer,—for 


BINDERS -~\ | |? very definite reasons: 
de \ 


1. Universal in scope and application; a selection for 
every requirement. 


2. A price-range appealing to every type of customer. 


3. Our dealer reserve stock, quickly meeting standard 
needs overnight. 


1. An established following based on 40 years of 
pioneering in new developments. 


These are some of your advantages. Our dealers favor this plan of mer- 
chandising,—and it has helped many to make extra profits not realized 
formerly. There are still several exclusive agencies available. Write us 
for our exclusive profit-making plan of dealer operation, together with 
our catalogs and discounts. 


THE C. E. SHEPPARD COMPANY 


44-07 TWENTY-FIRST STREET LONG ISLAND CITY, N. Y. 
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No. S00—ALMA’S Low Priced Quality Series 





No. 861-F 
60 x 32 






A Complete Series in 
combination walnut—only 


ALMA DESH COMPANY sorta carouna 




















EFFICIENCY plus BEAUTY 


New stationery and utility cabinets with automatic type handles with three-point 
locking device ... new chrome tubular upholstered chairs and tables—a com- 
plete new line of metal products that make the office more modern—more efficient 
—more beautiful—all described in our latest catalog. 





SEND FOR CATALOG TODAY. 


The chrome chair, utility desk and 
wardrobe cabinet shown are three 
popular selections from our 1940 
Catalog. Be sure to send for your 


copy. 





INTERSTATE METAL PRODUCTS CO. 


4401-4459 Ogden Avenue Chicago, Illinois 
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BRADNER JOINS CORRY-JAMESTOWN 


S. D. Bradner, for many years connected with the 
office supply and equipment industry and for more 


than twelve years with the Art Metal Construction | 
Company, last month was appointed manager of the | 


Boston branch office of the Corry-Jamestown Manu- 
facturing Company. 


The announcement of Mr. Bradner’s appointment | 
was made by David A. Hillstrom, secretary and gen- | 





S. D. BRADNER 


eral manager of Corry-Jamestown, who said the new 
appointee will succeed F. J. Maxwell in the Boston 
branch located at 125 Pearl street. He will travel 
the entire New England territory, calling upon the 
dealer trade which will be under his jurisdiction. 


During his lengthy time with Art Metal Construc- | 


tion Company, Mr. Bradner was a salesman in Detroit 
and Buffalo for one and two years respectively, sub- 
branch manager at Syracuse for two years, branch 
manager at Hartford, Conn., for four years, branch 


manager at Buffalo, New York and Jamestown for 


three and one-half years. He was also with the Co- 


lumbus Blank Book Manufacturing Company as man- | 


ager of the furniture department for six years. 
_———4< > 


NATIONAL BRIEF ANNOUNCES NEW 
ARRANGEMENTS 


The National Brief Case Manufacturing Company, 
512 South Peoria street, Chicago, last month an- 
nounced that its eastern office has been moved and 
combined with those of the Oshkosh Trunks, Inc., 
and S. Dresner & Son, Inc., at 10 East Thirty-fourth 
street, New York City. 

In the new location a complete and attractive dis- 
play of the National line will be a permanent feature. 

At the same time it was reported that the sales of 
National’s products will be handled by N. L. and K. W. 
Zeagler, who have opened a permanent office and 
showroom at 408 South Spring street, Los Angeles. 
The two men are well known on the Pacific Coast and 


SALES 


have sold merchandise for various manufacturers in | 


that territory for the past twenty-five years. 

With the appointment the National organization 
now has coverage throughout the United States, with 
the Southwest and Middle West covered by M. J. Bel- 
grad, the Middle West from the Mississippi to Pitts- 
burgh, covered by H. J. B. Belgrad, the Southeast by 
Mrs. R. W. Owen, the Northwest by D. R. McRae. 
M. Friedberg covers a territory east from Pittsburgh 





including New England, and H. L. Miller handles the | 


New York office. 
7" tlt aeecinanitien 
IVAN ALLEN TO HEAD “PRESIDENT 
BIRTHDAY” COMMITTEE 

Ivan Allen, chairman of the board of Ivan Allen- 
Marshall Company, Atlanta, Ga., last month was 
named chairman of the Fulton County committee for 
the celebration of the President’s birthday, the annual 
event held to raise funds for combating infantile 


paralysis—JHR 
a 


YOHE TO ADD OFFICE SUPPLIES TO HIS BUSINESS | 
Richard H. Yohe, owner of the Times Publishing | 


Company, 115 Bellefonte avenue, Lock Haven, Penna., 
has recently completed plans to open an office supply 
store in connection with his publishing business. Par- 
ticularly interested in the manufacture of rubber 


137 





For the Up and 
Coming EXECUTIVE 


The Murphy 
line offers you 
the ideal combin- 
ation that you 
want in chairs. 
Correct styling— 
comfort—de- 
pendable con- 
struction features 
—low price. 


You won't go 
wrong with a 
Murphy Chair. 
Find out for your- 
self the extra sell- 
ing advantages 
with Murphy of- 


fice chairs. 





No. 7287 


If you don’t have catalog 


No. 67, write for it now. 


MURPHY CHAIR CO. 


INCORPORATED 
OWENSBORO, KENTUCKY 


__ £56 


NON-TARNISHING 


STAINLESS STEEL FILE SIGNALS 


A SALE 
IN 
EVERY 
BUSY 
OFFICE 























Have All Your 
Salesmen Carry 
This Card 


THIS handy card contains a 
representative assortment of 
the actual signals in the 12 
standard colors, a type for 
every modern filing and 
record keeping need. A help- 
ful “catalog” the size of a 
postcard—a convincing lay- 
out to show your customers. 
No charge to the trade. How 
many ? 





Adds little to 
your kits but much 
to your profits 


| THE H.C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 


ny 




















2 sae | sales and profits. Just phone, telephone, files, catalogs, 
show the new Gaylo portable ic. Sliding shelf. Large rubber 
“Utilitable,” the perfect typewriter 

mend. Geeviel lecthuete top easters for quiet, lively handling. 
padded with genuine hair felt 
deadens sound and cushions vibra- 
tion. Eliminates need for type- 
writer pad. Utility galore! Ideal also with leatherette top, not 
also for adding machine, dicta- padded; and all-metal top. 
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Another GAYLO Scoop! | 






NEW 
“UTILITABLE” | 
With Padded 
Leatherette Top 


IDEAL FOR TYPEWRITER 
Deadens Sound — Cushions Vibration 


Packed with new selling features. 
Priced to sell on sight. Colors: 
mahogany, green, walnut. Available 


Write for literature, prices and discounts. 


GAYLO MANUFACTURING CO., INC. 


823 No. Michigan Ave. 


Chicago, Illinois 


A PROFITABLE REPEAT ITEM 


WISE DEALERS 
SELL WELL 
KNOWN PROD.- 
UCTS. 











A REAL LINE TO 
SELL AT A PRICE 
AND PROFIT 
THAT IS FAIR TO 
BOTH CONSUM- 
ER AND DEALER. 








INCREASE YOUR SALES WITH 


vn 6 Oo 


INTERNATIONAL 


TY PEW RIETER 


CGOGB000060600 


MUNSON SuppPLy Co., 348 Hudson St., New York City 


Plesse send information ahout the New Key 





—New Package and Counter Display to ® 
Name....... 
Address.. 
a a cahlcianetnasitl a iciccsisnins oe 
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bands, sales tags, pencil sharpeners and similar items, 
the company desires to receive catalogues and other 
literature from manufacturers. 
———e=a oe 
BOSTON’S LENOX HOTEL CONVENIENT FOR 
BUSINESS SHOW VISITORS 

A large number of visitors who will travel to Boston 
to attend the New England National Business Show, 
to be held in the Mechanics building from March 25 
to 29, will find ideal accommodations within a stone’s 
throw of the show at the Hotel Lenox. 

Known to hundreds of travelers as “Boston’s friendly 
Back Bay hotel,” the Hotel Lenox is situated in the 
midst of a dozen or more places of interest in the 
historical city and is less than a five-minute walk to 
the Mechanics building. It is well known to hundreds 
of travelers, stationers and other members of the office 
supply and equipment industry, having served for 
previous National Stationers Association conventions, 
regional meetings and annual events. 

The hotel features a modern grill, cocktail lounge 
and up-to-date conveniences as well as comfortable 
rooms for one, two, or up to four persons at moderate 
and attractive rates. 

Ee O 
CHICAGO VENETIAN BLIND ANNOUNCES 
SUBSTANTIAL SALES GAINS 

C. N. Cahill, president of the Chicago Venetian Blind 
Company, Chicago, last month started the new year 
with an inspiring message to stockholders in which he 
reported the company’s square footage sales for the 
last quarter of 1939 showed a gain of 63% per cent 
over the similar period of 1938. 

According to Mr. Cahill’s report, the company sold 
584,244 square feet of venetian blinds during the last 
quarter of 1939 and ended the year with a backlog of 
unfilled contracts in excess of $50,000. 

“With the addition of the Germain organization in 
Saginaw and the Patterson Venetian Blind Corpora- 
tion of Indianapolis, our volume in the manufacture 
of custom-built venetian blinds will be substantially 
increased in 1940,” Mr. Cahill said. 

Reports of the company’s acquisition of the above- 
mentioned concerns were presented in recent issues of 
OFFICE APPLIANCES. 

Se a 
SHEAFFER’S “SELLING PLANS” BOOST 1939 SALES 
FOR DEALERS EVERYWHERE 

Selling plans created by the W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, resulted in dealers all 
over the country reporting a vast increase of sales of 
Sheaffer pens and pen-pencil sets last year over those 
of 1938, according to a statement just released by 
the Sheaffer organization. 

Higher units of sales were made by dealers, factory 
records of shipments show, through use of the plan 
No. 1, which was the Sheaffer “Rule-of-Four,” oper- 
ated from the company’s fluorescent showcase dis- 
plays together with the well-known Sheaffer “eye- 
level.” Dealers report that these “machines-for-sell- 
ing’ demonstrated their effectiveness during the ’39 
Christmas shopping period. 

Another successful item which Sheaffer has made 
available to dealers without charge and with an at- 
tractive assortment is the fluorescent Fineline pencil 
and lead display. It is a handsome all-metal crackle- 
bronze and brushed bronze finish case calculated to 


| attract attention in any store. 


—_——_ =< 
OAK PARK “CO-OPS” ELECT BURRAS PRESIDENT 


Cless O. Burras, of the Cless O. Burras Stationery 
Company, Inc., was honored last month when he was 
elected president of the Oak Park (Ill.) Co-Operative 
Association to serve during 1940. Mr. Burras is well- 
known in the field and for many years has been 
prominently active in National Stationers Association 
circles, having served as regional governor of the sixth 
district. 
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A NEW CHAIR 


IT’S NEEDED! 


In banks, architects’ offices. by drafts 
jest} eM olelo) 4 :4-1-) ob bole MB oslo lode bbel= Mo} ol: a0) fo) a 
currency counters, in cashiers’ cages— 
A High-Model Posturized Chair with 
Foot Ring adjustable independently of 


the seat 


THE NEW CRAMER 
HI-MODEL CHAIR 





offers all the adjustable and posture 


features of the regular Cramer Line ; RUBBER BUMPERS 


(plus the adjustable foot ring.) This 
NOW standard equipment 
on all Cramer Chair models. 
chair pressure by adjusting foot level to ’ Bumper, indestructible with 
ra ' engineered inlay-grip, ex- 
sitter s size. This is an entirely new-type tends across front of seat and 
fo) 8 e Ft ore (-) Ga eLobb abbot ecele ht tosteleMosalesbelel| around front corners. 
features that supply a definite need | CRAMER'S NEWLY ROUND- 
» ED Seat Edges improve styl- 
ing: edge-wear is reduced 
without reducing seat surface 
impractically. 


1210-18 Campbell Street Kansas City, Mo. 


foot rest keeps under-knee free from 
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‘I Did It With My Little Hatchet’ 





No. 1414 





Our Cabinet-Makers are among the finest in the world. In our plants the art of cabinet-making 


is passed down from generation to generation. 
under a master, that a man is given his own bench. The skill acquired during this period of 


apprenticeship certainly reflects itself in every Indiana Desk Company product. 


We earnestly invite your inquiries. 


INDIANA DESK COMPANY, mouxs 





Modern Executive Type—66”"x36” 


EORGE WASHINGTON 
may have selected the 
proper tool to cut down a 
cherry tree, but it takes fine 
tools and accurate work- 
manship to build desks like 
Indiana's No. 1414 shown 
here. 


It is only after many years of apprenticeship, 

















Bank of England 
leads in demand! 


Whether with turned posts as shown or in the old con- 
ventional style, the New Indiana Chair Co. Bank of 
England is in active demand and most profitable. Made 
of solid walnut or birch with choice of various finishes. 
Flotilt chair control on all pedestal chairs. Full details in 
catalog. 


New Indiana Chair Co., Jasper, Indiana 



















































FOLLOW THE LEADERS 


—to the most convenient and 
desirable location for your 


" NEW YORK OFFICES 


Exceptionally light and attrac- 
tive space in a variety of units 
available including entire 24th 
floor, 22,145 sq. ft. at rentals 
keyed to the times. 





19 Passenger 
Elevators 


© 6 Freight Elevators sal 






_ Midway between 
» Pennsylvania and 
Grand Central 
Stations 







e 


2 PARK AVE. 


32ND TO 33RD STREETS . NEW YORK 


CROSS & BROWN CO., Agent 
270 Madison Ave., New York 
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COURT CLEARS ESTERBROOK IN PENMAC 
PATENT LITIGATION 

The United States Circuit Court of Appeals on Janu- 
ary 8 decided that the Esterbrook Pen Company, Cam- 
den, N, J., did not infringe the patents of the Penmac 
Corporation of New York City, under which the Wahl 
Eversharp Company is licensee. 

Litigation has been pending for nearly two years, 
and finally settles a controversy which has affected 
both manufacturers and dealers alike. The decision 
of the court was clear on the point that none of the 
constructions covered by the patents in suit had been 
used by Esterbrook. 

The patents of R. H. Ingersoll, famous watch maker, 


now controlled by Esterbrook, are distinctive in that 


they cover the construction consisting of a continuous 
guide tube and collet, or gripper, at the end thereof, 
which serves to hold the lead firmly at the writing 
point. This feature distinguishes Esterbrook from all 
other types of step-by-step pencils. 
——————_o— eS ” 
ROYAL STANDARDS SET NEW SALES 
RECORD IN ’39 


United States during the year 1939 than in any other 
year in the history of the company. This new record 
climaxed previous record-breaking sales in 1934, 1935, 
1936 and 1937 and sets an all-time high for domestic 
standard machine volume of sales. 

Keeping pace with the standard machine, the new 
Magic Royal portable also broke all previous existing 
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VERTICAL FILE FOLDERS 














| Incorporate the snap, tear strength, body, and smooth surfaces 
More Royal standard typewriters were sold in the | 


records in point of sales for the period May to De- | 


cember. Introduced last May, it instantly began to 


pile up record-breaking sales totals. More portables | 


were sold during this eight-month period than in any 
other similar period in the company’s history. 
The Roytype division of the Royal Typewriter Com- 


pany also showed an increase in sales volume for 1939 


—total sales exceeding other great years of 1936, 1937 


and 1938. Greater demand for Roytype ribbons and | 


carbon paper followed the general upswing experi- 
enced by the standard and portable machine sales. 


As a result of the good sales showing in 1939, the | 


company is looking forward to another record-break- 


ing year in 1940. 
—_———_=— 


GRISWOLD RESIGNS FROM SLOANE PRESIDENCY 


In order that he can devote more of his time to a | 


number of personal interests, William E. S. Griswold, 
president of W. & J. Sloane, resigned last month. He 
will, however, continue as a director and also act as 
chairman of the executive committee. 

Coincident with Mr. Griswold’s announcement it was 


reported that the board of directors will not fill the | 


office of president at the present time inasmuch as, 
under the by-laws, the duties of chairman and presi- 
dent are much the same. John Sloane is chairman. 
<= o—_—_—— 
HAMILTON SELLS CARLOAD OF BANKERS 
BOX PRODUCTS 
Predicting a banner year for the office equipment 
and supplies industry, Horace Hamilton, mid-wes* 
representative of the Bankers Box Company, Chicago 
recently set the 1940 ball rolling when he sold a solic 
carload of Liberty files, Staxonsteel files and othe1 
Bankers Box products. Ninety per cent of the large 
order went to Dallas, and the remaining ten per cent 
to Fort Worth, Tex. 
quarters in the former city. 
FO 


NUMBERING MACHINE FLEXIBILITY 


Mr. Hamilton maintains head- | 


In addition to the basic function of numbering, | 


machines made by the Roberts Numbering Machine 
Company, Brooklyn, N. Y., perform other services, as 
a recent leaflet demonstrated. At the top of the leaflet 
was a facsimile of a three-line impression, each line in 
a different color. The top and bottom lines, in black 


that make for real filing satisfaction. Your customers will be 
interested in these quality folders which are priced in various 
ranges to meet every requirement. They are all attractively 
packaged for real merchandising appeal. 

SEND NOW... . For samples for your 
own test and comparison. . .. Con- 
vince yourself of the unusual qualities 
in these superior file folders. 


C. L. BARKLEY & CO. 



















Vanufacturer 
517 S. JEFFERSON STREET 


Cee 


SUPER-FIBER type- 
writer ribbons 
packed in a new col- 
orful attractive con- 
tainer which will 
help you definitely 
in sales. A quality 
product that will as- 
sure consistent, top 
notch performance 
at all times. 


CHICAGO, ILL. 





Carbon Papers 
and Typewriter 


Ribbons 


Feature Codo carbons and rib- 
bons. They are guaranteed for 
five years against deterioration 
in stock. They are accepted 
exclusively in hundreds of of- 
fices, due to high grade and 
uniform results. 


Let us help you solve your rib- 
bon and carbon problem. 


Codo Mfg. Corp. 


Chicago New York 


Factory, Coraopolis, Penna. 
































SET ARPES 


en 
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Facility ” Posture Chairs 
Are Easy To Sell 
and here’s why: 






*% They’re built of 
quality mate- 
rials 


% Have plenty of 
“Eye Appeal” 


w Are priced 
right. 


% All adjustments 
quickly and 
easily made 
with handwheel 
controls. 


DEALERS: Send 
for new literature 
just off the press. 
If you are not now 
selling Eff and C 
chairs, it will be 
worth your while to 
investigate our line. 


THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 





TIME IS MONEY / 
IN BUSINESS : 
raz FANSON 
HEAVY DUTY PACKAGE| 
SCALE | 
[PPING! | 

ps UP SHE in| 























EASY TO 
READ 





pee 


EASY TO 
USE 


Makes every minute count — 

nothing to do but read the dial. 

No beams or weights to ma- 

nipulate. Available in 100 or 

250 pounds capacities. 

Ask your jobber for further 
details 


HANSON SSALE co. 


CHICAGO 





525 N. ADA STREET 
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| and blue, respectively, were in capital letters. The 


center line, in red, gave a number and a date. The 
impression was made with a Roberts model equipped 
with a special three-color pad. 
onsite 
THE G-F NEWS ANNIVERSARY NUMBER 

The General Fireproofing Company, Youngstown, 
Ohio, last month issued a 1940 anniversary number of 
The G-F News, which was a sixteen-page “story in 
pictures” of the company’s many large installations in 
various parts of the world. 

The theme embodied in the pictorial issue of the 
house organ is aptly exemplified by a statement ap- 
pearing on the cover which reads: “Throughout the 
past year we have presented to our readers as many 
as possible of the most interesting sales stories, with 
as much information as space would permit. Believing 
that a resume of the best of these in one issue would 
be of interest, we are presenting them in pictures in 
this anniversary edition.” 

Each page presents three or more General Fire- 
proofing installations of furniture and equipment, ar- 
ranged in an impressive manner with a treatment and 
layout stressing the variety and scope of the com- 
pany’s products. The booklet will be of interest to 
potential buyers and become a useful tool to company 
representatives. 

ee a ee 
COMMERCIAL VISIBLE CREATES DEMONSTRATION 
KIT 

Designed to aid dealers in merchandising products 
of the company, the Commercial Visible Systems, 326- 
330 Broadway, New York, N. Y., has announced a new 
and useful special demonstration kit. 

The outfit consists of 175 four by six-inch cards, 25 


| three-by-five cards, 19 five-by-eight cards, 25 four-by- 


| with celluloid-protected margins; 


six, 10 five-by-eight, 25 three-by-five kraft pockets, all 
a green file box 
measuring 6 by 61% by 12 inches, and an attractive 
carrying case. 

The kit, also made for counter use, is intended to 
show prospective customers how every drawer can be 
transformed into a visible index file, and can easily be 


| transported by salesmen from office to office in mak- 





ing their calls. Counter display cards are also avail- 
able to the dealer for pushing his sales of Commer- 
cial Visible index. 

————=-—__—__—_ 


WIS-ILL CLUB NEWS NOTES 

Two former regional governors of the NSA attended 
the Wis-Ill Club meeting January 5, the last to be held 
in the Eitel restaurant in the Field building. One was 
K. L. “Ken” Boyer, of The Newell B. Newton Company, 
Toledo, Ohio, last year’s governor of the fifth district; 
the other, Cless Burras, of the Cless O. Burras Sta- 
tionery Company, Oak Park, Ill., who last year pre- 
sided over the affairs of the sixth district. 

Following the adoption of a motion to have the 
annual birthday party of the club, a committee of 
nine was appointed to make the necessary arrange- 
ments. This committee consists of Tom Gillice of 
Rockwell-Barnes Company, chairman; Al Baugher, 
The Carter’s Ink Company; Harry Balch, Quality Park 
Envelope Company; Joe Sutherland, National Pencil 
Company; Elmer Krumwiede, G. J. Aigner Company 
and Art Steel Company; Ben Powell, A. W. Faber, 
Inc.; Gordon Kickels, The Globe-Wernicke Co.; Leon- 
ard Rose, National Blank Book Company; W. J. Dalton, 
advertising counselor. 

Probably the most important business of the day was 
the decision to move the Friday noon meetings to the 
Brevoort hotel. Harry Balch, as chairman of the 
committee investigating available restaurants, re- 


ported two as most nearly meeting the club’s require- 
ments and of these two the Brevoort was selected. 
Other members of the committee who helped in the 
investigation were Ralph Maneval of A. W. Faber, Inc., 
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The new application of the 
LIBERTY fastening cord 


a wees makes the closing and open- 
nn J aceal ing of the box a simple and 
j . 3 quick operation. Withthisnew 


patented closure, LIBERTY 
Boxes can be closed by ’ ‘feel” 


he » £. if you please ... with a simple 
as "Twist of the Wrist.” 
' LIBERTY'S top, sides, and 
cover-edges are smooth and 


safe—nothing to catch, tear or 
“jam” and will stack perfectly. 
All metal parts are rust-proof. 


, A metal ring “pull” is attached 
C [ ) S U be 4 - Es to the new LIBERTY making 
ad it easy to remove a box from 


shelf or stack. 























Che new metal binding on the 
cover edges front and back 
will prevent scuffing and the 
possibility of the corners and 
edges becoming “dog eared” 
even from years of constant use 


RECORD STORAGE ... keeps box trim, tight, effi- 
; , “ient—ass ey servi 
{o> ¢4 : : -~— meer ssures long service 


Saves seconds, minutes, hours, days Twenty-five years ago the advantage of permanently storing old records 


in record storage practice ... in look- was acknowledged by comparatively few companies. Today the storage 
: . : d closi filing of practically all records is universally recognized as a prudent 
up time . . . In Opening and Closing policy. LIBERTY Boxes ... leaders in their field for 21 years ... are built 


boxes ...in re-placing PoeVatieliil te Melile| to give safe, low-cost, long-life, systematic storage. 
contents! SELL YOUR CUSTOMERS THE NEW “LIBERTIES” —-THE YEAR 'ROUND 


BANKERS BOX CO. ‘iuceS'*3h""Ne 






















Here IT Is! FPHY R 


* The 


Now Marel 


’ All-Purpose 
" Office Stand 


Dealers everywhere are cashing in on the big .de- 














20”x14”"x26” 





Sell this fact serving desk 


mand for this low priced stand. Prove this to your for better office service 

own satisfaction---Order a sample ---It will not 
stay on display over night. The ZEPHYR Desk makes the records of business quickly avail- 
The NEW MARVEL is sturdy--- will hold over able, provides ample working accommodations and storage space, 
300 pounds. Each feature (and there are many) sets a new standard for the user in personal comfort. Built of 


adds to its sales-power which means increased 


Bee fi wood to absorb sound and vibration, drawers and slides operate 
profits tor you. 


freely; compare it for interior convenience and exterior design — 
Write for descriptive circular and astonishing for every modern facility. Then compare the 
wholesale prices. cost and consider your exceptional opportunity 


for greater sales. Illustrated folder with full 





details on request. 





ACCES Uffice Products to. | Jasper Office Furniture Co. 


330 S. WELLS ST., CHICAGO, ILL. JASPER, INDIANA 
10550 EASTBORNE AVE., LOS ANGELES, CALIF. 
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The Vew 


ULRICH 
Fait orter 


Made in four sizes to take care of prac- 
tically every sorting need. Write the 
factory for information on these new 
sorters, as well as literature on fillers 
for letter and cap size drawers for filing 
letters, tariffs, catalogs, etc. 


AGENTS WANTED 


The ULRICH name is well known in the 
office equipment field. The flexible sort- 
er is new and has already proven to be 
an attractive new business builder. 


ULRICH PLANFILING EQUIPMENT CO. 
JAMESTOWN, N. Y. 
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No. 28RC 
No. 28AC 


Feature the 


BRIGHT CHAIR CO. 


LEATHER UPHOLSTERED OFFICE CHAIRS 
Select a display from our catalog. 


The wealth of color and variety of design as portrayed 
there, offers more interest for the user, more specific style 
and sales suggestions, more real business stimulation than 
shown before. For the executive office and for the reception 
room, for clubs, lodges, etc., the BRIGHT line offers choice 
in oak, walnut and mahogany to suit every preference. 
Display the line and use the catalog. Write us. 


BRIGHT CHAIR CO. 


INCORPORATED 
127-133 Bleecker St. New York, N. Y. 














—" Lines of 
NATIONAL Carbon Papers 











Lines of DicTATOR SILK 
Typewriter AND 


Ribbons SUPREME 


Use the *“Buecki”?’ Route to 
increased carbon and ribbon sales 


Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 
1458-68 East 55th St., Cleveland, Ohio 

















SUPERDEX ROLL LABELS 


Here's a WARSHAW item you don't 

have to spend any time selling. Just e 

provide a few inches of prominent 8 PASTEL 

counter space. It will sell itself. COLORS 
BUFF 


WARSHAW Superdex Roll Labels GOLDENROD 


are made on fully automatic machin- CHERRY 
ery. They are always evenly gummed SALMON 
and accurately perforated—in eight GREEN 
MANILLA 
pastel colors. Try them on your coun- aon 
ter today. WHITE 








The WARSHAW MFG. CO., Inc. 


1 MAIN STREET, BROOKLYN, N. Y. 


GUIDES INDEX CARDS FOLDERS 
PROTEX MENDING GUMMED 
STICKONS TAPE INDEX TABS 


a _______ 
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and Hy Linden of Ace Fastener Corporation. At the 
request of Mr. Balch, Charlie Mueller of Joseph Dixon 
Crucible Company, president of the Wis-II] Club, 
checked up on committee recommendations before the 
meeting. 

rr 


ART STEEL IN 20TH YEAR 


In 1920 Alexander Burger conceived the idea that | 
cash boxes, bond boxes and money boxes should be of | 
better and stronger materials than were then preva- | 
lent. So, in a small shop he began fabrication of boxes | 


of this type in steel, changing the color from the then 


conventional black with gold striping to a modern | 


olive green to match the color most prevalent in 
offices. 

From this small beginning, Mr. Burger developed a 
complete line of the smaller type of office equipment 


in steel and thus the Art Steel Company, Inc., New | 
York City, was born. During the years the company | 
prospered under the direction of Mr. Burger, his two | 


sons, Dewey and Arthur, and Irving M. Levy, and by 
1930 had completely outgrown its quarters. Accord- 


ingly a plot of land was purchased at 300 East 145th | 


street and a spacious four-story building erected. In 


the new home and with additional manufacturing | 
equipment, the company began the making of the | 


larger type of steel equipment, including filing and 
storage cabinets, etc. 

Two years later Mr. Burger died and his son, Dewey, 
succeeded him as president of the company. In March, 
1938, he too died. Today Joseph Burger, the elder of 
the founder’s three sons, is president, Mr. Levy is 
vice-president and Arthur Burger is secretary. 

oe 
ROYAL PROMOTES BOULTON 

A. C. Kienly, eastern sales manager of the Royal 
Typewriter Company, Inc., last month announced the 
promotion of Wayne K. Boulton to the position of 
special representative for the eastern division. 


Mr. Boulton joined the company in September, 1935, 
as a standard machine salesman at Pittsburgh, Pa., | 
doing a good job in his territory. In 1938 he toured | 
the United States visiting every Royal office on a spe- | 
cial promotion assignment for which he won high | 
praise. Returning to the Pittsburgh office as a na- | 


tional accounts salesman at the conclusion of this 
trip, he added to the fine record he had already made. 
sittin a caiicti 


GENERAL FIREPROOFING MOVES SAN 
FRANCISCO OFFICE 

The General Fireproofing Company, Youngstown, 
Ohio, last month moved its San Francisco offices, dis- 
play rooms and warehouses to a new location at 1025 
Howard street, where considerable additional space is 
at the branch’s disposal. 

In the new quarters several improvements have been 
applied. Room for a much larger stock has been made 
available, display rooms have been designed and set 
up in a modern manner and all office facilities have 
been improved. 

8 et 
BUSINESS CENSUS GETS UNDER WAY 

With 6500 enumerators sent into the field, the busi- 
ness survey conducted by the U. S. Census Bureau was 
officially placed in operation on January 2. These men 
will leave questionnaires at more than 3,000,000 busi- 
ness establishments and later gather them up after 
the recipients have entered the necessary data. 

The last census of business was for the year 1935 
when it covered 176,756 wholesalers whose Sales 
amounted to $42,802,913,000. This compares with 168,- 
820 establishments in 1929, doing a business, however, 
of $66,983,024,000. The current census will reveal what 
the situation is as of 1939. 

The cost of wholesale distribution, a frequently de- 
bated topic, will be considered in the census inquiry. 
Each firm is called upon to submit an analysis of 
operating expenses, which in 1935 averaged 9.7 per 
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Get new business with these keen little 
business aids. They bring new life and 
value to customers’ maps and charts .. . 
graphically recording vital data on sales, 
coverage, distribution, collections, ete. Un- 
breakable heads; needle points. A thou- 
sand combinations of sizes, colors, and 
symbols. 


YAOPFPHAVUVPS 


Write us for detailed information. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 
































“KILIAN” 


Unground Ball Bearings jor the 
Metal Office Furniture industry 


(U. 8. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 Nerth Franklin Street Syracuse, New York 
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Lid you say- 
HEAVY 









DUTY? 
. then your answer 


is the sturdy ACME NO. | 
HEAVY DUTY HAND STAPLER... 


The ideal machine for fastening voluminous corre- 
spondence, sample swatches of paper, leather, fabric, 
etc., stapling of catalogs, programs, in fact for all 
general office and work rooms. 

Equipped with an adjustable guide for accuracy, 
this heavy duty stapler throws three different leg 
length staples—'4"-5¢" and 34", without mechanical 
change, and can be furnished special to take up to 
14" leg lengths. 

Every office needs a machine of this type for 
heavy work. 

It will pay you to investigate the complete ACME 
Silverstreak Line of stapling equipment. Send for 
our “Silverstreak”’ folder. 


The ACME Silverstreak Line 
of Office Binders and Staplers 
MIDGET DESK STAPLER @ ACME NO. 2 
SURE SHOT @ SIMPLEX @ SADDLE BACK 


ACME STAPLE CO. 


1649 HADDON AVE., CAMDEN, N. J. 


























New Improved AIRMAIL Model 





TRINER 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 





Capacity 1 Ib. x Y% os. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Cataiogs, Books, Newspapers 

Publications, etc. 


Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
a selling scales for Airmail as well as general 
mail. 


TRINE 


Write for Circular X. 


SCALE & MFG. CO. 


2714 W. 2ist St. Chicago, Ill. 














OFFICE APPLIANCES 


' cent of the volume of business for all types of whole- 


salers, including agents and brokers, whose expenses 
were relatively low. 

Wholesale business gave employment to 1,277,717 
persons in 1935, having a payroll of $2,049,483,000. 
Average salaries of employes ranged from $20.95 per 
week for warehouse employes to $38.52 for outside 
salesmen, in the case of full-service and limited-func- 
tion wholesalers. 

Reporting to the Census Bureau is required by law 
but the same statute protects those giving the answers 
against disclosure of individual returns or their use 


for taxation, investigation or regulation. 
———_ + — 


IN OTHER LANDS SECTION 
(Continued from page 42) 
ment of both. The Office Appliance Trades Associa- 
tion motto of “Service and Cooperation” holds good 
in war as in peace, it being fully recognized that 
“the other man” is a very necessary and vital com- 





| ponent of the industry. There appears to be no ill- 


will or antagonism about the present day effort to 
maintain business. The industry must go on. For the 
efficient prosecution of the business of the industry 
there must be unity, and in the national effort the 


_ best use made of all the industry’s resources.—SSE 


2 
ENGEL ESTABLISHES RIO DE JANEIRO 
HEADQUARTERS 

E. A. Engel, Brazil representative of The Hall-Welter 
Company, who recently completed the formation of 
several branch offices throughout his country, has 
established headquarters for his importation and gen- 
eral distribution business at Rua 1 de Marco No. 101, 
4 andar, Caixa Postal 1342, Rio de Janeiro, Brazil. 

In addition to the branch offices at Sao Paulo, Bello 
Horizonte, Minas Geraes, Recife and Pernambuco, Mr. 
Engel has also established a number of agents in 
smaller cities. He started in the office equipment 
business in 1919 as a service man and junior salesman 








E. A. ENGEL 


in his home town of Porto Alegre, Brazil. Ambitious 
to acquire a first-hand and thorough knowledge of the 
industry he spent several years in New York City and 
Philadelphia, returning to his country with an excep- 
tional insight of the field as a whole. For a number 
of years he covered several Latin American countries 
for the Underwood Typewriter Company doing special 
assignment work. 

As representative of the Hall-Welter organization 
in the entire republic of Brazil Mr. Engel is intro- 
ducing that firm’s line of Speedrite check-writing 


machines. 
o—- eS 


PEORIA GETS NEW OFFICE MACHINE STORE 

The All Makes Office Machines Company, Peoria, 
lll., which has operated the office machines depart- 
ment of the Business Equipment Company, opened a 
store of its own on January 2 at 405 South Adams 
street. It has also changed its name to Adams Type- 
writer Company, although all kinds of office machines 
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aM 41> ee Put a Speed-O-Print PUL- 
PIT in your store. It will 
increase your duplicator 





Tpxpestiy constructed of selected 
gum wood, natural finish — 22” 
wide. 17” deep; front height 41”, supply sales and profits — 
“back 48”. Lighted with Lumaline y quickly, just as it has for 
ups. Cabinet has nine compart- = « so many other dealers. 
Write at once for details on 
how you can get one — 
without one cent of extra 
cost. 


















Speed-O-Print products are 
now the finest packaged 
line of duplicating supplies 
on the market. Each item 
is individually contained 
in its own colorful carton 






The PULPIT is a combination 
merchandise display and 






stock cabinet that was origi- 
nated by Speed - O - Print to 
produce increased sales... 










—giving complete descrip- 
tion, stock number, and 
price. That's why any one 
can sell them. 





























| and... extra profits for 
| Speed-O-Print dealers every- 
| where. 


It has an eye-appealing, bril- 
liantly illuminated glass en- 
closed front panel that dis- 
plays Speed-O-Print products, 
invites purchase, and stimu- 
lates buying. And the conven- 
ient and roomy shelved cab- 
inet in the back facilitates 
instant selling of any item in 
the line. 





Because the Speed-O-Print 
PULPIT does a remarkable 
job of point-of-sale advertis- 
ing and point-of-sale selling 
ithas increased dealer sales 
and profits in a most surpris- 
ing manner. 
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NORTHWEST TRAVELERS NOTES 








MANUFACTURERS OF THE 
MOST COMPLETE LINE OF 
MARKING DEVICES IN AMERICA 






By A. J. Nordstrom, Correspondent 

George Hansen, formerly with the Wilson-Jones 

Company, is now covering the Wisconsin territory for 

the Boorum & Pease Company. Elgin Burke, who for- 

merly covered Wisconsin for B. & P., is now covering 

Minnesota and North and South Dakota for the same 
firm. 


























& 


We welcome “El” into the Northwest Travelers Club 
and extend to George heartiest congratulations upon 
his return to the stationery industry. 


* * * 


* * 
























































By the time this is read the annual Twin City Sta- 
tioners frolic will be past history and the party labeled e 
as its usual success, thanks to the efforts of a hard- us POE: OE erreete 
working committee composed of Col. Art Grayston, f ; 
governor of the seventh district, and those two worthy g Think of the time you save with 
aides, Sterley Jerue and E. Mortimer Hansen, both the elimination of writing up 
past governors of the district. They still give un- dozens of separate orders. Also, the convenience of dealing 
selfishly of their time and efforts on behalf of the with a company that maintains complete stocks at three important 
seventh district as well as the N. S. A. merchandising centers to assure you prompt service. Since 1934 
teas more stationers have changed to JUSTRITE MARKING 
Fred “Tear Gas” Vye is reported to have added a DEVICES than to any other 
new technique in selling which he will furnish to line. There must be a reason 
those interested enough to address a penny postcard 
to him at 322 South Fourth street, Minneapolis, Minn. WRITE FOR OUR NEW BIG 
eo MARKING DEVICE CATALOG 
Special note to “Micro.” Franklin D. Zeller still in- 
Sists the “ducks” were tame, as were the honkers. 
* * * 
Rudy Lofgren, the Edina farmer, reports that it was LOUIS MELIND CO. 





ten degrees colder out Edina way during the recent | 362 W. CHICAGO AVE....CHICAGO 
cold spell, but that the ol’ Plymouth started with @ | sg¢ortianpT st. ... wEW YORK CITY 
snap every morning. This was verified by neighbor 
Irgens, as well as the St. Louis Park residents right | 
next to the Edina line, among whom is Fred Ohde, 
town boss of St. Louis Park as well as a veteran Miller- 


aa vo Sell this Popular Line 
& 











504 MARKET ST... . SAN FRANCISCO 








Among those seen at the county officers’ convention 
held in St. Paul from January 15 to 17 were Bob 





Davies, Ed Hansen, Joe Jones and Henry Webster from 
the Miller-Davis Company; Cliff Talty, Harry Swan- MADE 
son, Oscar Anderson Buckeye from the Poucher Print- RIGHT 


ing & Litho Company; Harvey Grimmer and Mike 





Murray from Fritz-Cross Company; Carl Wollthan and 2 
Peterson, from Security Blank Book Company, and PRICED 
Harold Hoffman and Dick Perrin, from the Smead 

Manufacturing Company. RIGHT 


* * * 









Bill Jarchow, of H. H. West Company, has a “wee” [oe 
bank on his desk in which he deposits the coin he EXPOSITION) 
might have spent on his favorite “coke,” a several- j 
times-a-day habit. He says he is building up a nice 
reserve for his daughter’s school fund. , fi 2S. 

eG 
Herb Morgan is the logical successor to “Beau Brum- : 
mel” Cooper, who is now traveling the West and : 
Southwest, as the best dressed traveler in the club. 
“Wing Collar” Griebel runs Herb a close second. Bob 
and Tom Valleau, father-and-son team, are also right 
in the running for the title. 


o 7: 7 
Fred Fenne, the Arkansas Traveler, sends his best 


wishes, through Herb, to the travelers and dealers of 
the Northwest. 


* * » 








The N.B.C. Line of Business Cases 
embodies style and des.gn with com- 
pleteness at popular prices. National 
makes a case for every business need. 


Get acquainted with this complete 
line of leather goods now—se for 
catalog and dealer prices and dis- 
counts. 


National Brief Case Mfg. Co. 
512 S. Peoria St. Chicago, iil. 
New Address in New York 10 East 34th St. 
























OO 


GARFIELD JOINS GUILDHALL PUBLICATIONS 

Louis T. Garfield, former assistant export manager 
of The Berger Manufacturing Company, Canton, Ohio, 
last month was appointed eastern manager for Guild- 
hall Publications, New York, N. Y. Prior to his new 
connection he was also connected with Clipshave, Inc., 
Modern Stationer and Universal Commerce. 
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FEATURES—STYLES—PRICES 
Make These 


SALES LEADERS! 


True, practical daylight lighting for 
executive desks—for general office 
requirements for color matching. 
Faries Fluorescents come in many 
attractive styles and finishes—clamp- 
ons or floor stands for any type in- 
stallation—prices that open the way 

to MANY 
SALES. Get 
a display stock 
of these lamps 









Modei 3085. NOW! They’re 
Graceful floor new —- revolu 
stand style ; a * Se 
with swing tion ary = 
ing arm and active demand! 
vertical ad- 
justment e 
Model 3087 
SEND FOR CATALOG Clamp-on 
- style. Clamy 
Showing 200 models of lamps —all aueekee. 
»¢ 
types—to increase lighting equip saat working 
T sales. location. 
oy (Main illustra- 
tion, above 
FARIES MFG. CO. 3; 
. ° 3081 
S. Robert Schwartz Div. 





1010 E. Grand Ave. 
DECATUR, ILLINOIS 











A NEW LOW-PRICED HAND-OPERATED 


MULTIPOST ENVELOPE SEALER 


Model SS — Price $55.00 


An automatic feed sealer, backed by our 28 years’ experience. Positive 
separation, perfect moistening—at a speed of 75 envelopes per minute. 
An ideal envelope sealer for the small or medium sized office. 

We also make a geared, hand-operated Model SH Sealer at $90. 
Seals 150 envelopes per minute. Also a motor driven Mode! SM at 
$150. This model is the finest machine of its kind. Seals 350 envelopes 
a minute. 


We also manufacture: 

4 Models LETTER OPENERS, 
2 Hand-operated, $50 and $90 
2 Motor driven, $110 and $150. 

4 Models MULTIPOST STAMP AFFIXERS, prices from 
$20 to $35. 

THE MULTIPLE MULTIPOST, an automatic stamp dis- 
penser, for handling various denominations of stamps. 

ALL machines shipped on approval—no obligation. 


DEALERS—Write for booklet and get dealer proposition. 
MULTIPOST CO., 100 Centre Pk., ROCHESTER, N. Y. 
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‘Calendar of Industry 


Activities 
Chronological Arrangement of Major 
Events For Easy Reference 


February 4 to 7. Luggage and Leather Goods Ex- 


| position, Palmer House, Chicago. (Treasurer) E. R. 
| Manning, Stein Bros. Manufacturing Company, 231 
| South Green street, Chicago. 


« » 


February 13 to 16. Fifth annual exhibition of the 
Office Management Association of Chicago, Palmer 
House, Chicago. (Manager) V. C. Moon, Merchandise 
Mart, Chicago. 

« » 
February 18 to 20. Annual convention of the Kan- 


sas Book Dealers Association, Hotel Kansan, Topeka, 
Kansas. (President) Phil M. Anderson, Box 187, New- 


| ton, Kansas. 


« » 


March 18 and 19. N. S. A. fourth regional meeting 
Hollywood Beach hotel, Hollywood, Fla. (Governor) 
W. G. Robbins, Carolina Office Equipment Company, 
Rocky Mount, N. C. 


« » 


March 18 to 20. Annual convention of the Wholesale 
Stationers Association, Hotel Claridge, Atlantic City, 


| N. J. (Secretary) H. C. Whittemore, 250 Fifth avenue, 


New York, N. Y. 


March 25 and 26. N.S. A. ninth regional meeting, 
New Orleans, La., with convention headquarters in 
Roosevelt hotel. (Governor) G. T. Buchanan, 
Buchanan Stationery Company, Wichita Falls, Tex. 


« » 


March 25 to 29. National Business Show, Mechanics’ 
Hall, Boston, Mass. (President) Frank E. Tupper, 
50 Church street, New York, N. Y. 


« » 


March 29 and 30. N.S. A. eighth regional meeting, 
Hotel Connor, Joplin, Mo. (Governor) Walter Ruedy, 
S. G. Adams Company, St. Louis, Mo. 


« » 


April 1 and 2. N.S. A. tenth regional meeting, Park 


| Lane hotel, Denver, Colo. (Governor) Lawrence Gil- 
| lespie, Sheridan Stationery Company, Sheridan, Wy- 


oming. 


« » 


April 4 and 5. N.S. A. twelfth regional meeting, Los 


Angeles. (Governor) Carl G. Grimes, Grimes-Stass- 
| forth Stationery Company, Los Angeles, Calif. 


« » 


April 8 and 9. N.S. A. twelfth regional meeting, San 


| Francisco. (Governor) Carl G. Grimes, Grimes-Stass- 


forth Stationery Company, Los Angeles, Calif. 


« » 


April 12, 13 and 14. N.S. A. eleventh regional meeting, 
Seattle, Wash. (Governor) Owen G. Bayless, Lowman 
& Hanford Company, Seattle, Wash. 


« » 


April 19 and 20. N.S. A. seventh regional meeting, 
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Vow ! 


even greater - S « 











The Hotchkiss ZEPHYR 
now lists at only 


$4.50 


Formerly $6.00 


Better wire your order 


HOTCHKISS 


Norwalk, Connecticut 


“Pioneers in all that’s best in stapling” 


Sell 


THE RIGHT PAPERS 
AT THE RIGHT PRICE 


Te Buil> A (Permanent Business 


Eaton’s famous line of Berkshire 
Typewriter Papers includes a paper 
EXACTLY RIGHT IN GRADE AND PRICE 
for every typewriter use. Whether the 
permanency of a 100% rag paper is 
required or a paper for inter-office 
bulletins, you can satisfy your cus- 
tomers with the BEST paper for every 
commercial use if you stock 


TO! 

<* Vo 
*TyPewRITER* 
* prers * 


% v 
(3 
Resn®™ 


EATON’S BERKSHIRE 
TYPEWRITER PAPERS 


PITTSFIELD, MASSACHUSETTS 

















CLEAR 
PRINT 


Stamp Pads 
LAST 


TWICE 
AS LONG! 


5. Pad is practically inde- e 
structible. 





l. Tests show it has dou- 
ble the life of the aver- 
age pad. 


2. Easy re-inking—ink is 
absorbed immediately 
when brushed on pad. 


3. Will not warp or sag. 


4. Ink dries instantly on 
paper, but never within 
pad. 


SAMPLES SENT FREE 
to established dealers 





HILLIPS PROCESS OO. Inc. 





194 Mill Street Rochester, 


L. A. Phillips, President 














“Andy Units of STEEL” 


EVERY STYLE AND SIZE 
OF STEEL SPECIALTY — 


made BETTER to Sell FASTER!! 


FILES 


Non - Suspension 








and Suspension 





Grades in all sizes, styles and combina- 


tion of drawers. Attractive hardware, 


finely finished and built for hard usage. 


STORAGE 
CABINETS 


and Com- 








Wardrobe, Storage 
bination Cabinets in numerous 
sizes and colors to fit any office 
Also can be made 


requirement. 


to any special specifications. 





WRITE FOR PRICES AND DEALER DISCOUNTS 


ANDERSON-HICKEY CO., INC. 
GENEVA, ILLINOIS 
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BENTSON 
“600” Line 
An Open Letter: 


The Bentson 600 Line of Files is 
really going places. Dealers 
everywhere are taking advan- 
tage of the unusual attractive 
selling features of this complete 
line of 2814,” deep, Cradle-Sus- 
pension Files . . . and are doing 


a Real Selling Job. 


You can increase YOUR sales 
materially and build for future 
business with BENTSON 600!! 


A New brochure is now 
available. Do you have your 
copy? 


THE BENTSON MFG. CO. 





AURORA, ILLINOIS 








JASPER 
SEATING 
COMPANY 


presents 


Fes 
t- 
. a 
x + 
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A New Series 
of Upholstered 
Office 
Chairs 


IN IMITATION 
LEATHER 


This interesting group of smart designs enables the office 
furniture dealer to provide his trade the solid comfort and 
appearance distinction of upholstered office chairs in good 
value and moderate cost, equal in quality to our fine line of 
all wood office chairs. Full details on request. 


Jasper Seating Company 


JASPER, INDIANA 

REPRESENTATIVES 

CHICAGO: L. H. Farber, 529 So. Wabash Ave 
NEW YORK: Office Furniture Warehouse Co., 


Phone: Webster 3217 
573 Broadway 














CHROMIUM MOUNT srames 


STAMPS 
Cost No More than Ordinary Rubber Stamps 
Ask for the New 


1000 and ONE 
Chromium Mount 
Stock Stamp Catalog 


COMPILED WITH THE PUR- 
POSE OF MEETING EVERY 
CONCEIVABLE BUSINESS 
REQUIREMENT. EVERY 
STAMP IS MADE IN THE 
EXCLUSIVE CHROMIUM 
MOUNT WITH HEAVY 
SPONGE CUSHION BASE 
AND INDEX LABEL, AND 
SELLS IN STOCK FORM AT 
GREATLY REDUCED PRICES. 








Write for information about our 


COUNTER DISPLAY BOX “DEAL” 


A Modern and Attractive Display of Our 12 Most Popular Chromium 
Mount Steck Stamps at a Special Low Price!! 


FREE! FREE! FREE! 

As a Bonus With Your First Order. 
Beautiful Chromium Display Stand With 
Sample Chromium Mount Rubber Stamp 


ATTENTION DEALERS!! 


YOUR FIRM NAME IMPRINTED ON HANDLES FREE OF CHARGE. 
LATEST CATALOG AND DEALERS DISCOUNT ON REQUEST. 


BANKERS & MERCHANTS STAMP WORKS 








3215 SHEFFIELD AVE. CHICAGO, ILL. 


For MORE 
and BETTER Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains thoughts 
that many identified with office 
equipment can use to advan- 
tage. It is a common meeting 
place for the exchange of 
worth-while information. 


If you want more and better 
business, you can profit by a 
subscription to Office Appli- 
ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 
eign, $3.00 and $5.00. 


THE OFFICE APPLIANCE CO. 
20 North Wacker Drive Chicago, U.S.A. 








ee 





FEBRUARY, 1940 


St. Paul, Minn. (Governor) Arthur Grayston, Thomas 
& Grayston, Minneapolis, Minn. 


« » 

May 6, 7 and 8. N. S. A. sixth regional meeting, 
Hotel Faust, Rockford, Ill. (Governor) Oscar Modene, 
Marshall-Jackson Company, Chicago, Ill. 

« » 

May 10 and 11. N.S. A. fifth regional meeting, Hotel 
Lincoln, Indianapolis, Ind. (Governor) C. W. Leonard, 
Leonard & Company, Detroit, Mich. 

« » 
June 14 and 15. N.S. A. third regional meeting, 


Claridge hotel, Atlantic City, N. J. (Governor) R. L. 
Thomas, Lucas Bros., Inc., Baltimore, Md. 


« » 


June 21 and 22. N.S. A. first regional meeting, New 
Ocean House, Swampscott, Mass. (Governor) Rhys 
Llewellyn, R. H. Llewellyn Company, Manchester, N. H. 


« » 

September 23 to 26. National Stationers Association 
annual convention, Palmer House, Chicago. (General 
Manager) Charles P. Garvin, 740 Investment building, 
Washington, D. C. 














COLLECTING PENCILS IN A BIG WAY.—Emmett Collins, of | 


the Hanna Coal Company, St. Clairsville, Ohio, never finds 
himself without a mechanical pencil of some kind, principally 
because he collects ‘em. So far he has sixty-five—but each is 
different and possesses an entirely different operation from its 
companions. Shown above with only a part of his collection, 
Mr. Collins believes the present-day pencil will be entirely 
out-moded in ten years and that, if he keeps on collecting as 
he now plans to do, he will never become a pencil borrower. 


——_—_—_0—=>>-0-—__ 


IDROVO ON SOUTH AMERICAN TOUR FOR 
PEERLESS KEY 
V. H. Idrovo last month started on an extended tour 
of South America where he will represent the Peer- 
less Key-Imperial Manufacturing Company of Newark, 
N. J. 


Mr. Idrovo, an American citizen, but a native of 


Ecuador, will work in close codperation with importers | 


of the Peerless-Imperial lines of typewriter ribbons, 
carbons and rubber typewriter keys. 

For five years Mr. Idrovo handled a general station- 
ery line at Guayaquil, Ecuador, and for the past three 
years was connected with the Wilson-Jones Company 
for which he was assistant export manager and also 
resident manager of the company’s Havana, Cuba, 
office. 

The trip now beginning will take Mr. Idrovo through 
Panama, Colombia, Ecuador, Peru, Chile, Argentine, 
Brazil, Trinidad and Montevideo. 
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GO 
MODERN: 








Designed to meet the modern demand for 
style and efficiency; priced for volume and 
profit, this Ne. 20 St. Johns Office Table 
has all the characteristics that mark lead- 
ership. Smart in appearance, sound in cen- 
struction and of typical St. Johns superior 
quality, this table is a top notcher in the 
fast moving line of St. Johns Office Tables. 
This Ne. 20 table has just what it takes to 
complete a well rounded line and pep up 
your sales! 

Selid Northern Michigan Hard Maple; 
Walnut or Mahogany Finish. Plank edge 
top, 1% inches thick with extra frame 
underneath to prevent warping. Legs are 
3 inches. Drawers are dove-tailed front 
and back with framed-in three-ply bot- 
toms, dull chromiam plated hardware. 


SIZES: 





Office Table 
Ne. 20 





30 x 48 inches. 30 x 60 inches. 
34 x 72 inches. 


Write for the new catalog and price list today. 


ST. JOHNS TABLE CO. 


CADILLAC, MICHIGAN 


Office Furniture Warehouse Co., 573 Broadway, New York 


ACTO will show you 
PROFITS WITH A PUNCH! 


... punches with a profit! Suggest and sell them 
with every sale of Fasteners and Folders! 




























ACCO PUNCH NO. 10 


The original Acco Punch. A 
champion for brute strength 
and selling power. Cleanly 
punches two holes %” in 
diameter (2%4” centers) 
through papers up to %” in 
bulk. 


ACCO PUNCH NO. 110 


A popular priced number 
that offers widespread sales 
opportunities. Even the 
smallest office can afford 
one. Punches two %” holes 
cleanly. Standard 234” cen- 
ters. 


% 


The rapidly widening use of Acco Fasteners for all types 
of loose leaf filing has created a big demand for all types 
of Acco Punches. All gauges—all centers, for all types 
of loose leaf punching. Write for the complete story! 


ACCoO 
PRODUCTS, Ine. 


39th Avenue and 24th Street, Long Island City, N. Y. 
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Canton, Ohio.—-Purchase of the Tri-Town Typewriter Company by the 
| Stebbins Typewriter Company was announced last month by W. T. 
| Stebbins, owner of the latter organization. Coincident with the announce- 
ment Mr. Stebbins moved his entire organization into the premises pre- 
viously occupied by the Tri-Town firm at 331 Tuscarawas street, W. The : 
Stebbins company has represented L. C. Smith & Corona Typewriters : 
Inc., for the past sixteen years and held the Crown Ribbon and Carbon ' 
agency since 1920. ' 
Dallas, Tex.—New offices were occupied soon after the turn of the 
year by the American Writing Machine Company, Ine., headed by A. W. 
Nelson. The company has been in business there since 1880. Present 
quarters are located at 1818 Main street, in the central down-town busi- 
ness district of Dallas. The company formerly was located at 1601 H 
Commerce street. The service department and stock room, for which ; 
| 
: 





q 
wt 
Ni much additional space is provided in the new location, are separated 
= A R B Oo N S from the sales and business department by ceiling high partition. Wall 
uf cabinets which permit display of machines singly and by twos line 
if oO either wall. These are of late design, permitting readily installation of 
ti special illumination equipment if desired. Accessories, such as _ type- 
i N writer tables, are placed on either side of the entrance. Mr. Nelson 








and his aides occupy office space at the rear of the sales department.— 
JDM 


Oklahoma City, Okla.—The Capitol Typewriter Company is moving from 
26 North Robinson avenue, in the American National Bank building, its 
6é . . 2° location for the past four years, to larger quarters in the street floor 

The Repeating Line of the Perrine building, 208 Northwest First street. The business, now 
i managed jointly by Mr. and Mrs. J. B. Lawton, was founded in 1926 
4 | : = = by Mrs. Lawton, who was then Miss Lea M. Wikoff. This is the second 

: MORE SALES — MORE REPEATS ii expansion move since the original business, featuring typewriter service, 

was opened at 104 North Broadway, where it remained until 1935. It 
now handles a complete line of office supplies and equipment, all makes 


MORE PROFITS of new and used typewriters, filing equipment, desks, etc., and particu- 


larly specializes in R. C, Allen adding machines.—EVH 


ip 
i . 7” 
{ . Portiand, Ore.—Mark Seaman—Typewriters, announces he has been ap- 
ie Write For Samples and Prices pointed agent for the American Writing Machine line of Invincible platens 
a for Portland and surrounding territory. Orders will be shipped to Idaho, 
i southern Washington and Oregon points, The territory includes Lewiston, 
Idaho, W alla Walla, Wash., and Salem, Corvallis and Eugene in Oregon. 


HL U. §. TYPEWRITER RIBBON MFG. CO. || ~*™ eh 


pe : Portiand, Ore.—Adeline Hanggi of the 

ia Filbert at Tenth St. pany branch was surprised and pleased to receive a card at Christmas 
y . from Mr. and Mrs. A. J. Case, Underwood agents in Mt. Lawley, West 
Philadelphia, Pa. Australia. Miss Hanggi met them at an Underwood picnic at Pasadena, 
Mf Calif., over a year ago, when the Cases were touring the United States 
bi bf ESTABLISHED 18958 and Canada.—ATW 
ORT Portiand, Ore.—The Portland Typewriter Company announces that 
} Maurice Friedland and M. Israel dissolved their partnership January 15 
h and Mr. Friedland, who founded the company eighteen years ago, will 
if again be the sole owner.—ATW 

Portiand, Ore.—P. R. “Pat’’ Mahoney, Sundstrand adding machine : 
salesman for the Underwood Elliott Fisher Company, spent the holidays : 
at Tacoma, Wash., and enjoyed skiing on Mt. Rainier while there —ATW 


























Portland, Ore.—Delbert Delzer, who formerly worked for Superior 
Typewriter Service, is now doing service and repair for Mark Seaman. 

ATW 

St. John, N. B.—Bruce Stirling, a service man for the Soulis Type- 
writer Company, St. John, N. B., on typewriters and adding machines, 
is a full fledged electrician and motion picture machine operator, 
including sound or talking films. Starting with typewriters about twenty 
years ago, he has first added the electrical work and then the projecting. 
He is duly licensed in each craft, and does spare time work for a 
| local electrical contractor and a firm operating two local picture theatres. 
However, typewriter and adding machine repairing and reconditioning 
| 


SELL WHAT 
your 
CUSTOMER 
WANTS... 


















continue to constitute his main activity. He has been on the Soulis staff 
the past eight years, and was previously employed by A. D. Holyoke 
| and in business for himself.—WJM 


Xenia, Ohio.—Commercial students at Bryan high school in nearby 
Yellow Springs had a forced vacation from key pounding, after every 
| typewriter in the building was stolen January 13 by burglars who ignored 
other school equipment. Superintendent S. O. Liming estimated the re- 
placement value of the seventeen stolen typewriters at $1100.—AK 








OTHER MACH INE S 





Columbus, Ohio..-The Bratton Company, 247 East Broad street, repre- 
sentatives for Ediphone dictating equipment, announced that twenty-five 
employes shared in the distribution of bonus money totaling $1170. The 
bonus is in addition to special sales prizes being awarded for quarterly 
No. 420 Chair accomplishments during December, said A. A. Bratton, president. The 

Width 32 in. company is celebrating its best year since 1929. Firm covers a territory 


. extending into five states, maintaining sales and distributing offices in 
A HE a ro _ Dayton, Huntington, Charleston, and Wheeling, W. Va.—AK 
j | | eight in, | 
New York, N. Y.—Industrial accidents at the main plant of Interna- 


tional Business Machines Corporation at Endicott, N. Y., have been re- 
duced ninety-five per cent in number and ninety-four per cent in severity 
in the last ten years, it was announced. During that period, the safety 
record of all industry throughout the United States improved fifty per 
cent in frequency and 25 per cent in severity. The statistics released by 
the company for its Endicott plant showed lost time accident frequency 


2 


reduced from 13.9 a million man hours in 1928 to 0.73 in 1938.—AK 





Make Ehrlich your Headquarters for 
fine Leather Upholstered Furniture 

© . with the newly styled Built In 
Sales features. 













Write for fully illustrated catalogue. 


Ehrlich Uphalstery Works 


520-528 West 43rd Street, New York, N. Y. 


Newark, N. J.—A store at 482 Broad street has been leased to the 
Universal Register Company, which will conduct a sales agency and repair 
shop for business machines and cash registers.—NJNS 


Toronto._D. E. Bissell, sales manager, Addressograph-Multigraph of 
Canada Limited, with head office at Toronto, journeyed to New York 
with about a dozen of his salesmen to join with the eastern group at 
their convention held in New York January 11, 12 and 13.—WAM 
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DANOGUE 


Premium Ink 


FOR FINEST 
RESULTS ON ALL 
STENCIL DUPLICATING 
MACHINES!! 


This ink will help you make satisfied 
users and increase your repeat ink busi- 
ness. The Quality of PREMIUM INK is 


maintained by exhaustive laboratory tests 
of all raw materials. 








Whnt you try if on your 
own slonail duplicator 7? 


We'll be glad to send a generous sam- 
ple along with complete prices and 
dealer discounts. 


INh SPECIALTIES COL, INC. 


525 S. LAFLIN STREET CHICAGO 
FRED B. CANODE, PRES. 











When you come to BOSTON 


for the 
National Business Show 


your most convenient 
hotel will be 


HOTEL 
LENOX 


EXETER AND BOYLSTON STREETS 

Just around the corner from the Hall 
Spacious, Comfortable Rooms 

Single from $2.75 Double $3.50 up 

Suites of Parlor, Bedroom, and Bath from $6 


Coffee Shop 
Blue Train Cocktail Lounge 


Grille Room 
Bar 
We suggest reservations now if you plan to attend the show. 


Walter E. Seaver 
MANAGING DIRECTOR 
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PELOUZE POSTAL SCALES 


Beautifully Finished in Gold or Green Bronze. 
Several styles for Individual Desk, Library, 
General Office or Shipping Room. 






“Fast Mail", 9 oz. 
a 


WARRANTED ACCURATE 





“STANDARD” 
2 Ibs. & 4 Ibs. 


Member of National Stationers Association 


232-242 E. Ohio St. 


| 

| 
Pelouze Manufacturing Company | 
Chicago, Ill. ll 
, Il] 









NEW PATENT 


STRING DEVICE 
ROR PR 
MADE IN TWELVE 
DIFFERENT COLORS 
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wh, METALSTAND? = 


many people feel that their typewriter represents 
a very substantial investment. They want to keep it safe from damage. want 
it available for use all over the office without risk, lift or carry. And for 
these purposes, METALSTAND provides ideal service. It is well framed of 
8-gauge steel, with legs of 16-gauge. All the wood used is selected first grade 
five ply veneer, hand rubbed and hand finished. 

METALSTAND assures firm, steady typewriter support. A special inter- 
locking device practically molds the top, legs and bracket into one unit. 
Large, quiet casters afford smooth, ready movement. Small drawer holds a 
day’s supply of stationery in easy reach. METALSTAND is shipped K.D. 
and subject to dealer’s approval. Send us your order. 


METALSTAND CO. 1615-25"Melon st., Philadelphia, Po. 


A NEW (oo PRODUCT TWIRLIT 


FOR LETTERING WITH PEN AND INK 














100 series 


$9.50 







MAKE YOUR OWN Postees a half inch thickness of paper) 


emcee TACS 


-\ Drills 150 sheets 



































BULLETINS s ea as you wind your watch 
MOTICES Tne nat rWIRLIT well cescribes 
he faci and speed o peratior 
LETTERING \ racy f ne up is also an out 
OME TITUS | ire Holes can be placed 
\ ¢ I ion an the 
sions | aad pees ‘ up 
; 1 fit r 
| crOREREEPERS e fi 
COULECTORS TWIKLIT is made single unit as above, with two drillheads at $7.50 and 
b | ORAFTSMEN a three at $12 the so latter fitted mack and side guides, and scale; 
PROTOCRAPHE four | sizes: 44, 9/32, 11/32 and 13/32 ine Order your demonstrator 
awe wen rwikKLIT now 
yy) vavou 
\ LeTHOCRAPHERS 
} Orv 
, «Hoo 
or MITCHELL BINDER CO 
eee TCH 
‘ + sorts eee - La 
jo 105 BOWER AVENUE HAGERSTOWN, MARYLAND 


















The Master Printer Kit, illustrated above, consists of an 


adjustable drawing board, self-locking T-square, large we aADIAL Olstp 


bottle of Master Printer Black Drawing Ink, Lettering a 
Guide and Pen. AT nd 
-) s 


It’s an item of many uses, and having a selection of 
more than 60 different lettering guides, suitable styles . ; 
can be selected to fit the various needs for making price Efficient and economical. 
tags, show cards, announcements, lettering names on Will keep correspond- 
diplomas, certificates, lettering stamp pages, making ence and papers always 
titles on negatives, lettering blue prints, making layouts, on hand and properly 
movie film titles, lettering master copies for the multi- arranged. The most ei- 
graph duplicator, etc. ficient desk file on the 

market. Made in four 
sizes. A very profitable 


A supply of circulars and your dealer’s discount sheet 
item ior stationers. 


will be mailed upon request. 


THE TECHNYGRAPH 


TECHNY, ILL. 





Stanley R. Bristow 
24 Central Ave.West Orange.N.J 














e Furnished in 5 


No Lint—No Sag—No Sweat 
with 
Piel 


WOOD INK PADS 






dense, vivid colors. 


e Fluid is non-hygro- 
scopic in all eli- 





mates. 
Retail Price 
No. 1 Size . . $0.50 


e Not injurious to 
rubber stamps. 


e Impressions are 


fast-drying and Write for sample and 


waterproof. trade discounts 


THE SUPERIOR TYPE CO., 1800 WEST LARCHMONT AVENUE, CHICAGO, ILLINOIS 
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Alliance, Ohio.—Growing from a one-man venture in a private home 
into a concern that operates two plants with sixty-one on its payroll, the 
Alliance Rubber Company recently celebrated its eighteenth anniversary 
with an employes’ family party. Headed by William H. Spencer, the com- 
pany manufactures rubber bands. The plant is operating at capacity 
ind has orders to assure operation for several months, it was said.—AK 

Atlanta, Ga.—Two stationery and office supply firms have moved into 
new homes during the past month. They are the Office Supply Com- 
pany, which goes into a new four-story building at 12 Auburn ave- 
nue, N.E., and the Bennett Printing & Stamp Company, which is now at 
64 Pryor street, N.E.JHR 

Atlanta, Ga.—Eugene Burke, formerly manager of the stationery de 
partment of the Bennett Printing & Stamp Company, has resigned to 
accept a position with the Mayo Office Supply Company, 86 Pryor 
street, S.W.—JHR 

Boston, Mass.—William Travers, a resident of Roslindale, last month 
announced his intention to open a new concern for the manufacture and 
sale of envelopes and stationery at 156 Pearl street The organization 
will be incorporated under the name of the Travers Envelope Company 
Mr. Travers is well-known in the field and for the past twenty years 
was connected with several large New England stationery companies 

Gallatin, Tenn.—Containing a comprehensive stock of stationery and 
other items, a new office supply store has recently been opened by the 
Gallatin Printing Company and will be under the supervision of J. G. 
jradiey, manager of the company, With the new unit established and 
in operation, the progressive firm is now in a position to handle orders 
for all types of stationery, office supplies and printing 

Lima, Ohio.—Charles H. Stolzenbach, former vice-president and salesman 
of the Frederick Paper & Twine Company, has recently opened a similar 
business of his own under the name of the C. H. Stolzenbach Company 
at 215 West High street. Under present plans the new firm will retail 
and wholesale office supplies, machines and furniture, with Mr. Stolzenbach 
covering a large territory and his wife being in charge of the salesrooms. 
Los Angeles, Calif.—_The Office Systems & Equipment Company has 
opened headquarters at 218-222 East Third street. C. E. Kemper, who 
was formerly associated with the Grimes-Stassforth Company, has been 
appointed manager of the new organization 

Lynn, Mass.—The Arnold Stationery Company has recently moved to the 
3auer building on Central avenue near Central square The new store 
offers fine facilities for the company’s display of office equipment, sup- 
plies and typewriters, 

New York, N. Y.—-Several new leases for office supply and equipment 
companies have been reported within the past thirty days. Among these 
ire the following Store and basement at 339 Fourth avenue to the Office 
Equipment & Planning Company; store at the northwest corner of 
Broadway and 158th street, to be operated as a stationery establishment 
by the Harmo Stores, Inc.; store at 158 West Twenty-seventh street, to 
Bernard Davidson, Abraham Chasan and Michael Strauber, stationers. 
Oklahoma City, Okla.—A new charter was issued November 1, 1989, by 
the Oklahoma secretary of state to the Schiff-Mayer Company, domestic 
corporation with capital stock of $5,000, operating a stationery and office 
equipment business at 112 West Main street The charter was delivered 
to Jack Page, attorney Incorporators are listed as M. B. Mayer, 
Mamie Mayer and Roy L. Mayer EVH 
Portiand, Ore.—‘“‘Open House, Saturday, December 23, from eleven to 
four o’clock’’ was the “meat” of the invitation sent by Charlie Helwig, 
The Office Supply Man, Portland, Ore., to his customers for the annual 





Christmas party In specially decorated rooms were to be found the 
gay crowd of customers enjoying refreshments and meeting friends. A 
register was provided and each guest was asked to sign his name and 
that of the company which he represented Over 200 names were 


signed.—_ATW 
Portiand, Ore...Three new employes came to Harbord-Rogers Company 


in December. ‘‘We have been so busy we had to have more help,” said 
H. F. Rogers in answer to the question, ‘“‘How is business?’’ Andy Shoe- 
maker, formerly of Corvallis, has been added to the sales force In the 
rubber stamp department the new man is James Barker, and George 


Salermo helps in the retail department of the company ATW 

Savannah, Ga.—Albert Taylor, of Philadelphia, Pa., last month pur- 
chased the equipment and stock of the M. S. & D. A. Byck Company, a 
stationery concern which recently went into bankruptcy According to 
Mr. Taylor some of the stock will be sold here and the remainder 
shipped to Philadelphia. 
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Chicago, 1.—The Filing Equipment Service Company, dealers in new 
and used filing equipment and office furniture, recently moved into new 
quarters at 227 West Van Buren street where considerably more space 
is at the firm's disposal, according to Manager Frank W. Johnson. 

Cleveland, Ohio.—J. Myron Sharp, sales representative of The General 
Fireproofing Company, Youngstown, has been appointed assistant director 
of the Western Reserve University’s continuous fund raising campaign. 
Mr. Sharp was graduated cum laude in 1929 and the next year held a 
teaching fellowship at the Graduate school AK 

Columbus, Ohio.—Retail sales of store and office equipment and furni- 
ture during 1989 increased considerably as reflected in the 21.5 per cent 
gain in sales tax stamp collections in that classification reported by State 
Treasurer Don H. Ebright. The three per cent sales tax collections in all 
classifications averaged an increase of sixteen per cent over those of 1938, 
Mr. Ebright said.—AK 

Erie, Pa.—With nearly fifty years of experience behind its owners, the 
Means-Lauffer Company last month opened its own business office and 
store at 18 East Seventh street Included in the stock handled by the 
firm will be The General Fireproofing Company lines of furniture, Allen- 
Wales adding machines, Friden calculators and the Buckeye lines of 
ribbons and carbons. The firm will be operated by Al Means and 
Glenn Lauffer 

Vernon, Calif.—_The Office Furnitur 
Santa Fe avenue, has recently opened 
juarters Principals in the business ho ) 
from manufacturers in the industry, are J. H. Middleton and Fred B 
Hornick. Both men have been in tl 


Equipment Company, 371: 


rn display rooms and sales 





desire t« receive catalo 


= 


furniture trade for many 














CARBON 
PAPERS 


TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 


DEALERS “» STATIONERS 


Complete details on request 
ALLEN & COMPANY 


DErT. m 
11-13-15 Vandewater St., 
New York, N. Y. 

















No. 560 Chair 


Width 32 
Between Arms 19 
Depth 33” 
Depth Seat 211/2’ 
Height 34 





INTRODUCING! 
LEATHER FURNITURE 
MADE THE RALEIGH WAY 





Our 1940 catalog 
mailed on request. 


Featurina eather styles n new French 
pastel shades in top grain leather—Ac 


entuating the inherent beauty of leathers 
with the exquisite tailoring and detailing 
niy experienced craftsmen can produce 


n smart modern and traditional period 


RALEIGH UPHOLSTERY CO. INC. 
132 W. 14th St. New York, N. Y. 
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THRU 1940 


The Complete Line of Office Equipment in Steel. 


ART STEEL CO., INC. 


NEW YORK, U.S.A. 
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LEATHER GOODS by VARAT 


is made with an eye to Dealer resale value. This 
complete line of Ring Binders, Portfolios, and 
Carrying Cases will help you sell More Business 
Cases at a handsome profit. 







Dealers— 
Send for 
Catalog V-40 
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AY VARAT CO. 
27 S. Market St., 
Chicago, Ill. 
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Get 


SHEAFFER'S 


1940 STORE-TESTED 
PLANS 


WRITE—W. A. SHEAFFER PEN CO. 
FORT MADISON, IOWA 











a 


So the Quick Results you want must be— 


Orders Today — Repeat 

Orders Tomorrow — and 

Profits with a Bigger A \ 
Wallop! 


CARBON & RIBBON MFG CORR 
OK—JUST WRITE ALLIED 465 DUANE STREET 
IF YOU’RE READY NOW NEW YORK, N. Y. 


























All large 
users should 


buy in bulk 


cans, Grippit’s economy invites you 


to use it wherever you require adhesive that never wrinkles 


paper . . . that keeps work and workers unsoiled .  . that 
holds permanently, yet can be peeled off without damage. Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 


200 Sugemer Street, Boston, Massachusetts 





DAISY WIRE LETTER TRAYS 
THE KIND THAT REALLY SELLS 
\ | - 
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Made of No. 16 wire. Rubber Feet. : 
Top rim of No. 12 wire. Packed 1 dozen or more in 


eon ol 
Finished in green lacquer. suintine wat. "par gross 100 


Size 10 x 14 x 3 inches. pounds. 
Manufactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 


THOUSANDS 


of users say the 


TO RIT 


MOISTENER 


is the FINEST DEVICE made for 


sealing envelopes, moistening stamps, 














labels, ete. 


It has a vitreous enameled, POS- 
ITIVELY RUST-PROOF, fountain, 
a stainless steel top and a long- 
life brush. 


TORIT MFG. CO. ASK FOR FULL INFORMATION 


305 Walnut St. St. Paul, Minn. AND DEALER PRICES 


REBUILT 
MIMEOGRAPHS 


Every Mimeograph is 100 per cent precision 
rebuilt—second to none in quality and ap- 
pearance. Priced to make you a profit. 


A LOW-PRICED, EASILY-CARRIED, 
EASILY-DEMONSTRATED and FAST- 
SELLING SPECIALTY. 








Exclusive territories still open. 
Write for our specialty catalog. 









Mimeo 
Products 














MIMEO REPAIR COMPANY 
395 BROADWAY, NEW YORK, N. Y. 
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adding + billing + 
bookkeeping + 
calculating machines 









\\7 TYPEWRITERS CHECKWRITERS 
ia iz i\ Loose-leaf envelopes, punched; card-cases, any MIMEOGRAPHS DICTAPHONES 
= yt etd: UNG encthemees diemm tetintoars’ one AND OTHER OFFICE DEVICES 
jf, \ Made of acetate (flame resistant) transparent cel- Rough and Rebuilt. Write for Latest Price List. 


lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. Reliable TYPEWRITER & ADDING MACHINE CORP. 
3633 S. Racine Ave. Chicago, U. S. A. 303 W. MONROE ST. CHICAGO, ILL. 














HERE AT 
LAST! 


Automatic and 
Semi-Automa- 
tic Post-Card 
Duplicators of 
Every Descrip- 
tion and for 
Every Need. 
rooms, professional and general 


use The POSTAL- 
GRAPH AUTO- 


FURNITURE OF DISTINCTION 
Today's trend is to business-like 
metal furniture. For executive 


and secretarial offices, reception 





Write for new 1940 catalog 


MATIC, the only (. ’ ae | 
price list and Dealer Proposition one of its kind on 
the market and Prices range from $22.50 to $19.50 
THE TROY SUNSHADE CO feeds MECHANICALLY FROM BOTTOM of STACK of CARDS now comes 
Troy, Ohio in THREE SIZES, 4x6—3!/,x5'/.-—3x5 M. resp. 


DISTRIBUTORS—DEALERS—SALESMEN SOLICITED 


ORTHOGRAPH CO. Los ANGELES, CALIF. 





_, ROLLING UP PROFITS FOR YOU 


[\ *$ No. 2479 Double Ball Bearing Caster is in 
, use in most of the country’s leading indus- 
trial and professional offices and institutions 
It is a leader to sales of other Faultless floor 
» protection equipment shown. Write for Cata- 
N Blog and facts about this profit-earning line. 


Y FAULTLESS CASTER CORPORATION 
Evansville, Indiana 













Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the oq! al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 











PATENTED 
VES.17,1920 JAN. 11, 1921 
MOV. 6, 1923 


Eight Sizes Here is the simplest, quickest-operat- 

inside Diameters: ing and most satisfactory ring ever 
invented for perforated sheets or 

Ne. 00, % in. No. 2, 1% in. binders of all sorts. Allows binder or 
Ne. 0, % in. Ne.3,2 In. sheets to lie flat when open at any 





point. The enlarged joint, nicely 
Ne. Ot, A in, We. 4, 2% a rounded and smoothed, keeps ring 
Ne. 1, 1¥% in. Ne. 6,3 in. right side up in position to he in- 


Come alse bexed assorted stantly unlocked. 
in seven sizes. Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals. 


| Henry T. Adams Mfg. Co. S',5° fice 4 


(above) Fauleless Unbreakable Rockute 
and Ruberex Cups. Round or Square. 
ef) Faultless quiet Cushion Chair 
Ghides are mounted in live rubber. 








FAULTLESS CASTERS 











we 
> 





ENVELOPES, 
STAMPS, 
LABELS 
Sensational new sci- 
entific brush-moist- 
ener makes gummed 
surfaces stick tight, 
fast! Speeds up 
mailing! Neater! 
Cleaner! Sanitary! 
Streamlined, nickel 
plated, enamaled. 
Sells on sight, at 
unheard of low 


price. 
Only $925 
. @); A product of Better Packages, Inc. Shelton, Conn. 
Sole Distributor A. W. KELLOGG SALES CO. Waltham, Mass. 
———— ———— : | 
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¢ MADE RIGHT 
« PACKED RIGHT 
«SOLD RIGHT 


More than 4500 dealers know 
that Clarotype repeats be- 
cause it gives the stenog- 
rapher quick, thorough clean- 
ing action and low cost per 
application. Order today from 
your jobber or direct from 
The Clarotype Co., Inc., 16-B 
Hudson St., New York City. 








.—— 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 








OFFICE APPLIANCES 








SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 






ally advertised| Write Simply tip 
lor details nowl poo a 


3468 N. Clark St. 


Meilicke. Aystems, Inc. Chicago, Ill. 











Steel Equipment IMPROVED STEEL 
. : TRANSFER CASES 
Priced to give you 


QUICK SALES 


Private Secretarial 
Machine Cabinets 

Sorter Tray 

Typewriter Desk and Stands 
Sort-A-File Mail Rack 


Desk Stationery Rack 25” Deep 


Send for catalog. Liberal Dealer Discount. 


EFFICIENCY EQUIPMENT CO., INC. 


360 W. Superior St., Chicago, Ill. 








e Fast, Economical, Preci- 
ing. 
e@ 100% Roller Moistener— 


e Paper Sizes, 3 x 5 to 9 x 


e Prints up to 4 colors in 


e@ Makes FAST Cooies direct 
« Master Copy can be filed 


e Easy Feedi ing—si imple to 


% Here’s a GREAT NEW SALES VALUE in 


FLUID TYPE DUPLICATORS 
New REX-O-Graph Y 


MODEL F. H. HAND-FEED 





No Pump—No Wick. 


1S—can be printed from 
ONE Master without ad- 
justment 


one operation. 
from MASTER Copy Type- 
written, Drawn, Printed or 
Hand Written. 


and used repeatedly until! 
maximum number of 






NEW 


copies are run 
REX-O-Graph 


operate. Mode! F. H 
*EXPERIENCED DUPLICATOR MEN! 
Write for Details, terms and Exclusive Territories on th 
LEADER—and on the popular REX-O-Graph AUTOMATIC Only $75.00 
spirit ee pe ne and Gelatin Duplicators and SUPPLIES 


ng ready Sale and Steady repeat profits! F. O. B. Milwaukee 








3727 N. PALMER STREET 
MILWAUKEE, WISCONSIN 


REX-O-Graph, Inc. * * 





/AYAVAVAVAVAYAYAVAYAAYAYAAYAYAAYAY AYA AY AYA’ AY AYA AVAYAYAYA\ 


Adding and Bookkeeping Machine 
Replacement Parts 


NEW CATALOG WITH PICTURES 
OF OVER 400 PARTS 


Write for Your Catalog Today 


CLOYES GEAR WORKS 


17214 Roseland Rd. 
DIP INININ NINN IN INN 








ty 


NIN IN IN IN IN ININ IN IRIN ININININININININININININ IN IN 


Cleveland, Ohio ; 
f\ A. 








Recommend a Rebuilt 
for 


Quick, Easy Sales 


When your customer cannot af- 
ford a new unit, remember that 
our 16,000 square feet of floor 
space houses a tremendous stock 
of rebuilt, refinished and guar- 





anteed wage 
UARANTEED 

VISIBLE RECORD Kardex, Acme, Post 

EQUIPMENT and Index, Globe Wern- 

icke and other vis- 


ible systems in cabi- 


OFFICE MACHINES 
nets, panels and book 


UNIVERSAL OFFICE eo 
EQUIPMENT eo Ol INC. Comptometers 


“The House That Confidence Built” Addressographs 


Multigraphs 
561 Broadway New York City Dictating Machines 
Cable—*‘Uniquip’’—New York 





Mimeographs 








“COMFORTAIRE” POSTURE CHAIRS 
“ORTHOFORM” BACK SUPPORT 


Body Conforming Automatic Reclining Action. 


“AIRFOAM” CUSHION 212° THICK 


with Rolled Edges Flanged to Form Bumper all around 
SEAT. 


RUBBER BUMPERS 


A great protection to SHOES and DESKS 
Exclusive Sales Rights to Alert Dealers 


SHEPHERD CHAIR COMPANY 


3100 CARROLL AVE. 





CHICAGO, ILL. 











FUTURE PROFITS 
DARNELL CORPORATION.. LTD..LONG BEACH, 


CALIFORNIA 
36 NORTH CLINTON ST. CHICAGO, ILLINOIS 
24 EAST 22ND STREET, NEW YORK CITY W.Y 


seyyeron 


DARNELL covrement 
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Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 
proposition. 














Speed Key Mfg. Co. *srcoxivn ns 





The Most Gracefully and Correctly 
Designed Steel Desk in America is 
the “MODERN AMERICAN” 

With Round Corner Drawer Fronts and Well 


Proportioned Pontoon Base. Write for Catalog. 


Browne-Morse Company Muskegon, Michigan 

















BRAND 


Carbon 
Paper 


CROWN 


Typewriter 
Ribbons 


TYPE 
ANY MACHIN 





Make Lasting Impressions 
For Your Customers 
And Substantial Profits 
For You 


CROWN RIBBON & CARBON MFG. CO. 
782 St. Paul Street Rochester, N. Y. 





OFFICE MACHINES 






—_— _ — 
points your way to TOP PROFITS on 


Addressographs, Mimeographs, Multi- 
“id graphs, etc. 





Write Pruitt, 41 Pruitt Bldg., Chicago 








Pee ina” Be es 
7 NS 


handsome, 
obber 3” 
> ysh-Pins 


g PUSH-PIN CO- 


phila., Po- 


MOOR 


n3 Berkley street, 





A Respirator 
Cushion is not 
just another seat 
cushion but can 
——— truthfully be called 
a scientific seating 
device, and as such has 
been adopted by numer- 
ous large organizations on 
the recommendation of 
their efficiency and _ per- 
sonnel experts. 


Respirator Cushions are the only seat cushions on the market 
which can truthfully be called ventilated as ventilation is effected 
by a mechanical process covered by U. S. Patent No. 2,025,712. 


L. M. BICKETT COMPANY 


WATERTOWN, WIS., U. S. A. 


















| IT COST ME MONEY -TO FoRGET/ | 





This man may be one of your customers. If 
sO, 
System—the famous memo sys- 
tem on cards. Complete Mem- 
index consists of two handy 
units—POCKET CASE for tem- 
porary data plus DESK UNIT 


for permanent records. Dated and 


he is ready to be sold the Memindex 5 






otherwise cleverly indexed cards 

fit both—so temporary daily, 

memos can be placed in perma-4® 

nent file. 

Write for Complete Information When you sell a Memindex, you 


gain a friend. Many a successful 


man claims his purchase of 


WILSON MEMINDEX co. Memindex Automatic Memory was 


an important step in his climb to 


151 St. Paul St., Rochester, N. Y. the top. 











THE ROCKIT ARCH 
NEW- DIFFERENT-BETTER 


We let a user tell you 
how good they are. 


An office manager recently 
wrote: 


“After using the Rockit Arch 
Files for the past six months 
we do not hesitate to state 
that these files have proved 
much superior to any files we 
have previously used.” 

Write for samples and prices 
today. 





ROCKIT 
FILE 


ARMSTRONG & WHITED,..;spunct. PENNA. 











Tere MES em 


a 











THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y. 
CADO CARD HOLDER e NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS e KONTROL BOARD CLIPS 


CLIP 


Small, Medium and Large 

















Tell your engraver or 
printer to ask any of these 
paper merchants for sam- 
ples of Cards and Cases. 
Or write us direct. 


New York City 


Richard C. Loesch Co 


Pittsburgh 
Chatfleld & Woods Co 
Cincinnati 
The Chatfleld Paper Co 
Detroit 
Seaman-Patrick Paper Co 


Grand Rapids 
Carpenter Paper Co. 
Houston 
L. 8. Bosworth Co., Ine 


St. Louis 
Tobey Fine Papers, Inc. 


for business cards might 
not be huge—but they are 
consistent. 

For this isn’t a speculation. 
All you need do is insist that your 
printer or engraver uses Wiggins 
Book Form Cards in the orders 
you send him. 

Then watch the profits roll in! 
If satisfied customers are assets, 
you'll have plenty. 


The John B. 


WIGG | NS Compasy 


1162 Fullerton Avenue, Chicago 
Book Form Cards Compact Binders 


Pree ie: from taking orders 














WAGEMAKER CO. 





GRAND RAPIDS, MICH. 












CEL-U-DEX 
fap" 


PROTECTORS 


PAT. PENDING 


* TRANSPARENT + FLEXIBLE 
* REINFORCED EYELETS 


* WATER PROOF 





BRITAIN 
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| 


| Are You 


| 
H 


interested in 
trade doings in 


GREAT 








q 


abreast of the times and that is by the 


| 
If so, there is only one way of keeping 
| 
regular monthly receipt and perusal 


of the 


BRITISH 
OTATIONER 


| —a monthly journal for the Stationery 





and Allied Trade whose editorial pages 
are unique for news, instruction, orig- 


inality and general interest. | 


| 
| 


a SEND US THIS COUPON -=~-====, 


To the Proprietors THE BRITISH STATIONER, 
Grand Bldg., Trafalgar Square, 
LONDON, ENG. 


Send to the address below FREE SPECIMEN COPY of “The 
British Stationer’’ for examination. 


ee nee ae oe ee 


Address 





Date 











FEBRUARY, 


1940 


"™ AMERICAN 


MODEL 41C 


CARBON COPIES MACHINE 


654321 


Facsimile Impression 











Will make up to 10 good 
carbon copies. 







Write For Details. 





AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 





INVENTORY SPECIALS 


on our complete stock of 10,000 Used 
Business Machines 


Here’s your chance to buy from one of the choicest stocks 
in the country—at prices you may never see again. 
We have what you need. See J. S. Morse first. 


Write for our special inventory 
bulletins Nos. 40-1T and 40-1AM 


a wily 5 Morse Trpewrirer Co 





| ra ~apoore. 
’ a sannaieat 
Sony the Tat Che 25 fr! caw iene ensv 








GET DEALER PROPOSITION 


The ELLIOTT ENVELOPE SEALER 
the fastest office appliance in the 
world and easily automatically 
feeds, seals and delivers 400 
envelopes per minute with an 
oa average thickness of 
>~_contents. It was greatly 


Ma? 










y changed and im- 

proved in 1937 
| and is a desirable 
> item for station- 
> ery 


VY 
THE ELLIOTT ADDRESSING MACHINE CO. 


Sil O- Type 


DRY STENCILS 


A quality stencil, either plain or top-printed, for 
all makes machines and every kind of work. 


stores. 


144 Albany St. 
Cambridge, Mass. 








to you our statement is correct 
“IT IS A TRULY SUPERIOR 
Write today for our liberal discounts 
All shipments F.O.B. Detroit, 


Let us prove 
when we say, 
PRODUCT.” 
and full particulars. 
Mich. 


THE CARDINAL SUPPLY CO. 


1164 Ouellette Ave. Windsor, Ontario, Canada 
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SPEED-MO 
Sponge Rubber 


STAMP PADS 


For clean, sharp impres- 
sions . . for long, hard 
service . .. you can’t beat 
SPEED-MO. 

No other pad offers you 
so many exclusive features. 
Sizes and models for every 
use and purpose. 


Write us for attractive 
dealer offer. 


RIVET-O 
MFG. CO. 


83 Jason St., 
Orange, Mass. 


or Louis Melind Co., Western Repr. 
362 W. Chicago Ave., Chicago, ill. 

















INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 


A wide range of stock forms for record keeping in banks, insurance 
companies and commercial! institutions. A complete line at attractive 
prices. 


CARD 


Send for samples and prices on your SPECIALS. 
Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 
ESTABLISHED 1919 


PASS BOOKS 


AND POCKET CHECK CASES 


Stationers and Lithographers! 















Printers, 





They are made for you exclusively—any size order-— 
any specifications—shipped under your label. 


SELDOM UNDERSOLD 







Write for Net Prices on Your Next Inquiry 


NATIONAL PASSBOOK & SUPPLY CO. 
CLEVELAND, OHIO 


ALL GooDSs manucseryess FOR STATIONERS, PRINTERS AND 
THOGRAPHERS EXCLUSIVELY! 








A LINE THAT WILL SHOW 
hepeal (xX 
VC TAR ea a 















A nationally used adhesive 
for every pasting and 
mounting need. Clean — 
speedy — will not curl — 
shrink or wrinkle paper. 
Sold in sizes from tubes 
gallon drums. 

Stocked by leading jobbers every- 
ea Write for Dealers’ List No. 


PAT off 


PAPER EMENT 
AND ACCESSORIES 


BESZaTEST 
A ad 
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WHAT THIS RECORD 





MEANS TO YOU! 


QUALITY PAYS... If you ever wanted proof you have it now! The average 
customer wants quality, is never really happy unless he gets it. Link to Leader- 
ship...Feature the New MAGIC Margin Royal Portable for Profits and Prestige. 


Ht ROYAL TYPEWRITER COMPANY, INC. °* 2 PARK AVENUE, NEW YORK CITY 
4 











THE MOST COMPLETE LINE OF DUPLICATORS AND 
SUPPLIES IN AMERICA 


eee Think of the advantages of handling a complete and profit- 
able line of duplicating machines and supplies, al] available from 
one source. The Heyer line includes many models of stencil and 
gelatin duplicators as well as a complete assortment of supplies for 
most known duplicators. There is a Heyer duplicator available for 
every duplicating requirement, in a range of prices appealing to 
every prospect. 


All Heyer duplicators are simply and sturdily constructed. Sim- 
plicity of operation is the keynote of all Heyer machine design. 
There are no complicated mechanisms to get out of order, and very 
little service is required. All of the machines are easy to operate, 
beautifully finished, and are equipped with an initial set of sup- 
plies. Supply items are of the highest quality, and are attractively 
packaged. All are fully guaranteed. 


Thirty-six years of experience in manufacturing duplicators and 
supplies enables Heyer to produce a line of unsurpassed value. 
Heyer products are known throughout the world for their high 
quality and satisfactory performance. Write today for catalog and 
price list. 



































UNDERWOOD 
TYPEMASTERS 


The New Underwood built-in Typing Stand is an 





Si 


ee wrt Y 





ingenious folding tripod steel stand perfected after 






many years of research. Built right into the Underwood 
TYPEMASTER Portable carrying case. Supplied 
exclusively on Underwood Typemaster Portables. 






tn 






IT’S GOOD BUSINESS 
TO SELL THE MACHINE 
THE WORLD IS BUYING 








Underwood, dedicated to its 
policy of “Dealer First”, has 
consistently tried to give the THE 
Dealer the most salable machine 
it could produce and then 
backed it to the fullest possible 
extent with sound advertising 
and merchandising policies. 











If you are not now selling the 
complete Underwood Portable 
line, write for full information. 


e® @« ® 
ne Portable Typewriter Division Visi 
UNDERWOOD ELLIOTT FISHER 
- COMPANY ad 
DEALERS FIRST . 
Typewriters... Accounting Machines. .. Adding In 
In the Underwood Portable sales Machines... Carbon Paper. . Ribbons and 
policy the Dealer a/ways comes other Supplies . . . One Park Ave., New York. 
first. Underwood Portables are Sales and Service Everywhere 
sold “over the counter” through Underwood Elliott Fisher vs. 
authorized Underwood Portable Speeds the World's Business 
D I Copyright 1940, Underwood Elliott Fisher Company 
ealers. In t 








